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Attic  cmd  Window  Foni 
Simnlcrtod  Stone  Siding 
Orncunontol  Iron 
fcdonsio  Enclosures 


«smowMi 


Just  completed-our  modern  half-million  dollar  extru¬ 
sion  plant.  First  in  the  East;  finest  in  the  country! 
We  control  production  throughout ...  and  pass  the 
savings  on  to  you. 

euAiiAwruo  riwcsr  huauty 

•*  THULV  COMMtTfTfVC  WWfCCS... 

and  prompt  on-the-button  delivery  too.  Remember  - 
you  can  pay  more ...  but  you  can’t  buy  better! 

Write  far  details  of  aur  “Exclasive  Tarritary” 

KO  Diitribater  Plan. 


Quality?  Design?  Delivery?  Price?  Name  it  — 
Excaluin't  gat  it!  Dollar  for  dollar,  feature  for 
feature  there  isn't  a  window  or  door  on  the 
market  that  compares  with  it! 

EXCaUM  IS  ft  SPECIALTY  SALESMAN’S  DREAM 
. . .  designed  and  produced  by  men  WHO  REALLY 
KNOW  storm  windows  and  doors  and  the  prob¬ 
lems  in  selling  them.  Excalum’s  superior  3-track 
(with  exclusive  interlocking  inserts)  and  NEW 
PROMOTIONAL  2-track  are  outstanding  windows 
-  unequalled  in  year  ’round  protection  or  cus¬ 
tomer  satisfaction.  And  every  Excalun  window 
and  door  is  a  PROVEN  SALES  BUILDER.  They 
can  mean  the  difference  between  an  ordinary 
and  B-O-O-M-l-N-G  year  for  your  firm. 


JAMJLIU  SASN  t  DOOR  CO. 

Eastern  Plants:  New  Hyde  Park,  N.  Y. 
Midwest:  3419  Rutger  St.,  St.  Louis,  Mo. 


Ill  II  IIINr.  .SI'KI  lAl.TIKS  n  IIOXIK  I.VI  l>Kl)\  KMK\T  IlK.M.EK.  \„1,  5,  .ND.  l.>,  June,  1VS3.  I'iiIiIi-Ik-.I  ni..mlily  l,>  Hoffman  riililiialion-.  Inc  .  4.’5  Fourth 
.Nv*-,.  Nrn  Yoik  16.  N.  Y  Sul»»ci tption  pricr,  Dntnrslic  $3.00  per  year,  35  cents  per  copy;  Canada  and  Foreign.  $4,00  per  year.  Reentered  as  sec-md  cla'.s  matter 
NiiVemlwi  -6,  J05i  at  the  Office  at  \evk  York.  N  S'  under  the  Act  if  March  3. 
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IIEVE  US  GENTLEMEN... 
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iwis  IS  iT ! 


Pr 


ALUMINUM 

"TRIPLE  CHANNEL" 

COMBINATION  WINDOWS 

Outstanding  in  every  detail.  The  GEM-A-LUM 
is  the  dream  windaw  of  the  industry.  Each  panel 
rides  in  its  own  separate  CHANNEL  not  in  a 
track.  Exclusive  "snap  out"  action  is  an 
outstanding  sales  feature  you'll  recognize 
immediately.  There  is  an  opportunity  here  for  you 
to  "switch"  to  a  real  money  making  line. 


CEM-A-IUM  Pro 
ducts  or«  quality 
controllad  from 
smoltor  to  finishod 
product.  That  is 
why  wo  can  offor 
lowor  pricos  ond 
fostor  dolivorios. 


MAIL  NOW 
FOR  QUICK 
CONFIDENTIAL 
DETAILS 


GENERAL  ALUMINUM  PRODUCTS  CO. 

Dept.  C  3949  SOUTH  FEDERAL  ST.,  CHICAGO,  ILL. 

INQUIRIES  CONFIDENTIAL 

I  AM  A  DEALER  I  AM  A  DISTRIBUTOR 

NAME  . 

ADDRESS  . .  - .  . - 

CITY  . . . ZONE  ..  STATE . . . 


<&  Home  Improvement  Dealer 


KAYSKH  distriliiitors  and  dealers  l>eK>ng  to  the  “sound  Inisiin’ss”  level 
of  their  eoniininiities.  \X'hether  siieeess  eame  first  —  or  follouing  their 
appointment  as  KAYSKH  agencies,  the  fart  remains  that  KAYSKIf 
produels  are  assoeiated  willi  siircess. 

^’ou,  too,  ran  enjoy  this  achievement.  F'rom  the  very  first,  you’ll  apre- 
ciate  the  aggressive  rt>o|)eralion  you’ll  get  from  A  &  H.  KITe<  live  cam¬ 
paigning  and  merchandising  with  a  (piality  line  of  demand  products 
have  taken  the  elements  of  “risk”  ainl  “ex|ierimentation”  from  our 
market.  No  rite  —  right  now  !  —  and  make  your  hiisiness  a  HUSIMESS! 
f  Kl)  ojM'rators  and  manufacturers  invited  to  in(|uire  for  available  fran¬ 
chise  territories). 


KAYSER  aliHniiMMn  ttmion  WMth«r$lripping 


K  AVSEK  casement  storm  windows  are 


Now  you  con  rnoko  your  com- 
mont  windows  with  on  oxcfutfvo 
looturo— lust  by  adding  KAYSfR 
tontion  woartiorstri|iping.  Tho 
cutaway  iilustroHons  show  how 
tho  uniguo  dosion  mokot  attach- 
mont  guick  cmd  oasy  with  por- 
foct  rosults.  An  idoai  soiling 
foaturo  or  oatro-profit  solos  unit. 


the  standout  aluminum  unit  in  the  field. 
(!ustom-fifted.  permanent  installations, 
only  KAYSKH  casements  are  equipped 
with  |)refabhed  stripping!  You  can 
prove  KAY’SKR’S  suf)erior  condensation 
control. 


A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 


JUNE  1953  BUILDING  SPECIALTIES 


°^fdoor 


0 


'^■■»‘  an  '• 

rel'  Vo 

“'''''"a<>-'w..rj“:„';-"9 '<.... p.,. 

®  *  •  •  Wif/,  .1  *  •  • 

”  •  beautiful 


yow  can 


Only  Childers  gives  you  powerful 
national  advertising  like  this  ad  in  both 
LIFE  and  Better  Homes  &  Gardens. 


Now,  America's  largest  aluminum 
awning  plant  is  the  Childers  factory, 
Houston,  Texas.  Write  for  details  on 
how  you  can  cash  in  on  Childers  big 
national  advertising  program. 


^OW  Wa 

'-'•CL" 

teXL™"  cMu 


Housewives  picked  Childers  Awnings 
2  to  1  over  4  other  leading  brands 
in  surveys  conducted  across  the  na¬ 
tion.  That  means  Childers  decorator- 
styled  awnings  are  easier  to  sell!  , 


’‘till 


The  '^Cadillac'*  of  the  Business 


aram 


llndlurt  of 
Almnimiitt 
i^kilUrsft 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 

The  Only  Window  Line  with^  these  FAST  SELLING  SUPERIOR  FEATUREST 

%  Introducing 
the  New  Sensational 
BUSINESS  BUUBER 

paramount 


NEW  IMPROVED 

TRIPLE-TRACK 

ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

with  BuiH  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Net  CHANNEL 

•  EASY  INSTALLATION 

—  Service  PRtt 

•  TWIN  VENTILATION 

—  Sashes  Raise  ar 
Lower  ta  Any  Level 

•  CHANGEOVER  NEVER 
NECESSARY! 

—  Make  Self-Staring 
Obsalete 

m  POSITIVE  100%  WEATHER 
STRIPPING 

•  HEAVY  EXTRUSIONS 


wtATHtn-sTKimNe 

America's  Finest  Faslest-sell- 

mg  ALL-ALUMINUM  Combi¬ 
nation  STORM  and  SCREEN 
DOOR 

•  fvHy  txtriidtd. 

•  Single  litc  doors,  two  life 
doors,  selt’Storing  doors. 

•  AlmniniiiR  Wirt  scrttn. 

•  Ckponder  on  sill — for 
toleronces 

•  Reenforced  corners  for 
lift'Hmt  rigidity. 

•  CofWpitft  wiHi  •iMinifiiiM 
ensemble  ond  stoinless 
steel  hardware. 

•  BOTH  are  3  WAYS  BEHER!!! 

QUICKER  AND  EASIER  TO  INSTALL  2  SERVICE-PROOF 

KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-RACKS. 

ADVtRTISING  MATERIAL  AVAILABLE:  Cw«,  Mats.  Literature f 


Creti  Settitt  Vivw  •« 
r»Plf  TRACK  FFATURfS 

1.  TOP  6USS  ; 

2.  SCREEN  •  ' 

3.  BOnOM  6USS 


ALL-ALUMINUM 


WMENT  Mr  WINDOW 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HIN6E  Feature 


Some  ether  Outstaiuling 

1.  Full  Length  PIANO  HINGE.  S 

PerniiH  eofier  cleaning  from 
the  outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(tthi  ST.  5  Alloy  Extrutiont). 

3.  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ( 

To  effect  o  perfect  teal  be¬ 
tween  Casement  window  and 
itorm  window.  Eliminotes  . 

Window  Condensation.  ' 

4.  FULLY  EXTRUDED  Weather  > 

Stripping  installed  on  each  9. 

Window  Vent  opening  for 
positive  seal.  10. 


Selling  features 

Specially  designed  rubber  ex¬ 
trusion  to  seal  and  tocur» 
glass  in  plate,  let  permanen¬ 
cy.  And  permitting  timpio  lo- 
piacements  of  broxen  grass  by 
home  owners. 

Designed  for  Single,  Double 
thick  and  Demiplate  for  Pic¬ 
ture  Windows. 

Controlled  ventilotion. 

Draft  Free. 

Reenforced  for  permonent 
rigidity. 

Priced  Right 


N^ara  mount 


ALUMINUM  PRODUCTS  CORP. 

180-11  Jamaica  Avt.,  Jamaica,  L.  I.,  N.  Y. 


PHONE 

REPUBLIC  9-6664 
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Our  cover  (or  June  ahowi  the  back  view  of  the 
home  recentlr  built  ior  Mr.  and  Mr*.  Coughlin 
ol  Glendale.  New  lereey.  It  ihows  one  oi  the 
more  ingenious  uses  to 
which  combination 
storm  and  screen  doors 
ol  aluminum  are  put. 

For.  in  the  impressive 
looking  enclosed  porch 
10  "Gold  Seal"  doors 
were  used.  In  addition 
the  ioiners.  ordinarily 
2  X  4's  ore  also  omitted 
and  "Gold  Seal"  Z-Bar 
are  used  instead.  Only 
the  corners  ore  x 
4's.  The  doors  were 
supplied  and  installed 

by  the  Brown  Conditioning  Company,  1007 
Grand  Sreet,  Hoboken,  New  lersey,  whole¬ 
sale  distributors  oi  "Gold  Seal"  doors  in  New 
lersey.  Especially  pleased  with  the  eiiective 
results  oi  its  product  is  the  manufacturer, 
Stormaster  Corporation  oi  New  York,  4332 
Bullard  Avenue,  New  York  63,  N.  Y.  I 


Instollalion  of  Ornamental  Iron  is  Qtiick,  Easy .  40 
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MORE  PROFIT  YEARS! 


COMPETITION! 


For  Franchii^  Oofoi/s  Writm: 


. . .  tAaf's  why  an 
Alumaroll  franchise  is 
the  opportunity  of  your  life! 


PITTSBURGH  AREA 
AlUMAROlL  CO 

6905  Susquehanna  St.,  Pittsburgh 
ST.  lOUIS  AREA 

AlUMAROlL  CORP 
2616  N.  13th  St.,  St  Louis 
SPRINGFIELD,  MASS.  AREA 

ALUMAROLL.  c  o  Sw«;t  Bros 
78  Island  Pond  Rood,  Springfield 


BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 

Phon.  Rulh.rford  2-7400 


^'ou  have  mo  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn¬ 
ing —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  tin) — for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strttng  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you're  interested  in. 
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t..lY  HOW  O**® 


SELL  the 


LINE! 


When  you  sell  Keystone,  one  sole  invariably  leads  to 
others.  This  is  why  we  produce  u  complete  line  .  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  national  acceptance  for  outstand- 
^ing  quality,  reasonably  priced. 

KEYSTONE  Storm-Screen  DOORS 

Tha  Only  Door  of  ift  kind  it  it  aosily  racognizad  by  Hia 
full  longih  Piono-typa  Hinga  .  .  .  just  o«a  of  Kaytfona's 
^  ^  axclusiva  faohiras. 

KEYSTONE  Combination  WINDOWS 

AvoHabla  In  fripla  frock  or  convanfionol  datign  Ifiay 
hova  lha  much  datirad  Vanfiloting  louvart  .  .  .  onoHiar 
Kaytfona  faotura. 

KEYSTONE  Sform-Screen  CASEMENTS 

himtsh«d  in  typ«t  for  oithor  ouHido  or  intido  intfolloHon. 
Koyfttono  Storni'Scroon  Ca»omontt  provido  maximum 
allwoothor  protoction  with  convoniont  oporation  for 
dooning. 

KEYSTONE  Aluminum  SIDING 

Practically  Induitructibla  by  alomontt  of  waothor. 
Multi-cootod  and  bokad  (not  iproyad)  by  o  procats  that 
givat  on  avan,  lotting  flnith  that  daflat  datariorotion 
indaflnitaly.  Kayttona't  axclutiva  intariocking  flongat 
mokat  for  grootar  protaction  and  mora  affidant  inttollo- 
tion  .  .  .  installation  starts  from  bottom  up.  Avoilobla  in 
whita  or  postal  thodat. 

Our  products  are  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


KEYSTONE  ALLOYS  COMPANY 


&  Home  Improvement  Dealer 


XTOT  many  dealers  are  aware 
that  the  home  improvement 
industry  is  an  important  part  of 
a  billion  dollar  annual  business. 
This  huK^  figure  is  the  annual 
gross  volume  of  house-to-house 
sales  in  the  U.S.  There  is  a  vast 
variety  of  merchandise  sold  by 
this  method  and  with  the  rapid 
increase  in  the  number  of  Ameri¬ 
cans  living  in  private  homes  the 
trend  toward  direct-to-consumer 
sales  is  gaining. 

tr  *  * 

Edward  L.  Sard,  executive  direc¬ 
tor  of  the  National  A.saociation  of 
Hou'^e  to  Hour.e  Installment  Com¬ 
panies,  recently  reported  that  more 
and  more  manufacturers  are  turn¬ 
ing  out  products  de.signed  exclu¬ 
sively  for  door  -  to  -  door  selling. 
These  special  items  range  from 
men’s  and  women’s  apparel  to 
household  appliances  and  include 
pottery,  aluminum  cooking  ware, 
and  even  imported  hand  painted 
original  oil  works.  Most  purchasers 
buy  on  the  installment  plan  and 
take  as  much  as  40  weeks  to  pay. 


DEALERS!  DISTRIBUTORS! 


IMMEDIATE  DELIVERY!!! 


Home  improvement  dealers 
would  be  well  advised  to  ponder 
these  facts.  Fur  Mr.  Sard’s  report 
I  means  that  in  addition  to  the  com- 
I  petition  that  dealers  face  in  their 
I  own  home  improvement  lines,  they 
^  must  also  cope  with  the  competi- 
i  tion  for  the  consumer’s  dollar 
which  is  now  being  spent  on  other 
'  products  now  being  sold  house-to- 
I  house.  To  get  his  share  of  that 
I  dollar  the  home  improvement  deal¬ 
er  will  have  to  pay  more  attention 
'  to  local  advertising,  recruit  more 
I  salesmen  and  increase  their  train- 
(Continued  on  Page  30) 
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HARRISON  IS  A  COITiplete  LINE 


oi)  the  cobineti  .  oil  the  accessories,  all  the  gadgets  needed  for  any  kitchen  jobi 


Colors  and  wood  groin  finishes 

^  Standard  cabinet  sizes  12"  to  72" 

A  Custom  units  made  to  measure 


AVAILABLE  IN  THESE 
COLORS  AND  GRAINS 


noturol  ook 


HARRISON  IS  A  C|  U  d  I  I  t  Y  LINE 

conterrrporary  design.  .  .superior  construction  and  finish  demonded  for  luxury  kitchensi 

One-third  heavier  weight  steel 

^  Radius  edges  N/lon  roller  drawers 

^  Spring  hinges  Sound  insulation 

•  • 

HARRISON  IS  A  COITipGtltlVe  LINE 

the  deluxe  custom-type  feotures  required  for  modern  interiors,  .ot  stondord  pricesl 

^  Priced  for  middle-income  bracket 

^  Special-purpose  units  stondord  priced 

A  STANDARD  cabinets  in  COLORS 


umber  ook 


noturol  birch 


knotty  pine 


SEND  THIS  COUPON  NOW! 

Wrdf  I)»pl.  HI 


Horriten  Steel  Cobifiet  Ce. 
47CM  West  FifHi  Ave. 
CKtcogo  44,  III. 


Pleose  send  me 
steel  kitchefis  to: 


infermcHlen  eti  NAtllSON 


Harrison  STEEL  CABINET  COMPANY 

4718  W.  FIFTH  AVENUE  CHICAGO  44,  lUINOIS 

&  Home  Improvement  Dealer 


◄ 

Th«  fabulous 
"BUDGETAIRE" 

•conomy  pricod  two- 
track  that  is  setting 
new  sales  records 
everywhere.  A 
"'leader"  in  every 
sense  of  the  word! 


SIEALL 


THREE 


"DOUBLE  DE  LUXE" 

Famous  push  button  ventilation  con¬ 
trol  keynotes  the  quality  features 
that  make  this  unit  unbeatable  for 
steady  sales  volume. 


STER  ALONG  WITH 
WARNER  WEATHER  MASTER  S 
5TEPPED  UP  PRODUCTION 
Coll  now  for  newly  opened  franchise 
territory  avoilobilities. 


The  greet  NEW 
"SUPER-LOK" 

Warner  Weather-Moster's  lotest 
ochievement  in  triple-track  de¬ 
sign.  Pioneering  skill  ond  expe¬ 
rience  poy  off  handsomely  in 
top-dollor  value  and  unsur|3assed 
performonce. 


The  standard  favorite 


Every  lead  a  sale  is  the  new  motto 
of  WARNER  WEATHER-MASTER 
dealers!  And  with  ALL  THREE  price 
classes  available,  it's  a  motto  that 
really  works!  Once  again,  WARNER 
WEATHER-MASTER  proves  the  justice 
of  its  leadership  in  the  field.  Each 
unit  is  best  in  its  class  .  .  .  each  priced 
for  a  particular  market  .  .  .  and  en¬ 
gineered  to  sell  it! 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCtOSURES 

MANUFACTURtD  SV 

UIHRnCR  mfC.  CORP- 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  I. 


In  Canada:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Labelle,  St.  Rose,  P.Q.,  Canada 
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gun  forpmSt 


Longer^Lasting 
PRESSURE 
SPRAYED 
EXTERIOR 
WALI TEXTURE 


FOR  ALL  EXTERIOR 
WALL  SURFACES 

STUCCO,  BRICK 
SHINGLE,  CINDER 
BLOCK,  CONCRETE 
CLAPBOARD  AND 
ASBESTOS  SIDING 


GUARANTEE 


•  More  and  more  homes  ore  demanding  the 
efFiciency  and  economy  of  Sproyed-on-Sidewoll 
Mastics  . . .  and  more  and  more  applicators  are 
turning  to  PRESTO-MASTIC  because  of  its  depend¬ 
ability  and  guaranteed  satisfaction.  The  tested,  mica- 
asbestos  base  of  this  amazing  mastic  is  the  most  dur¬ 
able  known  . . ,  element-defying  and  long  lasting  in 
its  beauty.  A  single,  low-cost  application  of  PRESTO- 
MASTIC  beautifies  and  protects  ANY  exterior  wall 
surface  . . .  adding  an  armor-like  coat  that  weather¬ 
proofs  and  insulates  . . .  and  NEVER  needs  painting. 


STERLING  MATERIALS  COMPANY,  INC. 

I860  BROADWAY,  NEW  YORK  23,  N.  Y. 
Presto-Mastic  Division  COlumbus  5-6885 


FACTORY  REPRESINTATIVIS 
WIU  TRAIN  YOUR  SALESMEN 
AND  YOUR  APPLICATORS 


STERLING  MATERIALS  CO.,  INC.  n\  r. 

1860  Broadway,  New  York  23,  N.  Y. 

Please  rush  at  once  full  information  regarding 
PRESTO-AAASTIC  franchises  and  sales  plan. 


ALUMINUM  AIR-SEAL  MFC.  CO. 


-7. 


li  you'ra  intaiastad  ui 
Amarica't  iaslatt-Mllinq 
Una  oi  anodiiad  alumi¬ 
num  packagad  tiorm 
doora.  writa  today  ioi 
Trim-A-Saal  daalar,  dia 
Irtbutor  or  aaaambly 
pJant  inlormalion. 


AL  intnodtice^ 


and  Mr.  Width... 


Here  is  an  entirely  new  packaging  program  for  Trim-A-Seal  Anodized 
Aluminum  Storm  Doors.  Vertical  extrusions  cut  to  size  for  a  particular  height  are 
in  one  package;  horizontal  pieces  in  another  .  .  .  complete  with  all  necessary 
fastenings  and  hardware.  To  assemble  a  door  measuring  31"  x  79"  for  example, 
you  merely  take  a  Trim-A-Seal  Width  box  marked  31  and  a  Height  box 
marked  79.  Everything  you  need  is  right  there  with  the  exception  of  the  glass, 
screen  and  kick  plate  ...  no  bother  or  fuss  looking  for  parts,  measuring  and  cutting 
them  to  size.  You  may  purchase  any  number  of  widths  and  heights;  they  are 
priced  individually.  There  is  a  door  size  immediately  available  for  the  installation 
you  require,  simply  by  removing  one  width  and  one  height  package  from  stock. 

Reduces  Your  Dollar  Inventory 
^  Makes  More  Door  Sizes  Available 

^  Eliminates  Damage  in  Transit 


3400  W.  FEDERAL  ST.,  P.  O.  BOX  1355,  YOUNGSTOWN  1,  OHIO 
Phones:  Girard  5-5493-5-5494 


A  fio«.  " 

boot«*' ' 
Clos«f»  ' 
duty  I  ^ 


hio9«»'  ’ 
lilobl*  in 


WRITE  TODAY  to  our  N«w  York 
Offic*  for  Tull  informirtien  on  Iho 
NEW  OlEY  LINE 

of  Comblnalion  Door  Hordworo 
KiH,  Tubular  Lolckot,  Clo$on, 
limit  Chains,  Hingos,  and  Lottor 
Drops. 

&  Home  Improvement  Dealer 


**  OOR  mardwam  sit  in  a 

-A  COMPte«  D  uww  ? 

. .  doorosq«‘*k>  .,„,.»od. 


door 


co»r««  "**'’*'*"  “  ■•"'ini."”" 

Joot  os  quitbW  odds-ond-^J* 

. . . .  -  rrt-iu’rs  ■'  ■ 

,bl.  .  .  to  •"»*"*'  "  „,.|,rrod 

-  ■"""  “1 . .  .  SSCKSH 


ns  A  1"  BACKStT 

"^lUBOlAR 

A»un*lnu«n^'‘^  -  bo- 


rS^^ClOSW  :  - - 

^,»orh.ovy«‘-’»  ^ 


caFETY  chain 

^102-SAFET  .bo^ 

.  „„  .ho  n»orWot.  «*”''^^,„,hor  and  rust  ro» 


PRODUCTS,  INC. 


Boom  In  Air  Conditioning 
Gets  Under  Way 


THK  lont?  awaited  air  oondition- 
int?  ijoom  of  1953  seems  to  be 
j^ettiriK  started  a  full  month  ahead 
of  expectation.  Dealers  all  over  the 
nation  report  heavy  sales  of  room 
units  to  customers  who  apparently 
have  not  forgotten  last  years  ter¬ 
rible  heat  and  are  determined  not 
to  suffer  this  year. 

The  much-heralded  air  condi¬ 
tioning  boom  of  1953  is  be^rinnin^r 
to  roll  a  full  month  ahead  of  sched¬ 
ule.  Stores  all  over  the  country 
reported  last  week  substantial  sales 
of  room  units  to  cu.stomers  deter¬ 
mined  not  to  be  left  out  in  the  heat 
when  the  torrid  weather  finally 
.strikes. 

Almo.st  all  manufacturers  and 
di.stributors  are  convinced  the 
early  .sellinj?  .season  makes  inevit¬ 
able  an  acute  shortaKe  later  during 
the  hot  summer  months.  There  is 
one  dis.senter — a  very  important 
one.  York  Corporation  is  not  cer¬ 
tain  that  there  will  be  any  shortage 
at  all. 

A  retail  development  in  the  face 
of  Kuod  sales  despite  un.sea.sonably 
cool  weather  puzzles  .some  manu¬ 
facturers.  Many  appliance  spe¬ 
cialty  shops  are  cuttinK  prices.  The 
room  air  conditioninR  department 
of  Radio  Corporation  of  America’s 
RCA  Victor  division  attempts  a 
loKical  explanation  of  price  cuttin>? 
in  the  face  of  brisk  demand.  Others 
regard  it  as  axiomatic  that  the 
average  appliance  dealer  is  a  born 
price  cutter. 

Nearly  all  manufacturers  ajfree 
that  the  prospective  purchaser  of 
a  room  air  conditioner  who  has 
put  off  buying  may  regret  it  later 
on.  Manufacturers  are  sold  out,  it 
was  .said,  and  will  not  be  able  to 
meet  heavy  new  demands  a  month 
or  six  weeks  from  now.  John  R. 
Mertzler,  vice  president  and  gen¬ 


eral  .sales  manager  of  the  York 
Corporation,  does  not  quite  agree 
with  this  almost  universal  view. 
He  .says: 

“The  acid  te.st  is  yet  to  come. 
Nobody  knows  what  is  going  to 
happen  at  the  retail  level  until 
June  1.” 

Mr.  Hertzler  said  shipments 
from  factories  to  di.stributors  in 
the  first  three  months  of  the  year 
have  been  heavier  than  shipments 
from  di.-^tributors  to  dealers.  Dis¬ 
tributor  inventory,  he  added,  is 
“very  healthy”  at  the  moment. 


THK  .strong  fir.st-quarter  busi- 
ne.ss  activity  trend  has  con¬ 
tinued  into  the  .second  quarter,  the 
Commerce  Department  reported 
recently. 

The  agency  rejairted  that  “most 
.sectors”  have  gained  their  usual 
spring  pick-up.  Consumer  demand 
remains  buoyant  and  new  civilian 
goods  orders  received  by  manufac¬ 
turers  have  matched  the  recent 
high  .sales  rate,  it  .said. 

The  department  made  this  ap- 
prai.sal  of  economic  conditions  in 
the  May  issue  of  “The  Survey  of 
Current  Busine.ss,”  the  official 
monthly  publication  of  its  Office 
of  Business  Economics. 

Strong  consumer  demand  has 
been  supported  by  an  advance  in 
income  over  the  rate  attained 
earlier  in  the  year  and  by  an  en¬ 
larged  u.se  of  credit,  it  .said.  The 
fact  that  producers’  new  orders 


Y'ork’s  production  this  year,  ac¬ 
cording  to  Mr.  Hertzler,  is  125  per 
cent  ahead  of  1952.  Its  distributor 
order  backlog  extends  into  August, 
he  .said. 

\V.  F.  Carolan,  general  sales 
manager  of  R.  C.  A.-Victor’s  room 
air-conditioning  department,  .said 
recent  cool  weather  has  not  dis¬ 
couraged  consumer  buying  or  room 
air  conditioners.  He  attributed  the 
early  purchasing  .sea.son  to  the 
earlier  beginning  of  industry  pro¬ 
motion  and  advertising  this  year. 
Also,  Mr.  Carolan  said,  there  are 
more  companies  in  the  field  this 
year  and  their  advertising  is  reach¬ 
ing  many  more  potential  cus¬ 
tomers.  Finally,  a  good  many  re¬ 
member  the  shortage  last  year,  he 
pointed  out. 

Like  other  manufacturing  execu¬ 
tives,  Mr.  Carolan  recognized  re¬ 
tail  price  cutting  or  room  air  con- 
(Coutiiun’d  on  Page  61) 


have  matched  sales  has  kejit  order 
backlogs  large,  it  added. 

“Sales  by  manufacturing  and 
trade  firms,”  the  department  con¬ 
tinued,  “are  higher  than  a  year 
ago,  as  the  advances  .scored  in  the 
past  several  months  have  been 
maintained  or  exceeded.  The  re¬ 
cent  expansion  has  lieen  mo.st  pro¬ 
nounced  in  the  durable  goods’  sec¬ 
tors  of  the  economy  though  many 
non-durable  lines  report  higher 
.sales  and  output  as  well,”  it  said. 

The  agency  noted  that  mo.st  of 
the  expansion  in  demand  has  been 
from  private  buyers.  But  it  pointed 
out  that  large  Government  pur¬ 
chasing  “has  continued  to  lend 
major  support  to  business  purcha.s- 
ing.” 

Discu.ssing  the  ujitrend  in  in¬ 
come,  the  dejiartment  .said  per.sonal 
income  reached  an  annual  rate  of 
(Continued  on  Page  72) 


Business  Activity  Continues  At  High  Level 
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&  Home  Improvement  Dealer 


No  other  ALUMINUM  DOOR  like  iti 

l^eal  Sell'mi 


An  F.  C.  Russell  Company  Product 


Cinco-Thermoseal 


COMBINATION  SCREEN-STORM  DOOR 


0 


SELF-STORING.  No  seasonal  changing  or  storing  of 
cumbersome  glass  or  screen  inserts. 

CINCO-THERMOSEAl'S  AMAZING  NEW  FIBEROIAS 
SCREEN.  Can't  rust,  rot,  bulge,  corrode  or  burn.  Never 
needs  paintingl 

KNOB  LATCH  AND  KEY  LOCK,  as  standard  equipment, 
give  added  prowler  protection. 


r - 1 

I  CINCO-THERMOSIAl  DIVISION  | 

I  OF  THE  F.  C.  RUSSELL  COMRANY  j 

j  Dept.  3  BU  63,  CLEVELAND  I,  OHIO.  I 

j  WORLD'S  LARGEST  MANUFACTURER  OF  AU-MnAL  COMBINATION  WINDOWS  I 

Please  tend  further  information  on  the  CINCO-THERMOSEAL  ! 
Combination  Door  and  availability  of  franchise.  ' 

^ame  ■ 

'ompony  ....  | 


Address 


l  ilt*  Ciiu'ii  Tlieriiiu»«-al  door  is  so 
far  ahead  of  eonipetitioii  tliere’s 
no  comparison!  It  has  fcutiircs  no 
other  aluminum  door  offers.  \ 
riiBgcd  d(H>r.  parked  willi  saliie 
and  sales  apireal.  .\  door  yt  ii  ean 
sell  —  plenty ! 


City 


Zone  State 

Q  Distributor  ^  Dealer 


SIMPLE  AS  A  WINDOW.  For  ventilation  or  insulation, 
lower  glass  panel  slides  up  and  down,  locks  in  any 
desired  position. 


...and  priced  for  competitive 
selling  with  full  profit! 


^I\lE  Graei  Storm  Window  Company  is  truly  a  pioneer  in  the  Window  and 
Door  protection  business.  They  have  been  operating  successfully  for  15  years 
doing  all  their  own  designing,  manufacturing  and  distributing  of  aluminum 
products.  The  Graef  Company  is  known  for  its  successful  cooperation  between 
dealers  and  distributors,  and  today  the  Comp>any  has  grown  into  a  nation-wide 
business. 

The  Graef  Company  is  pleased  to  announce  its  "Coast  to  Coast  Enterprises" 
and  cordially  invites  any  interested  Dealer  or  Distributor  to  join  the  Graef 
Company,  sell  better  products  and  make  more  profits  with  less  trouble.  Write 
today. 


DORWIN  ALUMINUM  PRODUCXS'C(^P. 
33-35  DebeueiM 
ROOSEVELT,^.  ItT NEW  YORK 
FRceport  81920 

^  NATIONAL  MODERNIZATION  CORP. 
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&  Home  Improvement  Dealer 


PARMCO.  INC. 

214  West  Main  Street 
ONTARIO,  CALIFORNIA 
Phene:  631190 


H  US  TOC| 
WILL  BE  PLEASED 


CittSt 

eatery 


GRAEF  CO.* 

j:hicago,  ill. 


GRAEF  STORM  WINDOW  CO. 

1510  West  Federal  Street 
YOUNGSTOWN,  OHIO 
Phone:  Riverside  44326 


^  / 

grXef  CO. 

YOUNGSTOWN, 

OHIO 


THE  GRAEF  COMPANY 

6760  Stony  Island  Avenue 
CHICAGO,  ILLINOIS 
Phone:  Dorchester  35802 


A  NEW  FACE  for 
the  SIDE-WALLS  of  AMERICA 


0 


E¥«ry  homeowner 
o  prospect! 


Easy  to  sell! 


Con  be  financed 
on  installment 
payment  plan! 


10  Year  material 

replocement 

guarantee! 


A  FEW  EXCLUSIVE 
TERRITORIES 
STILL  AVAILABLE! 


Send  for 
complete  details 
today! 


ENP  PAINTING 

and  SHINGLING 

Your  Customers  Want 

RENU-IT 

The  ONI  and  ONLY 

SPRAYED  ASBESTOS 

SIDEWALL  RE  SURFACED 

PROTECTS  •  BEAUTIFIES  •  INSULATES 

^•t€4dU7€  /4pfrlccci  9K 

Clapboard  •  Wood  Shingles  •  Stucco  •  Cinder  Block 

9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 

A  r.c/u*.vr  lrrf,tot,r%  nvn.InhU 

RE  NU  IT 


0 


CORPORATION 


424  West  42d  Sf  ,  New  York  18,  N  Y 
Rf'NU'IT  I  LOngacre  3-663  1 


High  profits! 


Unlimited  demand! 


Small 

investment! 


Average  sale 
$800.  and  up! 


PROVEN! 


TESTED! 


GUARANTEED! 


Enjoy  large 
profits  and 
repeat  sales! 


RE-NU-IT  CORPORATION  TELEPHONE:  LOngacre  3-6631 

424  WEST  42nd  STREET 
NEW  YORK  36,  N.  Y. 

Please  send  complete  information  on  how  we  can  enjoy  large  profits  and  repeat  sales  with  RE-NU-IT. 


CITY  and  STATE 
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ALUMINUM  PRODUCTS 


BOX  126,  WOODSIDE,  N  Y 


STILLWELL  4-7833 


JALOUSIE  DOOR 


7W 

ALUMINUM 


WINKO  Jalousie  Doors  are  the  world’s  finest 
Convertible  Storm  Doors,  Made  of  lifetime, 
fully  extruded  aluminum,  precision  enfri- 
neered  for  exact  and  permanent  frame-fit. 
22  automatically  adjustable  crystal  trlass 
louvers  3"  wide,  lifetime  weather-strip  buck, 
scuff-proof  kick  plate.  Pneumatic  door  check 
and  limit  chain,  aluminum  screen,  stainless 
steel  hinpes,  lock  with  key  (if  desired)  and 
many  more  value-packed  features! 


PROFITS  GALORE! 


Home  owners  from  coast  to  coast  are  clamor- 
inR  for  the  WINKO  Jalousie  Door!  The 
WINKO  Jalousie  Door  was  pre-tested  in  key 
markets  with  overwhelminjr  favorable  re¬ 
action!  Show  it  to  your  customers  and  pros¬ 
pects —  and  it’s  sales  at  first  siRht!  Sales 
with  exceptionally  high  profits  for  you! 


PROMPT  DELIVERY! 

KD  or  FULLY  ASSEMBLED 


You  are  assured  prompt  delivery.  Either  fully 
assembled  or  K.D.  If  K.D.  is  desired,  parts 
will  be  delivered  individually  packatjed  for 
quick,  easy  assembly  —  all  holes  pre-drilled, 
all  hardware  furnished. 


COMING  SOON! 

NIW.  mVOlUTIONARr  ALUMINUM 

WINKO  3-TRACK  WINDOW 


There  are  a  few  choice  territories  still  avail¬ 
able  for  distributorships  and  dealerships.  The 
WINKO  Jalousie  Door  represents  the  oppor¬ 
tunity  of  a  lifetime  for  you!  Make  the  most 
of  this  outstanding  Convertible  Screen-to- 
Storm  door  val ue  by  Retting  all  the  details  now ! 
■■Ml  items  made  by  Winko  Aluminum  Products 


An  entirely  new.  rcvolutiftnary  Alum¬ 
inum  3  Track  Storm  Window  will  »«M>n 
make  itn  debut  Invented  and  perfected 
by  leadinir  enicineerM  in  the  Storm 
Window  Industry,  it  makeH  all  other 
htorm  windows  obMolete.  Fully  pni- 
t(*cted  by  patent  rightM ...  cannot  be 
duplicated.  For  bigger  prr>fitH  —  Get 
ready  .  .(Set  »et.  .  Get  WINKO! 


Aluminum  Com 
binotion  Storm 
Doors  Beouti 
fully  designed 
to  hormonitc 
with  every 
heme. 


ALUMINUM 


&  Home  Improvement  Dealer 
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DISTRIBUTORS 
WANTED 
for 


Sale  and  Installation  of  Lumishade 


Aluminum  Marquees  Very  Profitable! 
BIG  VOLUME  — LIMITED  COMPETITION! 


licautiful,  sturdy,  permanent,  load-bearing:  unit  with  ultra-modern  appear¬ 
ance  and  moderate  cost.  Ideal  for  new  buildingfs  and  for  remodelinjf  and 
streamlininK  old  buildings.  Excellent  for  department  stores,  clothinK  stores, 
restaurants,  auto  dealers,  clubs,  hotels,  funeral  homes,  carports,  door  hoods, 
picture  window  and  school  window  shades,  etc.  Alsu  for  patios,  porches, 
and  decks  in  some  areas. 


BILLION  DOLLAR 
REPAIR  I  IMPROVE¬ 
MENT  MARKET! 

For  the  next  five  years,  retail 
business  will  be  good  only  for 
tho.se  who  attra-ct  business. 
LUMISHADE  Aluminum 
Marquees  will  help  brin(t  that 
business  wherever  installed. 


DISTRIBUTORS  ARE 
FRANCHISED.  EX¬ 
CLUSIVE  TERRITORIES 


CASH  IN 
NOWI 

Write  today  tor  full 
informetioM  about  the 
profitable  opportunitiee 
for  LUMISHADE  Dit- 
tributor-laitallers.  Hur¬ 
ry  while  your  territory 
It  still  available. 


you  can  be  proud  to  sell  and 
install  LUMISHADE,  the 
marquees  and  canopies  of 
aluminum  that  need  no  upkeep  —  ever!  Rejects  the 
sun’s  heat,  filtering  the  light  through.  Allows  air 
circulation.  Sheds  rain  and  snow.  Designed  for  much 
greater  load-bearing  strength.  Removable  drainage 
troughs  for  easy  cleaning.  The  overlap  offers  maxi¬ 
mum  protection  from  wind-driven  rain  and  snow  and 
from  melting  snow  dripping  through. 

The  cut-away  portion  snows  the  form  of  the  leaves  or 
slats  that  b«'ar  the  load  —  reject  the  sun’s  heat  — 
filter  the  light  through  —  allow  air  circulation  — 
shed  rain  and  snow  —  and  channel  the  water  into 
intermediate  drainage 
troughs  (removable  for 
easy  cleaning)  between 
each  section  which  in  turn 
drain  into  the  main  facing 
trough. 


Manufactuws-National  Distributors 


MAPES  INDUSTRIES,  INC. 

2421  "O'*  Sh,  Lincoln,  Nobraska 


Hints  To 
SALESMEN 


(Part  II  of  an  article  on  specialty 
selling  by  George  C.  Ray.) 

Hut  suppose  Mr.  Black  says,  “I 
can  certainly  see  the  advantage  of 
my  buying:  your  product,  but  I'd 
like  a  few  days  to  think  it  over. 
Leave  me  your  card." 

There’s  that  phra.se  again! 

Looking  Mr.  Black  .straight  in 
the  eye,  Mr.  White  says:  “Of  course 
I’ll  be  glad  to  leave  you  my  card, 
but  before  I  do  won’t  you  think  of 
these  things  for  a  moment?”  Mr. 
White  then  impres.ses  upon  Mr. 
Black  the  fact  that  his  storm  win¬ 
dows  won’t  look  any  better  a  few 
days  from  now;  further  delay,  even 
of  a  few  days,  could  mean  a  consid¬ 
erable  financial  loss:  The  labor 
market  is  fluctuating;  the  cost  of 
materials  is  rising  every  day;  the 
weather  may  be  inclement  a  few 
days  from  now;  in  short,  Mr.  White 
brings  to  light  any  number  of  fac¬ 
tors  that  make  it  preferable  that 
Mr.  Black  decides  to  have  a  roof 
now,  today,  not  a  week  from  now. 
•  •  • 

Nevertheles.s,  in  .spite  of  Mr. 
White’s  ideal  and  complete  sales 
approach,  let  us  further  suppose 
that  Mr.  Black  insists  upon  having 
a  few  days  to  think  things  over, 
that  he  again  reque.sts  Mr.  White 
to  leave  his  card ;  then,  Mr.  White, 
as  a  la.st  resort,  reaches  into  the 
heart  of  his  brief  case  and  .selects 
one  of  a  group  of  little  gifts  that 
he  carries  with  him. 

He  may  decide  to  give  the  pros¬ 
pect  a  pencil,  stamped  with  the 
name  of  his  firm;  an  attractive 
calendar,  also  bearing  the  firm’s 
name;  a  blotter;  a  key  chain;  or 
any  one  of  a  few  novelties  that  he 
has  had  made  up  advertising  the 
ABS  Storm  Sash  Co. 

He  then  presents  one  of  these 
gifts,  alony  with  his  card,  and  with 
(Continued  on  Page  30) 
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.  .  •  IS  GOING  TO  TOWN  WITH 
THE  HOTTEST  ALUMINUM  SIDING 
PACKAGE  AND  PROMOTION 
YOU’VE  EVER  SEEN  •  LATCH  ON 
FOR  THE  LIFT  OF  YOUR  LIFE  • 
CHOICE  TERRITORIES  OPEN  ALL 
OVER  THE  NATION  •  BUT  YELL 
FIRST  OR  YOU  MIGHT  MISS  THE 
GRAVY  TRAIN  •  PHONE,  WIRE 
OR  WRITE  JOE  HARVEY  AT 
LYFALUM  INC.-OCONOMOWOC, 
WISCONSIN  •  THE  PHONE  NUMBER 
IS  OCONOMOWOC  1610  • 

P.S.  — 

UJeif^  tAz.  ^D/cocUoQ^  - 
p/UcjL  -cd  /ug^Xl^. 


COMPIETE 
MAT  SERVICE 


THE  FINEST 
ALUMINUM  SIDING 


EVER  MADE 
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PRESSURE 

APPLIED 


mi- 


TEXTURED 
COATI  NG 


A  scientific  compound  of  Silicon-Asbestos-fdica ...  the  tfATURAL  sidewall  coating! 


•  Equal  ta  10  or  mare  thick 
nasses  af  ardinary  hause 
paint! 


For  all  weathared  surfacas: 
Cemant  Black;  Brick;  Stucca; 
Asbastas  Shintling;  Waad 
Siding;  Waad  ar  Asphalt 
Shingling! 


can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
sle  department  in  a  field  that  is  rapidly  sweeping  the  country. 
|hink  of  it!  Where  once  housepainting  was  an  oft-repealed  job  that 
^ok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
|er  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
^limits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  today! 
^upon  at  once  and  get  the  pick  of  remaining  territories. 


VERFLEX  SALES  CORPORATION  (Seal  Tec  Div.) 
Carlstadt,  New  Jersey 

Plecsc  Mrd  complete  informotion  to 


We  ore  Dcolcr,  Distributor,  Applicotor 

Address 

City  4  Stotc 

9Wc  oro  tomilior  with  this  type  of  work 
Wc  are  not  tomilior  with  this  type  of  i 

Territory  desired 


•  Available  in  2  Types  and  3  Textures: 
Series  100  Series  200  Series  30) 
Smsoth  Sand  Pebble 


SEAlrTliC 

H  ^textured  C0*TII** 


SAUIS  CORPOHAt'*’^ 


YOUR  BEST  BET .  .  . 10  TO  1! 

1.  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 
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TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 


Conclusive  proof  that  beauty  and 
superior  strength  CAN  be  combined! 
FBDCO  did  it — and  you  can  cash  in  on  it! 


MMmiif 


In  convtntionol  door  instollo- 
tion,  the  thro*  hingot 
leporotc  and  aligned 
by  eye.  The  "breahing  in" 
required  to  tree  the 
operation  trom  bind* 
ing  it,  in  reolity,  a 
loosening  procedure.  This 
problem  is  ended  for  oil 
time  by  the  new  FEDCO  door. 

Manufacturers  of  the  fiDCO 
Trip’e  Track  Window 


FEDCO  ^'CovtcMoled  DOOR 

The  first  thing  you  may  notice  about  the 
new  FEDCO  door  is  the  absence  of 
visible  hinges.  But  there's  much  more. 
Exciting  new  advances  that  will  open 
up  a  whole  new  world  of  sales  poten* 
tial  .  .  .  down-to-earth  changes  created 
by  FEDCO  experienced  engineering . . . 
and  the  foremost  designers  of  our  times. 
See  it  today! 


CALL  OR  WRITE  NOW 

^  Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


FEDERAL  SCREEN  &  SASH  CO.  (Dept.  B  3> 

85  E.  Merrick  Ril.,  Valley  Stream,  L.  I.,  N.  Y. 

please  send  the  complete  story  on  FEDCO. 


CITY  &  STATE . PER. 


6t  Home  Improvement  Dealer 


Saw  Attachment  For 
Electric  Drills 

A  cam-action  saw  attachment 
has  been  developed  by  the  E-Z 
Way  Tool  Company,  Barrington, 
Illinois,  to  convert  the  rotary 
power  of  an  electric  drill  to  a 
thrust-action  saw,  completely  eli¬ 
minating  the  use  of  gears. 

The  new  tool  can  be  attached 
directly  to  any  heavy  duty  electric 
drill  for  fast  cutting  of  metal — 
including  stainless  steel,  plaster, 
nails,  transite,  masonite,  lath, 
plastic  or  other  materials.  Each 
revolution  of  the  power  drill  is 
turned  into  a  %"  stroke  by  the 
sam  action  of  the  saw. 


Specially-designed  blades  make 
starting  holes  unnecessary,  but  the 
E-Z  Saw  universal  chuck  also  per¬ 
mits  the  use  of  any  make  of  hack 
or  key-hole  saw  blade. 

Precision-built  of  ca.st  aluminum 
and  special  alloy  steel,  the  attach¬ 
ment  is  light,  easy  to  handle,  and 
weighs  only  pounds.  An  ad¬ 
justable  guide  handle  permits  safe, 
efficient  work  in  normally  inacces- 
ible  spots. 

«  *  « 

New  KD  Jalousie 
Offered  by  Albritton 

An  entirely  new  product,  the 
Alenco  Jalousie,  is  being  offered 
dealers  and  distributors  by  the 
Albritton  Engineering  Corporation 
of  Houston,  Texas.  This  firm  is  the 
oldest  manufacturer  of  glass  jalou¬ 
sies  in  the  Southwest. 

There  are  many  engineering  and 
design  features  incorporated  in  the 


Alenco  Jalousie  that  will  appeal  to 
specialty  dealers  as  well  as  home 
owners. 

The  unit  has  an  extruded  alu¬ 
minum  frame  with  a  friction-free 
lifetime  operating  mechanism. 
Weather  proofing  at  vane  ends  is 
achieved  by  a  baffle  system  which 
has  been  tested  and  proved  over  a 
five  year  period. 

The  new  jalousie  is  available  in 
assembled  or  KD  units  for  immedi¬ 
ate  shipment  in  24  stock  sizes. 
Although  experience  has  proven 
that  the  stock  sizes  available  are 
suitable  for  90%  of  all  installa¬ 
tions,  the  Alenco  units  are  de¬ 
signed  to  enable  the  dealer  to 
convert  stock  size  units  into  spe¬ 
cials  quickly  and  economically  with 
only  a  hack  saw. 


Picture  window  frames  are 
available  for  use  in  connection 
with  Alenco  Jalousies.  A  simple 
mulling  system  permits  the  joining 
of  jalousies  and  picture  windows. 


The  Albritton  Engineering  Cor¬ 
poration  is  enlarging  the  scope  of 
its  successful  dealer  sales  and  pro¬ 
motion  program  to  encompass  a 
nationwide  distribution  system. 
Dealerships  and  distributorships 
are  available  to  qualified  firms. 
Complete  information  may  be  ob¬ 
tained  by  writing  the  Albritton 
Engineering  Corporaion,  Dept.  BS, 
2501  VV’roxton  Road,  Houston  5, 
Texas. 

«  *  * 

Corbin  Introduces  New 
Cylindrical  Locksets 

P  &  F  Corbin  Division  is  intro¬ 
ducing  a  new  line  of  standard  duty 
cylindrical  locksets.  Known  as  the 
Defender  line,  the  new  locks  offer 
such  distinctive  features  as  ball 
bearing  latch  bolt  retractors,  dual 
bearings  to  prevent  knobs  from 
becoming  wobbly,  and  concealed 
attaching  screws  and  knob  re¬ 
tainers. 


Defender  locks  are  furnished  in 
all  of  the  functions  normally  re¬ 
quired  for  light  commercial  and 
residential  building.  Installation  is 
self-aligning  and  requires  the  drill¬ 
ing  of  only  two  standard-size  holes 
in  the  door  and  a  shallow  mortise 
for  the  face  plate.  The  locks  are 
fully  reversible  and  adjustable  for 
doors  1%  to  1%  inches  thick.  They 
can  be  masterkeyed  with  other 
Corbin  cylinder  locks. 

Auxiliary  items  in  the  Defender 
line  include  king-size  rose  plates, 
baskset  extension  units,  flush  cup 
for  closet  doors,  rabbeted  fronts 
(Continued  on  Page  53) 
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Proudly  announces  the  AWNING  WINDOW 
with  10  SELL- MORE  features. 


1)  FRAME  SECTION 

Heaviest  frame  on  the  competitive  market. 

2)  ARCHITECTURAL  BALANCE 

12"  uniform  sash  blend  to  any  type  of 
construction. 

3)  NON-LUBRICATING 

Fully  bushed  with  nylon  plastic— needs  no 
lubrication  ever. 

4)  INTEGRAL  DRIP  CAP 

Top  sash  conceals  into  frame  head  —  no 
unsightly  drip  caps. 

5)  WASHED  FROM  INSIDE 

Eliminates  expensive  safety  equipment  for 
multi-story  structures. 

6)  EASY  TO  GLAZE 

Only  requires  3  sizes  of  glass  for  all  12 
stock  sizes. 

7)  3  POINT  CONTACT 

Exclusive  3-point  contact  insures  weather 
protection. 


8)  QUALITY  CONTROL 

All  materials  are  selected  for  durability 
and  inspected  for  quality. 

9)  CONCEALED  MECHANISM 

All  hardware,  including  torque  shaft  com-  .i 
pletely  concealed  and  yet  readily  acces-  ||N* 
sible  to  maintenance.  ^  I 

10)  SELF  ADJUSTING  ^ 

All  sash  are  self  adjusting  ^  q  H  I 

to  assure  proper 

alignment  and  -k"  aIIIV 

perfect  closure  aP  iMlf  * 

at  all  times.  ' 


f  V 


Upi/  and 

I  Invites  Your  inspection 

of  AMERICA'S  ORIGINAL 
LOUVER  WINDOWS  and  JALOUSIE 
DOORS. 


FOR  VENTILATION 

Uniform  —  Draft-free  ventilation  at  finger-tip  control. 

FOR  BEAUTY 

Picture  window  beauty  in  polished  alumi- 
.  num  frames.  Unobstructed  vision. 


D*T*ILITY  'rames.  Unobstructed  vision. 

Easy  cleaning  of  glass  slats  from  inside  of  house.  No  main¬ 
tenance.  Can't  rot  or  rust.  Needs  no  paint. 

FOR  YOUR  PROTECTION 

Constructed  of  heavy  extruded  aluminum  sectians.  Com¬ 
pletely  weather  stripped. 


WE  URGE  YOU  TO  INVESTIGATE 
EXCLUSIVE  territories  open  to  LIVE-  JHE  AIR-VUE  ECONOMY  LOUVER 
WIRE  dealers  and  distributors.  Write  for  WINDOW  HARDWARE, 
full  particulars  to  .  .  . 

AIR  VUE  PRODUCTS  CORP. 

3649  N.W.  50th  STREET 
MIAMI,  FLORIDA  dept  b'6 


ONE 


502 


REASON  IS  ENOUGH! 


here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COIs 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


JAL>0-ViNT,  the  7"  Balanced 
Lottver  Glau  Jaloytie  with 
overlap,  it  precition  built  by 
medem  ataembly-line  methods. 
Hot#  it  a  iaieutie  that  fives  awn* 
inf  protoction,  coupled  with  iaiou* 
tie  aata  of  operation.  Made  of 
heavy  aatrudod  aluminum  frame, 
and  tcroont  that  are  intorchanfe- 
aWa  with  storm  sash. 


Here  is  a  K  D  Unit  thaf  combines  simplicify  with  amazing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  frames) .  All  you  need  is  a  ball  peen  hammer  .  .  . 
no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sizes  of  heads,  sills  and  jambs, 
make  many  different  lengths  and  widths  of  jalousies. 
Simplicity  of  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  See  your 
dealer  now,  or  write  direct  to: 


lit. 


sill  N.  W.  S7th  AVE.  MIAMI.  FLA. 


lu 


ALSO  MANUFACTURERS  OF 

II 

Z-BAR  &  TUBAR  VENT 

The  all-scason  aluminum  casemenf  windows. 
Designed  for  rugged  performance!  Precision 

PROJECT-0  VENT,  the  economy  aluminum 

windows  wirh  extruded  aluminum  tubular  sections 

n 

.owning  window,  designed  with  style-conscious 

the  rents  iTUBAR-VENTS  and  the  finest  extruded 

Hcxibility  and  modern  mechanical 
perfection,  at  a  low  price. 

aluminum  in  Z-shaped  solid  form  (Z-BAR-VENTS 
adjustable  hinges,  with  pivot  pins  separated 
from  hinges  by  phenolic  bushings  and  washers 
efiminating  freexe-up. 

with 
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DISTRIBUTORS 


To  help  you  cash  in  even  more  on  the  skyrocketing  demand 
for  Permalume  Shower  Enclosures,  to  further  accelerate  your 
sales  volume  of  the  finest  enclosures  available,  we've  pre¬ 
pared  a  series  of  strong  new  sales  aids  for  you. 


They're  designed  to  Identify  you  as  a 
company  handling  the  exclusive  Perma¬ 
lume  line,  to  increase  interest  and  influ¬ 
ence  additional  profitable  sales  for  you 
with  o  minimum  of  effort  on  your  part. 
It's  another  powerful  feature  of  the  com¬ 
plete  promotional  support  provided,  at 
no  cost,  by  ShoDoCo.  The  kit  includes  full 


information  on  the  Double  Rollaway  Tub 
Enclosure,  which  installs  WITHOUT  DRILL¬ 
ING  either  tub  rim  or  wall.  It  explains  the 
Adjustable  Jamb,  standard  equipment  on 
shower  doors  and  used  to  compensate  for 
out  -  of  -  plumbness,  to  "straighten  out" 
crooked  walls.  Also  included  are  glossy 
photos  of  typical  installations. 


tXnfu  Qampoiuf 


Mail  this  Coupon  for  Defiri/sl 


Of  AM6RICA 

Atlanta  ,  Ga.  ^ - - - 

tA*  "TtAUoHU  _ _  cp\CA 

973 


WORLD'S  LARGiST  EXClUSIVt  MANUFACTURERS  OF  SHOWER  DOORS,  TUB  ENCLOSURES,  SHOWER  STALLS. 
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On  the  House 

(Continued  from  Page  10) 

ing,  and  manage  his  business  as 
efficiently  as  possible. 

*  *  * 

\  While  many  retail  store  execu- 
i  tives  still  speak  bitterly  of  the  bad 
practices  of  house-to-house  selling, 
the  fact  is  that  most  of  these  have 
been  cleaned  up.  Kenneth  B.  Wil- 
,  son,  head  of  the  National  Better 
'  Busine.ss  Bureau,  recently  told  a 
,  meeting  of  the  association  that 
i  there  are  “no  more  abuses  in  the 
house-to-house  industry  than  in 
any  other.”  Mr.  Wilson  delivered 
I  an  implied  rebuke  to  retail  stores 
that  rail  against  hou.se-to-house 
.selling  by  saying:  “Direct  selling  is 
as  American  as  apple  pie.” 


Hints  to  Salesmen 

(Continued  from  Page  22) 


“years  ahead  room  air  conditioners" 


We're  proud  of  the  tact  that  WEATHERKING  is  produced  and  made  in  TELE  KING'S 
Own-FamouS'For  Quality  Plant  — famous  lor  quantity,  too... for  delivering  the 
goods  on  time!  We're  proud  of  our  reputation  for  giving  the  best  deal  to  our  dealer 
and  distributor  "partners".  ..with  the  biggest  mark  up  in  the  TV  industry! 

Now  we  are  offering  the  home  building  and  improvement  field  an  unparalleled 
opportunity— to  share  in  the  biggest  consumer  ready-to-buy  item  in  the  maior 
appliance  field.  Due  to  last  year's  shortage . . .  growing  public  acceptance . 
and  established  popular  need— 

Nevwr  has  th«  public  been  so  ready  and  wanting  to  buy  air 
conditioners... 

Never  has  America  had  so  much  money  to  spend... 

And  never  will  they  get  more  for  their  money— as  with  the 
"years  ahead  with  new  features',  priced  right  TELE  KING 
WEATHERKING  LINE  I  with  models  which  both  heat  ond  cooil 

So  don't  YOU  miss  out  on  the  "cold  cash". . .  get  into  the  air  conditioning 
business— and  profit!  Territories  are  being  grabbed  up  fast!  Write  immediately 
for  full  information  on  the  hottest  selling  line  for  '53 . . . 


TELE  KIHIS’S  sales-making,  orofit-inakm 


the  line  that’s  WORTH  handling! 


601  West  26th  St..  New  York  1.  N.  Y.  •  WAtkins  4-4600 


his  mo.st  charming  .smile  .say.s, 
“Certainly,  Mr.  Black,  and  won't 
you  plea.se  keep  thi.s  calendar  to  re¬ 
mind  you  of  our  interview?” 


Whatever  he  gives,  he  has  left 
with  his  prospect  something;  so 
that  Mr.  W'hite  goes  on  to  his  next 
customer  confident  that  he  will 
hear  from  Mr.  Black  very  soon  be¬ 
cause  he  knows  that  when  we 
Americans  get  something  for  noth- 
;  ing  we  are  inclined  to  feel  kindly 
j  toward  the  giver.  Therefore,  Mr. 
While  feels  sure,  Mr.  Black  will 
not  toss  his  card  into  the  drawer  to 
he  forgotten. 

Mr.  White,  you  .see,  has  left  some- 
!  thing  else  besides  his  card — he  has 
I  left  a  gift,  or  a  concrete  .sample  of 
his  product,  and  what  is  perhaps 
most  important,  he  has  left  his 
smile,  an  unforgettable  memory  of 
;  an  engaging  personality. 


Read  the  giant 
5th  Anniversary  Issue 
in  July 

BUILDING  SPECIALTIES 
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can  ship  all  the  fwo-co/or  enameled  strip  you  wantl 


lt*t  fuM  yet  dbod  for  ofvminum  framing  monufacturor*  oflor  Jvno  30Hi.  Yovr  profkicNon  worrits 
oro  ovsr  .  . .  and  so  art  your  softs  worrits  if  you  iot  ROIL  COAT  glorify  your 
This  rtvoiufionrHy  now  continuous  coating  proems  for  aiuminum  coil  stHp  givos)^'  tOtH> 
WHire  on  ono  sMo,  SOLID  COLOR  on  tho  othm  ...  in  IS  grrigoous  **DiAhx**  coIm  hy 
DuPont.  It  odds  now  oyo  oppoal .  .  .  bvy  oppord  .  .  to  your  awnings.  Tho  whllo  undor 
coaling  givm  moro  Hghl  roOrKtion  for  brifpilor  rooms.  And  RCHL  COAT  two^olor 
onomoM  strip  actuoNy  costs  LESS  than  you  havo  borm  paying  for  ono  cdbr. 

Got  roody  for  Juno  30lh  now  ...  lot  ROLL  COAT  givo  ycKrr  solos  a  boost! 


I  COAnm 

I  iis,. 


ROLL  COATIR,  INCORROR  ATID 
PENDLETON,  INDIANA 
Phono  Pondioton  521 


STORM  WINDOWS  and  SCREENS 


Look  at  these  "BUY-APPEAL”  Features! 


•  P*rtnan«nt,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 

•  Interlocking,  weothertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

e  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  ’round,  draft-free  ventilation 

•  Simple  to  install — service  free 
e  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SiZE  ONLY! 


H»*re’s  a  product  you'll  really  be 
proud  to  sell  —  the  new,  all-new 
>eason-all  Triple-Track  (combina¬ 
tion  Window,  ^ason-all  has  every 
feature  your  customers  want  and 
need  in  a  combination  window!  la 
fact,  it's  the  finest  combination  storm 
window  on  the  market  today.  Sounds 
too  good  to  lie  true,  doesn't  it? 
Well,  you  don't  have  to  take  our 
word  for  it.  (Compare  Season-all 
feature  for  feature  with  any  other 
design  and  see  for  yourself.  If  e'll 
be  filfui  to  send  you  complete  details 
or  arranfre  a  demonstration  at  your 
convenience.  Ask  about  our  unique 
delivery  and  warehousing  plan. 


Yet  the  (ost  to  you  is  amazingly  low! 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


other  ' 

Seoro"-®" 

•  ’'••''■S' 

1  binoho" 


oWCose"'' 
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UlHCi 


^UUiClf 
CLEAy  FACE 


In  1946,  when  aluminum  storm  windows  were  merely 
“copies  in  metal”  of  the  one -over -one  wood  storm  windows 
we  had  built  for  years,  Quincy  was  the  first  to  market  a 
full  three-track  self -storing  window. 


In  1947  Quincy  was  the  first  to  produce  circle,  segment 
and  Gothic  head  three-track  aluminum  storm  windows. 


In  1948  Quincy  produced  the  first  aluminum  storm  door 
with  one  large  light,  not  divided  by  cross  bars,  and  without 
any  other  unsightly  construction  details  visible  on  the  face 
of  the  door. 


In  1953  Quincy  is  the  first  to  offer  an  all-aluminum  jalousie 
door,  engineered  as  one  complete  unit  .  .  .  not  a  door  adapted 
to  a  jalousie,  or  a  jalousie  adapted  to  a  door. 


IilS471le 

dROEHUD 


UCHC, 


QUINCY  DISTRIBUTORS  ARE  NOT  REQUIRED  TO  STOCK  IN- 
VENTORY.  Orders  are  sent  in  as  received.  Their  units,  including  all 
specials,  are  shipped  completely  assembled  and  numbered  by  jobs.  .  .  . 
Quincy  Distributors  concentrate  their  full  efforts  on  selling  because  they 
have  no  assembly  plant  or  warehouse  with  its  problems  of  labor,  obtain¬ 
ing  materials,  unknown  costs  and  hidden  losses. 

QUINCY  DISTRIBUTORS’  MONEY  IS  IN  THE  BANK,  not  in  obsolete 
equipment  and  unbalanced  inventories.  They  have  the  answer  to  today’s 
highly  competitive  sales  market.  They  do  not  depend  solely  upon  a  retail 
sales  force  but  control  an  exclusive  territory  containing  a  group  of  pros¬ 
perous  dealers. 


hlSMIle 

a£AN  FACE 

STORM  DOOR 


blSSSne 
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\€9mp&tmti  •mgfn—rlng,  know-how  In  ifoslgn,  production  amd  oorvico . . . 

...  the  “Pius"  values  to  consider  when  lining  up  with  a 
nianufacturer.  Nash  gives  you  these  and  morel 
.  With  more  than  a  quarter  centuiy  of  manufacturing 

1^2^.  experience,  Nash's  highly  skilled  craftsmen  assure  precision- 

I  f  r  |j  built  products  that  ntake  for  easier  sales  and  give  a 

j!  I  I  housetime  of  comfort,  satisfaction  and  service. 


smcK  “  ■  ^ 

Models  for  Eastern  and  Western  Openings 
Interlocking  Meeting  Rail 
Inside  Screen  (not  between  the  glass  inserts) 
Finger-Tip  Ventilation 

Not  just  a  new  3  Track  model;  -  but  a  tried 
and  proven  window  by  thousands  of  dealers 
and  homeowners. 


OOOfS 

Heavy  Extruded  Frame 
Reinforced  Corners 
Stainless  Steel  Hinges 
Pneumatic  Air  Closer 
Inserts  change  easily,  and  are  held  in 
place  by  patented  concealed  clip. 


2  TKACK 

Interlocking  Meeting  Rail 

Positive  Lock 

Finger-Tip  Ventilation 

Models  for  Eastern  and  Western  Openings 


mm  us  fOK  A  CATALOG  ON: 

2  Tratk  flangt  Tjrp*  Window 

2  Track  Channal  Typo  Window 

3  Trocli  flanga  Typo  Window 
3  Track  Channal  Typo  Window 
Combination  Ooori 
Coiomonft 

Door  Grillas 
Door  Swoop> 

Aluminum  Throihoidi 

Iniliali 

Numorolt 

$99lmrNASHtmlm€na$0ftmfnfltsl 


DOOK  SmtPS 

Sturdy  Extruded  Aluminum 
White  Rubber  Sweep 
Elongated  holes  for  easy 
installation  and  adjustment 
Low  Price 
Immediate  Delivery 


fXfCUTIVf  OFFICtS: 

Long  Branch,  N.  J. 
Long  Branch  6-6200 


DOOR  CRIllfS 

Extruded  Aluminum 
Superior  Construction 
Write  for  complete  , 
details  about  our 
wide  range  of  styles 
and  sizes. 


FACTORY  BRANCH  OFFICIS: 

Slolo  Highway  #25,  Nowark-EliiaboHi  Lino 
Eliioboth,  N.  J.,  Milcholl  2-3600 

9126  Hartford  Road 
Baltimoro,  Md.,  Beulovard  2222 

9  Livingston  Siroot 

Dorchostor,  Mast.,  Avonuo  2-3600 


Oitcovor  tho  NASH  K.D.  Plan  which  will 
guichly  convinco  you  of  a  Now  and 
Madarn  Profit  tochniqwo  for  tho 
window  industry. 


INITIALS 

NITE-GLO  finish,  Cast  Aluminum 
with  nuts  and  bolts  for  easy 
installation. 


IN  CANADA 
NAS^H  ALUMINUM  LTD. 

904  Bruco  St.,  Oshawa,  Ontario 
Oshawa  3-2219 


>VER  25  YEARS  OF  MANUFACTURING  KNi 
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Additional  Canadian  Muminnm 
Assured  for  Independent  Fabricators 

Alcan  will  reserve  about  220  million 
pounds  annually  for  American  mfrs. 


Two  announcements,  one  in  New 
York  and  the  other  in  Wash¬ 
ington,  indicate  that  there  will  be 
ample  aluminum  for  the  needs  of 
manufacturers  and  dealers  in  the 
building  specialty  industry  next 
year.  In  New  York,  Ward  van 
Alstyne,  president  of  the  Alumi¬ 
num  Import  Corp.  (the  U.  S.  dis¬ 
tributor  of  Aluminium  Limited  of 
Canada)  recently  stated  that  Alcan 
had  decided  to  reserve  220  million 
pounds  of  aluminum  a  year  for 
independent  fabricators  in  the 
U.  S.  for  the  next  several  years 
“to  help  assure  them  a  more  con¬ 
stant  supply.” 

Van  Alstyne  said  the  110,000 
tons  annually  would  be  in  addition 
to  any  annual  tonnage  which 
Aluminium  has  furnished  the.se 
plants  in  the  past.  Forward  con¬ 
tracts  for  275,000  tons  to  be  de¬ 
livered  in  the  1953-59  perio<l  have 


been  made  with  some  of  these 
customers,  he  said,  and  under  the 
new  plan  an  additional  495,000 
tons  will  be  available  in  those 
years  if  required. 

The  additional  shipments  will 
be  po.ssible  largely  because  Alcan 
has  expanded  facilities  in  Quebec 
and  British  Columbia,  Mr,  Van 
ALstyne  explained.  A  new  plant 
being  built  at  Kitimat,  British  Co¬ 
lumbia,  will  begin  to  produce  in 
mid-1954  and  can  eventually  double 
the  output  of  primary  aluminum  in 
(Canada. 

In  Washington,  the  General  Ser¬ 
vices  Admini.stration  (G.  S.  A.) 
announced  the  signing  of  an  agree¬ 
ment  with  the  Harvey  Machine 
Company,  Inc.,  Torrance,  Calif., 
for  construction  of  facilities  at 
The  Dalles,  Oregon,  wdth  capacity 
to  produce  54,000  short  tons  of 
primary  aluminum  annually. 


Edmund  F.  Mansure,  admini.s- 
trator,  said  this  was  the  first  agree¬ 
ment  signed  in  the  third  round  of 
aluminum  expansion  under  the 
defense  mobilization  program.  He 
.said  a  formal  contract  covering 
the  agreement  is  to  be  executed 
by  Nov.  24. 

[La.st  Jan.  21  the  Defense  Pro¬ 
duction  Admini.stration  announced 
it  had  awarded  Harvey  a  “certifi¬ 
cate  of  nece.ssity”  permitting  the 
company  to  write  off  in  five  years, 
for  federal  tax  purpo.ses,  85  per 
cent  of  the  cost  of  the  $65,250,000 
aluminum  plant  in  Oregon.  On  Feb. 
10  Secretary  of  the  Interior  Doug¬ 
las  McKay  announced  approval  of 
a  power  contract  between  the  com¬ 
pany  and  the  Bonneville  Power 
Admini.stration  for  the  plant’s  op¬ 
eration.] 

Harvey,  which  is  not  now  a  pro¬ 
ducer  of  primary  aluminum,  will 
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construct  a  two-potline  aluminum 
reduction  plant  and  an  alumina 
plant  with  capacity  to  supply  the 
reduction  plant  for  full  operation. 

Construction  is  to  start  by  June 
24,  with  completion  scheduled  by 
May  1,  1956. 

Option  to  Buy 

Under  the  agreement  the  Gov¬ 
ernment  has  an  option  to  buy  at 
the  market  price  the  total  output 
of  the  new  facilities  for  five  years 
and,  in  turn,  agrees  to  buy  at  mar¬ 
ket  price  any  metal  offered  it  by 
the  company  which  the  company 
does  not  .sell  or  u.se. 

As  in  the  ca.se  under  other  simi¬ 
lar  expansion  contracts,  Mr.  Man- 
sure  .said,  the  Government  must 
notify  the  company  in  advance  as 
to  how  much  of  the  output  it  in¬ 


tends  to  purcha.se.  Two-thirds  of 
the  output,  minus  any  amount  the 
Government  elects  to  buy,  mu.st 
then  be  offered  to  non-integrated 
users. 

After  five  years,  the  company 
mu.st  offer  25  per  cent  of  its  total 
output  to  non-integrated  users  and 
continue  to  do  .so  for  fifteen  years. 

Non-integrated  users  are  alumi¬ 
num  fabricators  who  do  not  pro¬ 
duce  primary  aluminum.  The  G.  S. 
A.  said  there  are  about  17,000. 

In  the  third  round  of  aluminum 
expansion,  the  Government  is  .seek¬ 
ing  additional  production  of  200,- 
000  tons  a  year. 

The  G.  S.  A.  .said  Olin  Industries, 
Inc.,  New  York,  and  the  Wheland 
Company,  Chattancwga,  Tenn., 
have  been  granted  defen.se  tax 
benefits  to  participate  in  the  pro¬ 


gram  but  have  not  yet  reached 
agreements  w’ith  the  agency. 

Earlier,  it  was  reported  that 
Olin  Indu.stries  and  the  Wheland 
Company  were  experiencing  diffi¬ 
culty  in  financing  their  propo.sed 
plants. 

Defen.se  officials  said  they  un- 
der.stood  the  Olin  and  Wheland 
projects  were  approved  in  October 
and  January,  respectively,  when 
the  companies  made  tentative  ar¬ 
rangements  for  financing  with 
private  capital  only. 

Policy  Tightens 

Then  the  government’s  policy  of 
raising  interest  rates  began  to 
tighten  up  the  money  markets. 
Private  intere.st  rates  rose  and  in¬ 
creased  the  cost  of  borrowing. 

The  defense  tax  benefits,  through 
speedy  amortization  for  income  tax 
purposes  and  market  guarantee 
contracts,  are  the  only  kinds  of 
government  a.ssistance  being  of¬ 
fered  indu.stry  in  the  third  expan¬ 
sion. 

The  fir.st  two  rounds  of  alumi¬ 
num  expansion,  amounting  to  more 
than  600,000  tons  a  year,  were 
negotiated  with  the  three  big  pro¬ 
ducers  —  Aluminum  Company  of 
America,  Reynolds  Metals  Com¬ 
pany  and  Kaiser  Aluminum  and 
Chemical  Company. 

No  Comment 

A  spoke.sm.an  for  Olin  Indus¬ 
tries,  Inc.,  of  East  Alton.  111.,  .said 
the  company  had  no  comment  at 
this  time  on  its  aluminum  project 
financing  situation. 

Fred  H.  Stephens,  assi.stant  to 
the  president  of  the  Wheland  Com¬ 
pany,  reached  by  telephone  in 
Chattanooga,  said  his  company 
was  seeking  additional  Govern¬ 
ment  financial  help  in  the  form  of 
a  direct  loan  or  guarantee  of  a 
private  loan. 

“We  may  have  to  give  up  our 
aluminum  project  unle.ss  we  can 
get  such  additional  as.sistance,”  he 
.said,  but  he  declined  to  elaborate, 
saying  the  company’s  new  request 
had  been  in  the  hands  of  the 
O.  D.  M.  only  a  few  days  and  prob¬ 
ably  would  be  considered  soon. 


New  ^'Built-Ill''  Kitchen  Cooking  Unit 
Combines  Beauty,  Utility,  Economy 


IN  th«  cwftom-kitcli«ii  applioncat  (in*  it  th*  unusual  "built-in"  automatic  gat 
coakinf  unit  shown  abovt,  modo  by  tho  Wattarn-Holly  Appliance  Co.,  Culvor  City,  Col. 
Unit  it  soitl  to  oHord  "floaiblo,  comfort  lovol"  cookinp,  plus  oil  the  usual  footuras  found 
in  tho  convontional  ronpo.  It  it  ovoilablo  in  ttoinlott  stool,  white  and  throe  porcelain 

enamel  postal  thodot. 
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Now  Is  |The  Time  To 


Sell  Noie  Attic  and  Window  Fans 

For  cool  and  happy  customers,  make  sure  you  select 
the  right  fan  size,  type  and  location  for  each  Job 


Right;  Looking  up  ot 
on  attic  ton  installed 
on  the  attic  floor.  The 
installation  it  nearly 
complete,  only  the 
electrical  hookup  and 
placing  the  ceiling 
shutter  and  molding 
on  the  ceiling  remain¬ 
ing  to  be  dene. 


coHitr.%\  .imcriian  Htufver  Citrp. 


Ty/fORE  and  more  building  special- 
ties  dealers  are  finding  it 
profitable  to  hop  aboard  the  ex¬ 
haust  fan  bandwagon  which  has 
been  gathering  momentum  over 
the  last  few  years  as  homeowners 
have  become  increasingly  conscious 
of  the  summer  cooling  benefits  of 
attic  and  window  fans.  Kitchen  ex¬ 
haust  fans,  too,  have  experienced  a 
big  increase,  sales  for  1952  being 
up  18  percent  over  the  previous 
season.  For  assurance  of  customer 
satisfaction,  the  dealer  should  be 
sure  he  is  .selling  the  right  size  and 
type  of  fan  to  suit  the  situation.  A 
few  simple  principles  should  be  fol¬ 
lowed  in  .selecting  and  installing 


exhaust  fans  to  give  the  maximum 
in  efficient  fan  performance. 

Choosing  a  fan  on  the  basis  of 
the  fan  wheel  diameter  alone  is  not 
sufficient.  The  volume  of  space  to 
be  exhausted  and  the  number  of 
air  changes  per  minute  should  be 
considered  in  order  to  select  a  fan 
with  a  proper  cubic  feet  per  minute 
air  delivery  to  do  the  job.  Calcu¬ 
late  in  cubic  feet  the  volume  of  the 
enclosed  apace  to  be  ventilated  and 
divide  this  figure  by  the  number 
of  air  changes  needed.  The  an.swer 
is  the  CF'M  capacity  of  the  fan 
needed.  To  illustrate,  a  home  has 
12,000  cubic  feet  of  .space  and  is  to 
have  the  air  changed  once  every 


minute  and  a  half  by  an  attic  fan. 
12,000  divided  by  l'^  equals  8,000, 
■so  8,000  CFM  is  the  air  delivery 
rating  of  the  attic  fan  that  should 
be  used. 

For  whole-hou.se  ventilation  and 
c(M)ling  with  an  attic  fan  or  a  win¬ 
dow  fan,  an  air  change  once  every 
minute  and  a  half  has  been  found 
to  be  most  .satisfactory  in  the 
northern  state.s,  while  an  air 
change  once  every  minute  is  best 
for  homes  located  in  the  .south. 
Where  just  one  room  is  to  be  served 
by  a  fan,  the  air  change  needed 
depends  on  the  type  of  .service  the 
fan  is  to  perform.  For  kitchens,  an 
air  change  every  two  to  three  min- 
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It  tokts  only  o  f«w  minutes  to  install  a 
window  fan.  Adjustable  sides  make  it  easy 
to  fit  into  any  standard  site  window.  This 
articular  model  has  a  handle  to  moke  it 
even  more  convenient  for  the  homeowner 
to  corry  it  to  another  locotion  if  he  wants  to. 

Phnto  courtesy  Lou  Rlosver  Corp. 


A  typical  discharge  opening  for  on  attic  fan 
is  under  the  eoves.  Placing  exhaust  openings 
on  this  side  ond  the  other  side  of  the  house 
will  mean  that  a  head  wind  from  one  point 
of  the  compass  will  hove  little  effect  on  the 
operation  of  the  fsm.  Eave  exhausts  are 
desirable  since  they  are  sheltered  from  the 
weather. 

f'hoto  c%>t$tfrsy  Amiris  an  Cvrf. 


case  the  be.st  location  for  the  attic 
fan  is  on  the  attic  floor  over  the 
ceilinjf  inlet  opening.  The  fan  can 
be  placed  right  on  the  floor  over 
the  opening  where  it  discharges 
vertically,  or  it  can  be  placed  to 
discharge  horizontally  in  which 
case  it  is  connected  to  a  suction 
box  that  is  located  over  the  ceiling 
opening.  In  either  instance,  the  fan 
discharges  into  the  attic  space  and 
then  on  to  the  outside  through 
properly  sized  and  located  <lis- 
charge  openings. 


Houses  with  finished  attic  spaces, 
which  are  quite  common  in  the 
northern  belt,  are  best  served  with 
the  attic  fan  located  in  the  outside 
wall  of  the  attic  so  that  it 
di.scharges  directly  to  the  outdoors. 
Either  an  existing  w’indow  in  the 
gable  end,  a  dormer  in  the  sloping 
part  of  the  roof,  or  an  opening  in 
the  end  wall  cut  for  this  purpose 
can  be  u.sed  for  the  fan  location. 
The  fan  should  be  protected  by 
louvres  or  a  rain  hood  when  it  is 
located  in  this  manner. 

If  a  home  has  a  flat  roof,  a  cupola 
or  penthouse  connected  directly  to 
the  ceiling  opening  with  an  air 
shaft  can  be  provided  as  a  housing 
for  the  fan.  Sometimes  a  home  will 
have  an  attic  space  which  will  not 
permit  pro|)er  area  for  fan  location 
or  discharge  openings.  If  such 
structural  limitations  .seem  to  make 
an  attic  fan  installation  impossible, 
consider  locating  the  fan  some¬ 
where  el.se  in  the  house.  For  in- 
(Covtinned  ov  Page  72) 


utes  is  recommended.  Photographic 
dark  rooms  should  have  an  air 
change  once  every  five  minutes, 
while  basements  are  l>est  served  by 
a  fan  which  will  change  the  air 
every  five  to  ten  minutes.  If  the 
laundry  is  done  in  the  basement, 
the  smaller  air  change  of  five  min¬ 
utes  is  recommended,  since  there 
will  be  considerable  moisture  to  ex¬ 
haust.  For  bathrooms,  an  air 
change  once  every  two  to  five  min¬ 
utes  is  advised,  with  the  faster 
change  being  u.sed  for  smaller  bath- 
nK)m.s.  Shower  steam  will  fill  up  a 
small  room  rapidly,  .so  the  smaller 
change  of  once  every  two  minutes 
is  needed  to  keep  the  steam  from 
e.scaping  to  other  parts  of  the 
hou.se. 

In  selling  attic  fans,  differences 
in  the  kind  of  roof  and  attic  space 
must  be  considered  to  determine 
the  most  serviceable  type  of  instal¬ 
lation  to  make.  In  the  .southern 
states,  the  majority  of  houses  have 
unfinished  attic  spaces  in  which 
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Don't  jab  away  at  your  prospect's  bank 
account  with  words  that  sound  expensive 


By  BILL  EDWARDS 


'J’HE  man  wrote  his  name  with 
a  flourish  on  the  good  old  dotted 
line  and  then  handed  me  the  order. 

“O.K.,”  he  said,  “You  can  have 
your  company  install  these  jalou¬ 
sies  as  soon  as  they’re  ready.” 

I  thanked  him  for  his  order  and 
started  to  gather  up  my  samples 
and  literature.  It  had  been  a  very 
easy  sale  and  I  was  pleased  to  be 
able  to  head  for  home  before  1  had 
expected. 

“Don’t  go  just  yet,”  my  new  cus¬ 
tomer  said  with  a  smile,  “  I  think 
1  can  help  you  with  your  .selling.” 

“What’s  that!”  I  answered.  I 
didn’t  think  I  had  heard  him  right 
but,  to  bt'  on  the  safe  side,  I 
pushed  the  signed  order  deeper 
down  in  my  brief  case.  “You  mean 
you  have  some  names  of  other 
people  who  might  want  jalousies?” 

“No.  Better  than  that.  I  have 
.some  advice  for  you.  Just  now  you 
got  my  order  but  I’m  not  sure  you 
de.served  it — if  you  don’t  mind  my 
.saying  .so.” 

I  leaned  back  in  my  chair  and 
pu.shed  a  smile  onto  my  face.  All 
right,  I  said  to  my.self,  let  him 
shoot  off  his  mouth  a  little;  my 
commi.ssion  on  the  order  would  pay 
for  a  few  minutes  of  that. 


“I  certainly  don’t  think  that  I 
can’t  stand  improvement,”  I  told 
him  modestly,  “What  did  I  do 
wrong  this  evening?”  The  winner, 
I  always  feel,  I  can  be  magnan¬ 
imous. 

“Edwards,”  he  started  out  in  a 
nice  conversational  tone,  “I  called 
your  company  because  I  knew 
something  about  it.  I  wanted  jal¬ 
ousies  and  I  believed  that  the  ones 
you  handle  are  good.  You  came 
around  and  explained  the  whole 
deal  very  nicely.  But  my  point  is 
that  I  houf/ht  the.se  jalousies;  you 
didn’t  sell  them  to  me.  In  fact,  if 
you  had  had  to  sell  me.  I’m  not  at 
all  sure  1  would  have  bought  be¬ 
cause  you  used  the  wrong  words.” 

“You  mean  I  didn’t  .say  please,” 
I  broke  in,  not  bt*ing  completely 
willing  to  take  this  kind  of  talk 
lying  down. 

Sales  Talk 

He  laughed  heartily.  “Now  don’t 
get  huffy.  1  think  I  have  some  good 
dope'  for  you.  You  see,  in  your 
sales  talk,  you  threw  in  too  many 
of  what  I  call  .sales-dampening 
words.” 

“You’re  a  sale.sman  too,  I  take 
it,”  I  interrupted  again. 

“I  do  a  little  selling  now  and 
then.”  he  admitted,  “F!nough  to 
know  the  effect  of  the.se  sales- 
dampening  words.  Ivfd’s  look  at 


what  hapfH'ned  just  now.  You 
wanted  me  to  buy  these  jalousies 
for  four  hundred  and  some  dollars 
and  you  wanted  me  to  pay  you 
twenty  percent  now  with  the  rest 
of  the  cost  being  paid  your  com¬ 
pany  when  they’re  installed. 
Right?” 

I  nodded. 

“VV'rong,”  he  exclaimed,  “Wrong, 
that  is,  as  far  as  using  sales-damp¬ 
ening  words  are  concerned.  Huy, 
dollars,  pay  cost  and  spend  are 
.some  of  the  sale.s-danipening  words. 
They  keep  reminding  me  and  other 
prospects  how  the  purchase  will 
hit  the  bank  balance.  Sure,  I  know 
that  jalousies  can’t  be  had  without 
money.  But  why  keep  jabbing  away 
at  my  pocketbook  with  words  that 
make  the  decision  sound  expen¬ 
sive?  Fortunately,  you  don’t  have 
to.” 

“Lucky  me,”  I  .said  with  a  trace 
of  sharpne.ss  that  he  chose  to  ig¬ 
nore. 

“My  friend,  jalousies  don’t  have 
to  cost  anything.  Certainly  not 
dollars.  Instead  how  much  better 
it  can  be  to  say,  ‘These  jalousies 
will  run  you  four-forty  and  you 
can  take  care  of  them  out  of  in¬ 
come  if  you  wish’.  Don’t  ask  me 
to  buy  them.  Ask  me  to  decide  or 
take  or  have  them  installed.  Or 
say,  ‘Wouldn’t  it  l>e  a  good  idea 
to  get  them  during  this  plea.sant 
weather?’  ” 

He  had  made  a  prety  good 
point  but  I  wasn’t  going  to  fall  all 
over  my.self  telling  him  so. 

(Continued  on  Paye  8.')) 
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Installation  of 


I  PKot*t  sk«w  *Up^y-tt«p  of 

**  ornaiiMiital  iron  porcli  posts.  Horo, 
t’omoownor  doci^s  posts  will  improvo  home. 


O  Instollotioo  is  simplo.  With  o  half-inch  O  Host  stop  is  oosy.  Posts  oro  oroctod 

mosonry  bit,  sis  holos  oro  drillod  in  tho  ond  boltod  quickly  into  ploco.  Tho  only 

comont.  Timo  roquirod — fittoon  minutos.  tool  noodod  horo  is  tho  small  wronch. 


From  Data  Furnished  By 
R.  G.  Coiiman  Co. 

T)KSII)K  beintf  very  profitable  for 
dealers,- ornamental  iron  is  re¬ 
markably  ea.sy  to  install,  and  the 
investment  in  equipment  needed  is 
extremely  modest.  F'or  example, 
in  the  installation  of  the  porch  col¬ 
umns  illustrated  in  the  group  of 
pictures  on  this  page,  the  only  tools 
necessary  were  an  electric  drill 
with  a  one-half  inch  chuck  and  one- 
half  inch  ma.sonry  bit,  obtainable 
in  any  hardware  store,  a  one-quar¬ 
ter  inch  wrench  and  a  carpenter’s 
level. 

And  as  an  indication  of  how  very 
little  time  is  actually  required,  the 


^  Aftor  wood  scrows  fosfon  tho  uppor 
poitton  of  tho  ornomontol  iron  post 
socurtly  in  ploco,  tho  iob  it  finithod. 


Photos  courh'sy  K.  G.  Coffman  Co 

Photo  bolow  shows  o  wide  viow  of  tho  house  ond  Mr.  ond  Mrs.  Homoowoor  proudly 
inspecting  the  "new  look"  their  home  hot  acquired.  Compore  it  to  the  photo  upper 
left  to  too  the  difference.  Pott  will  lost  indofinitely,  require  infrequent  painting. 


5. 
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Ornamental  Iron  Is  Quick  and  Easy 


particular  job  shown  here  took  only 
58  minutes.  In  these  58  minutes, 
the  holes  for  the  columns  were  lo¬ 
cated.  Then  six  one-half  inch  holes 
were  drilled  to  a  depth  of  one  inch. 
Kxpansion  shields  were  inserted  in 
the  holes,  posts  were  mounted  into 
place,  and  the  bolts  were  tightened 
with  the  one-quarter  inch  wrench. 
Finally,  four  lajr  screws  were 
driven  into  the  header  (.soffit) 
plate.  In  all,  the  work  ik  so  .simple 
that  in  many  ca.ses,  the  hou.se- 
holder  can  do  it  him.self. 


Railings 

The  picture  sequence  on  the  right 
hand  page,  shows  the  in.stallation 
of  ornamental  iron  railings.  This  bolted  together  and  attached  to  the 
in.stallation  too,  is  quite  as  simple  concrete. 

as  it  looks.  The  various  .sections  The  method  of  bolting  the  rail- 
of  the  railing,  being  completely  ing  to  the  steps  is  basically  the 
prefabricated,  merely  need  to  be  .same  as  that  u.sed  for  porch  col- 


IWhot  mi9ht  happen,  and  often  does, 
•  it  shown  in  the  photo  obove.  Stoops 
without  railings  are  a  danger. 


2  When  the  homeowner  decides  to  im- 
*  prove  matters,  the  first  step  it  to 
hove  ten  holes  drilled  with  a  masonry  bit. 


umns.  Holes  are  drilled  in  the  con¬ 
crete  with  a  one-half  inch  ma.sonry 
bit.  Railings  are  put  into  place, 
bolts  in.serted  through  predrilled 
(Continued  on  Page  88) 


Installation  takes  only  thirty  minutes,  including 
the  railing,  drilling  holes,  and  bolting  into  place. 


ffere't  the  finished  stoop,  rot  on'y  better  looking,  b  't 
safe  os  well.  Children  can  go  up  and  dews  unaided. 


Ll^ ' 
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Photo  obovo:  Soven  of  the  Alumotic  Storm  Window  Company'*  the  company  advertites,  truck*  are  frequently  called  out  on 

fleet  of  eight  truck*.  Becau*e  of  the  deep  penetration  of  the  job*  90  or  more  mile*  north  or  *outh  of  Alumatic  head- 

city'*  new*paper*,  the  Di*patch  and  the  Citisen,  in  which  quarter*. 


Columbus  Dealer  Uses  Balanced  Variety  of 
Sales  Approaches  to  Keep  Leads  Active 

'  able  by  a  wife  and  children,  and  In  workinjar  up  its  list  of  leads, 

By  O.  J.  MARR  not  likely  to  run  off  when  the  draw-  Alumatic  of  Columbus  makes  skill- 

Special  CorrMpondent  inpf  account  gets  ahead  of  the  com-  ful  use  of  a  balanced  variety  of 

Building  SpecicdtiM  missions  while  at  the  same  time  .sales  approaches,  each  in  its  place- 

—  '  '  '  '  . .  there  is  a  minimum  of  complain-  and  supplementing  the  others. 

Financial  reward  is  an  im-  ing  about  the  bane  of  a  salesman’s  Premiums  for  leads  from  .satisfied 
portant  but  not  the  only  part  existence,  lack  of  a  decent  home  customers,  the  yellow  pages  in  the 
of  what  it  takes  to  keep  a  sale.s-  life.  classified  telephone  book,  news¬ 
man  producing,  A1  Fi.scher  and  Nat  Industrial  City  paper  ads,  cold  canvassing  by  tele- 

Nedelman,  heads  of  Alumatic  Columbus’  peculiar  position  as  a  phone  or  door  to  door— -all  have  a 
Storm  Window  Company  of  Colum-  Ixwming  industrial  town  with  place  in  the  sales  program, 
bus,  Ohio,  have  found.  Deptmding  around-the-clock  war  work  also  A  simple  but  surprisingly  suc- 
on  their  .sales  force  of  .seven  men  contributes  to  the  .salesmen’s  hap-  ce.ssful  gimmick  was  picked  up  by 
to  convert  leads  into  orders,  they  piness  in  more  ways  than  one.  Not  F'ischer,  president  of  the  firm,  on 
are  kwnly  aw’are  that  a  man’s  re-  only  are  there  more  workers’  dol-  a  trip  to  Los  Angeles  a  couple  of 
lation  to  his  family  plays  a  great  lars  for  .sales  and  commi.ssion.s,  but  years  ago.  In  their  large  ad  in  the 
part  in  his  feeling  of  assurance  in  it  is  also  possible  to  “see  them  both  classified  telephone  book  there  is 
his  work.  In  addition  to  regular  together  —  husband  and  wife’’  in  a  '  by  li  .j  inch  blank  .space  in  a 
sales  meetings,  Alumatic  of  Colum-  broad  daylight.  Many  prospects  box  in  which  the  salesman,  on  visit- 
bus  arranges  a  family  dinner,  work  late  shifts  at  one  of  the  big  ing  a  prospect,  a.sks  permission  to 
wives  e.ssential,  every  month,  to  plants  (North  American  aircraft,  write  his  name.  No  lost  busine.ss 
build  up  a  feeling  of  closeness  to  General  Electric.  Westinghouse,  card,  no  misplaced  slip  of  paper  to 
the  firm,  .so  that  when  the  ladies  Timken,  and  General  Motors)  and  lose  a  sale.  The  customer  knows 
are  left  alone  evenings  they  know  salesmen  can  arrange  appointments  exactly  where  he  can  find  not  only 
what  their  husbands  are  up  against  so  as  to  be  home  more  evenings  the  name  of  a  storm  window  com-, 
in  trying  to  close  a  sale.  Thus  the  than  is  possible  in  most  towns —  pany  when  the  matter  comes  uq, 
company  has  the  advantage  of  unless  -they  u.se  the  evening  to  but  also  an  actual  individual  to 
salesmen  kept  steady  and  depend-  eha.se  other  leads!  (Continued  on  Page  92) 
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ina/  TRIPLE-TRACK 

ALL-ALUMINUM,  SELr-STORINU  COMBINATION  WINDOWS 


Kick-Pane!  on  Inside  of  Door  Removes  Easily,  Providing 
Handy  Storage  Compartment  for  Screens  or  Gloss  Inserts! 


ALL-ALUMINUM 


COMBINATION  DOOR 


I 


By  L  Pt  lNIGHT 
Dir«ctor  of  SoIm 
Albritton  Enginoorin^  Corporation 


pRCKJRESSIVE  building  special* 
ty  and  home  improvement 
dealers  are  striking  gold  in  the  na¬ 
tionwide  movement  toward  porch 
enclosures.  From  Maine  to  Texas 
they  are  cashing  in  on  the  increas¬ 
ing  {M)pularity  of  glass  jalousies 
.  ,  .  the  inexpensive  way  to  add  an 
extra  room  to  existing  homes. 

The  swing  to  porch  enclosures  is 
a  by-product  of  the  recent  building 
trend  toward  minimum  size  houses. 
Today  thousands  of  families  find 
their  homes  “bulging  at  the 
seams.”  They  need  larger  homes 
or  additional  rooms,  but  rising 
construction  costs  make  relief  by 
either  of  these  methods  almost 
impossible  for  the  average  home 
owner. 

A  home  owner  with  a  porch  or 
breezeway  can  quickly  and  eco¬ 
nomically  obtain  more  living  .space 
by  converting  his  porch  into  a  year 
’round  room.  An  existing  porch 
provides  the  foundation,  floor,  ceil¬ 
ing  and  roof  .  .  .  the  moat  expen¬ 
sive  parts  of  a  room.  All  that  is 
needed  to  convert  this  area  into  a 
weathertight  room  is  to  enclose  it 
with  glass  jalousies. 


Unlike  most  other  methods,  the 
creation  of  a  room  by  the  use  of 
glass  jalousies  does  not  sacrifice 
any  of  the  advantages  derived 
from  an  open  porch.  The  jalousie 
louvers  may  be  adju.sted  to  cap¬ 
ture  the  gentle.st  of  summer 
breezes. 

Wide  Range 

The  wide  range  of  jalousie  sizes 
available  makes  possible  an  almost 
unlimited  variety  of  window  ar¬ 
rangements.  The  accompanying  il- 
, lustrations  show  just  a  few  of 
the  arrangements  and  decorating 
>  .schemes  that  are  possible  when 
glass  jalousies  are  used. 

Jalousie  porches  serve  many  pur- 
po.ses.  In  most  instances  they  are 
used  as  a  den  or  sitting  room,  but 
many  are  finding  favor  as  dining 
rooms,  bedrooms,  play  rooms,  and 
even  as  offices.  Most  families  with 
jalousie  enclo.sed  porches  si)end  the 
majority  of  their  leisure  hours 
there. 

The  widespread  acceptance  of 
gla.ss  jalousies  by  home  owners  is, 
of  cour.se,  a  big  factor  in  their  pop¬ 
ularity  with  building  specialty  and 
home  improvement  dealers.  Al¬ 
though  consumer  acceptance  is  an 
important  factor  in  the  determina¬ 
tion  of  the  profitableness  of  a  cer¬ 
tain  product,  it  is  not  the  only  fac¬ 


tor  to  l)e  considered.  Other  factors 
are: 

1.  Size  of  average  order  of 
job. 

2.  Size  of  discount. 

3.  Speed  and  cost  of  installa¬ 
tion. 

4.  Availability  of  supply. 

5.  Amount  of  servicing  nece.s- 
sary. 

6.  Ea.se  of  financing. 

7.  Sales  effort  required. 

An  analysis  of  the  jalousie  busi¬ 
ness  ba.sed  on  the  above  factors 
clearly  shows  the  rea.son  for  the 
widespread  trend  of  dealers  to  push 
.sales  and  in.stallations  of  jalousies. 

Size  of  Average  Order 

Gla.ss  jalousies  provide  the  home 
improvement  dealer  with  a  product 
that  has  a  large  unit  price.  The 
retail  costs  of  most  jalousie  in¬ 
.stallations  range  from  three  hun¬ 
dred  to  twelve  hundred  dollars. 
The  costs  depend,  of  course,  on  the 
number  of  units  used  and  the 
amount  of  labor  and  materials  in¬ 
volved.  The  jalousie  costs  of  an  in¬ 
stallation  where  average  size  jal¬ 
ousies  are  u.sed  is  approximately 
60%  of  the  total  costa. 

As  the  size  and  number  of  units 
increases,  the  percentage  of  the 
total  costs  attributed  to  jalousies 
increa.ses.  Generally,  a  much  small- 
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i*hotos  ifurtrsy  Albrit 
ft  H  littvincrrxnfi  to. 


facturers  allow  dealers  discounts 
ranjfinif  from  25' »  to  50' <  of  their 
sUKJfested  list  prices.  A  somewhat 
larsrer  discount  is  usually  allowed 
stockinjr  dealers  or  distributors 
that  buy  in  quantity.  A  largor 
margin  of  profit  can  be  realized  by 
a  dealer  or  distributor  who  manu¬ 
factures  his  own  .screens  and  who 
buys  his  Klass  louvers  in  quantity. 
The  dealer  then  obtains  an  addi¬ 
tional  profit  on  items  usually  sup¬ 
plied  by  the  manufacturer. 

Speed  and  Cost  on  Installation 
The  amount  of  labor  and  mate¬ 
rial  in  a  jalousie  installation  de¬ 
pends  entirely  on  the  design.  Most 
porch  enclosures  can  be  completed 
in  one  to  three  days  by  a  carpenter. 

Jalousie  units  of  the  full  frame 
type  which  are  connected  together 
by  a  mullion  as.sembly  are  the  easi¬ 
est  and  fastest  installed.  They  re¬ 
quire  a  minimum  amount  of  alifrn- 
inir  and  plumbing.  A  stud  or  post 
betw’een  each  unit  is  not  required. 

Amount  of  Servicing  Necessary 
Any  well  desijrned,  precision 
l)uilt  jalousie  that  has  been  prop¬ 
erly  installed  will  >rive  years  of  • 
trouble  free  .service.  The  com¬ 
ponent  parts  of  most  jalousie  units 
are  jflass  and  aluminum.  Both  are 
materials  which  require  very  little 
maintenance.  The  only  .service  call 
a  jalousie  dealer  should  be  re- 
(juired  to  make  is  to  replace  a 
broken  louver.  A  charge  is  usually 
made  for  this  .service. 

Availability  of  Supply 
The  length  of  time  re<[uired  to 
fill  a  dealer’s  order  varies  greatly. 
Some  manufacturers  require  from 
four  to  six  w’eeks  to  make  delivery 
(Continued  on  Page  98) 
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4  A  joloytia  •ncl«t«d 
porch  moket  ■  don 
riiot  it  cool  in  the 
tMmmor,  tnyp  in  cold- 
ott  winter  .  .  .  pre- 
vidat  protection  tor 
yoyr  tymityre. 


^Broasewayt  con  be 
converted  to  ideal 
playrooms  with  glass 
jaloysiet.  Children  can 
play  in  safety  tar  the 
danger  at  child  tail¬ 
ing  oyt  ot  an  open 
window  is  eliminated. 


d  Jalousie  enclosed 
porches  make  excel¬ 
lent  dining  rooms. 
They  otter  privacy 
and  controlled  ven¬ 
tilation  .  .  .  all  ot  the 
advantages  ot  out¬ 
door  living  with  none 
ot  the  discomtorts. 


er  |)ercentage  of  profit  is  made  on 
the  labor  and  materials  than  on 
the  jalousie  units;  therefore,  deal¬ 
ers  should  endeavor  to  fill  as  much 
of  the  porch  openings  as  iK)ssible 
with  jalousie  units. 

&  Home  Improvement  Dealer 


The  di.scount  or  gro.ss  profit  a 
dealer  makes  on  the  .sales  of  glass 
jalousies  is  in  line  with  profits 
made  on  other  “high  profit”  items 
usually  handled  by  home  ‘.mprove- 
ment  dealers.  Most  jalousie  manu¬ 


here  Is  No  Shortage! 


Aliimiiiuni  Awnings  Assnre 

Yon  of  Ample  Supply  and  Deliveries 


MORE  DOLLARS  for  you  with  exclusive 
dealer  and  distributorships  sellinj;  Lock  Vent, 
America’s  most  beautiful  aluminum  and  plastic 
tflass  awning.  Lock  Vent’s  HORIZONTAL 
awnings  cannot  be  confused  with  any  competi¬ 
tive  product. 


I 

'i 


LOCK  V  ENT  furnishes  you  all  component 
parts.  You  have  no  trouble  with  shortages. 
You  control  your  delivery.  Because  of  sim¬ 
plicity  of  manufacture.  Lock  Vent  can  he  sold 
much  cheaper  ...  and  YOUR  MARGIN  OP 
PROFIT  IS  GREATER.  See  our  awning  and 
hear  our  plan.  Write,  wire,  or  call  now  ^fore 
our  franchise  is  closed  in  your  area. 

For  A  Steady  Source 
of  Supply 


WRITE  TODAY  FOR  DETAILS 


Immediate  Deliveries! 


THIS  IS  THE  YEAR  FOR  PROFITS  IN 
PERMANENT  AWNINGS. 

•  There  are  more  than  100  different  nermancnt 
awnings,  but  709fc  or  more  are  of  one  basic 
design.  Lock  Vent  is  basically  different, 
with  horizontal  harmonizing  lines. 

•  Less  than  10%  are  equipped  to  sell  on  a 
national  scale.  Lock  Vent  guarantees  national 
distribution. 

•  Less  than  6%  offer  both  aluminum  and 
plastic  glass  in  the  same  awning.  Lock  Vent 
makes  both. 

•  Only  Lock  Vent  offers  you  a  custom-built-in- 
your-shop  plan  at  less  than  10  cents  per 
square  foot  assembly  cost. 


P.  0.  Boa  8732 
Richmond  26,  Virginia 
Phono:  Chottor  2561 
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Mean  Note  Sales  for  Dealers 


From  Data  Furnished  By 
THE  KITCHEN  MAID  CORPORATION 


NKW  features  in  custom  kitch¬ 
ens  mean  added  sellint?  tools 


^  ens  mean  added  sellint?  tools 
for  dealers.  Manufacturers  of 
kitchen  cabinets  and  equipment 
.seek  constantly  to  improve  their 
products  and,  from  time  to  time, 
introduce  injrenious  innovations 
which  spell  time  or  effort  saved 
for  the  homemaker,  new  conveni¬ 
ence,  and  added  beauty.  For  the 


dealer  who  seizes  the  opportunity 
to  incorporate  such  innovations 
into  his  custom  kitchen  line, 
there’s  sure  to  be  additional  profit. 

Typical  of  some  of  the  newer 
custom-kitchen  time-.savers  that 
are  sure  to  attract  every  woman, 
are  the  ones  shown  on  these  pafres. 
The.se  include  1)  A  slide-out  iron¬ 
ing  Ijoard.  2)  A  caster-mounted 
cart  for  holdinjr  laundry  which  can 
also  be  used  for  servinjf  food  or 
bevera^res.  :})  A  built-in  retract¬ 
able  rack  for  hanging  freshly 
ironed  clothing  or  personal  laun¬ 
dry.  4)  Improved  models  of  the 


Left:  convenient  laun¬ 
dry  cart  to  keep  toiled 
laundry  out  of  sight, 
ffat  a  wicker  hamper 
that  lifts  out,  and  is 
mounted  on  rubber- 


New  Featmes  in  Cnstom  Kitchens 


New  kitchen  convenience  is  he  ironing 
board  shown  above  which  slides  outa>f  cabi¬ 
net  into  firm  working  position.  Above  board 
is  the  retractable  iron  rack  for  personal 
laundry  or  freshly  ironed  clothing. 


popular  swing-shelf  corner  cabi¬ 
net  and  mixer  base  cabinet. 

The  laundry  cart  has  a  wicker 
hamper  that  can  be  lifted  out  and 
carried  to  the  washer,  or  the  cart 
itself,  which  is  mounted  on  rubber- 


t'ourtt'sy  hittihi'H  \fitnt  t 


6r  Home  Improvement  Dealer 


Left:  these  corner 

base  units  have  double 
sets  of  hinged  shelves 
which  swing  out.  No 
bending  or  £  “duping 
into  dark,  hard,  to- 
reach  corners. 


l*hotos  co.ftesy  Kitchen  Maid  Corp. 


tired  casters,  can  be  rolled  wher¬ 
ever  it  is  needed.  There  is  storage 
space  at  the  rear  of  the  cart  for 
laundr^'  .soaps,  bleaches  and  clean- 
injf  aids.  Top  of  the  cart  measures 

■alow:  new  mixer  base  cabinet.  It  conceals 
and  piatects  electric  mixer  but  keeps  it 
reedy  ter  immediate  use.  Mixer  shelf 
springs  into  place  when  needed,  locks  se¬ 
curely.  Note  large  drawer  below  for  bowls 
end  appliances. 


25"  X  ID'/i”  and  provides  extra 
counter  space  for  serving  bever¬ 
ages  or  food  and  for  baking.  The 
cart  is  low  enough  to  be  rolled  into 
a  space  provided  for  it  under  exist¬ 
ing  counters  or  it  may  be  placed  at 
the  end  of  a  line  of  cabinets. 

The  built-in  ironing  board  is  full- 
size  and  slides  out  from  its  cabi¬ 
net  on  hardwood  guides.  It  has  no 
legs  to  trip  over  or  obstruct  and 
is  available  in  either  right  or  left- 
hand  models.  Tests  show  that  the 
Ironette  is  firmer  as  an  ironing 
surface  than  most  conventional 
boards.  Klectric  outlet  is  located 
within  the  cabinet.  The  cabinet  it- 
■self  has  ample  storage  space  un¬ 
derneath  the  board  and  has  a 
standard-size  counter  which  can 
be  finished  to  match  other  kitchen 
units. 

The  retractable  aluminum  rack 
i.s  for  personal  laundry  or  for 
hanging  freshly  ironed  clothing. 
When  pulled  out,  it  extends  25*»ji'' 
from  the  cabinet  and  provides 
three  metal  rungs  which  will  hoTd 
a  number  of  garments  on  hangers. 
V\’hen  not  in  use,  it  retracts  into  a 
standard  wall  cabinet.  Contents  of 


the  cabinet  are  not  affected  by  the 
rack  and  the  rack  need  not  be 
moved  in  order  to  remove  dishes 
I'lom  the  cabinet. 

Fine  construction  features  have 
been  maintained  in  these  new 
laundry  aids.  Drawers  are  of  alu¬ 
minum — rustle.ss,  chip  proof,  quiet, 
and  easy  to  keep  clean.  Shelves 
are  solid  and  permanently  fixed  to 
support  maximum  weight  while 
assuring  safety  against  breakage. 

The  units  are  housed  in  hard¬ 
wood  cabinets  available  in  natural 
wood  finish,  white,  or  any  of  six 
colors. 

Colors 

Colors  have  been  chosen  for 
their  value  in  creating  a  warm,  in¬ 
viting  atmosphere  in  kitchen  or 
kitchen-laundry  and  for  their  wide 
range  of  decorating  possibilities. 
In  addition  to  the  popular  natural 
wood  finish  and  w'hite,  optional 
colors  are:  Mackinac  Green,  Mist 
Green.  Desert  Sand,  Serene  Blue, 
Garden  Yellow  and  Twilight  Gray. 

Counter  colors  and  surfaces  are 
optional  also  and  are  available  in 
(Continued  on  Page  101) 
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New  Home  Owneis  Aie  Excellent  Sales 
Prospects  Says  This  Delaware  Dealer 


By  ALBERT  S.  KESHEN 
Speciod  Correspondent 
Building  Specialties 


XTEW  home  construction  con- 
tinues  to  provide  one  of  the 
most  satisfactory  sources  of  leads 
for  new  business.  The  owner  is 
flushed  with  enthusiasm  over  his 
new  acquisition  and  anxious  to  im¬ 
prove  it  whenever  possible.  More¬ 
over,  he  realizes  that  while  the 
residence  is  still  beinj?  constructed 
is  a  .satisfactory  time  to  make  the 
installation,  rather  than  suffer  in¬ 
conveniences  later  when  the  prem- 
i.ses  are  occupied. 

Taking  full  advantage  of  this 
psycholoifical  timinj?  is  Lanrow 
Sales  Co.,  a  dealer  at  1219  Wash¬ 
ington  St.,  Wilminjfton,  Delaware. 
This  concern  concentrates  most  of 
its  .sellinjT  effort  toward  the  new 
house  occupant  and  is  building  up 
a  lucrative  volume  as  a  result,  all 
ir.  a  concentrated  area. 

New  Home  List 

“We  make  it  a  practice  to  pur- 
cha.se  listings  of  new  home  own¬ 
ers,’’  explains  Maynard  A.  Lanti.s, 
partner  and  head  of  the  .sales  divi¬ 
sion.  “The  names  are  obtained 
from  building  contractors,  real  e.s- 
tate  agents,  municipal  building  de¬ 
partment  officials  and  other  pro- 
fe.ssional  sources.  From  7  to  8  of 
these  leads  are  allocated  to  each 
.salesman  so  that  when  he  is  mak¬ 


Abova:  Outtida  viaw  of  riia  Lanrow  Salat 
Co.  Nota  ottroctiva  ditploy  window. 


ing  his  evening  calls  and  the  party 
doesn’t  happen  to  be  in,  he  can 
.save  time  by  switching  over  to 
another  prospect  in  the  neighbor¬ 
hood.  It  is  important  to  time  the 
call  alx)ut  a  month  before  they’re 
going  to  move  it — so  you  reach 
them  when  they  are  in  the  right 
frame  of  mind  and  while  they  are 
still  thinking  of  the  hou.se  and 
what  they  intend  to  do  with  it.’’ 

The  .salesman  usually  starts  off 
his  approach  on  Venetian  blinds  as 
that  is  an  item  which  most  people 
need  right  away.  The  conversation 
then  leads  into  combination  .screens 
or  doors  and  storm  windows.  By 
handling  all  of  these  commwlities, 
Lanrow  is  in  a  position  to  offer  a 
purcha.ser  a  packaged  deal  with 
.some  .savings  for  a  combination  of 


all  three  items.  Sometimes  the  en¬ 
tire  cost  can  even  be  included  in 
the  mortgage  payments. 

As  a  further  inducement,  quality 
blinds  are  offered  at  a  di.scount, 
providing  windows  are  included  in 
the  transaction.  The  .sale.sman  goes 
out  to  his  car  and  returns  with 
.samples.  He  even  advises  the  pro.s- 
I)ect  to  go  to  the  store  and  check 
his  quotations  against  their  price.s, 
confident  that  he  can  meet  any  of 
this  competition  under  his  .savings 
plan. 

Result  is  that  most  new  home¬ 
owners  are  impres.sed  with  this 
type  of  presentation.  Fundamen¬ 
tally  they  are  in  the  market  for 
.some,  if  not  all  of  the.se  commodi¬ 
ties,  and  the  po.s.sibility  of  com¬ 
pleting  a  transaction  for  all  of 
them  without  the  necessity  of 
shopping  around  at  different  places 
has  its  appeal. 

They  are  al.so  impressed  with 
the  .service  facilities.  “They  like 
our  facility  of  installing  all  of  their 
screens  and  blinds  in  one  ojjera- 
tion  at  a  time  they  need  it  most,’’ 
explains  Mr.  Lanti.s. 

Another  advantage  of  this  con¬ 
centrated  selling,  it  is  pointed  out, 
is  that  by  making  all  of  its  calls 
(Conthmed  on  Page  105) 
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How  to  Apply  Stone-type 


pACH  year  hundreds  of  thou¬ 
sands  of  homes  and  other 
buildings  require  a  residing  job. 
Not  only  are  such  jobs  needed  to 
replace  drab  or  wornout  siding,  but 
they  are  frequently  undertaken 
simply  to  improve  the  appearance 
of  a  dwelling  or  place  of  business 
and  add  to  its  value  as  a  piece  of 
projH'rty.  The  size  of  the  market 
is  vast,  and  seems  to  b<>  growing 
daily  as  new  or  improved  residing 
materials  continue  to  make  their 
apiK>arance. 

Among  the  comparatively  new 
residing  materials  to  find  increas¬ 
ing  favor  with  propt'rty-owners 
everywhere  is  the  stone  type 
veneer.  Its  popularity  is  under¬ 
standable.  It  looks  like  fine  stone 
masonry  yet  is  priced  so  modestly 
that  most  average  homeowners  can 
afford  it.  There  are  no  mainten¬ 
ance  costs,  it  ,<ever  needs  painting, 
never  fades,  und  although  it  ages 
slowly — the  way  natural  rock  does 
— this  serves  to  enhance  its  attrac¬ 
tiveness  by  giving  it  a  rich  and 
mellow  look. 

There  are  two  basic  types  of 
“nian  made”  stone  siding  on  the 
market  today,  one  in  which  the 
“stones”  are  molded  on  the  job 
site;  the  other  in  which  the  mate¬ 
rial  is  pre-cast  in  a  factory,  dried, 
cured,  and  shipped  in  boxes.  For 
the  dealer,  both  are  low  in  cost, 
require  very  little  inexjK'nsive 
equipment  to  apply,  and  thus  allow 
him  to  make  an  excellent  profit 
on  each  job. 


Photo  courtesy  of  National  Heather  Stone  Co. 

A  combination  of  asbestos  siding  and  stone.  Here  just  Hie 
front  of  the  house  was  resided  with  stone,  from  ground  level 
to  first  floor  windows.  Stone  siding  is  almost  indistinguishable 
from  natural  stone. 


In  the  first  typt‘  of  stone  siding 
mentioned  above,  the  material  is 
made  in  a  plant  instead  of  being 
applied  from  mixtures  molded  on 
the  site.  This  type  is  composed  of 
several  kinds  of  cements,  sands, 
aggregates  and  non-fading  pig¬ 
ments  that  are  thoroughly  mixed, 
then  pressed  into  molds.  The  molds 
are  dried,  cured,  and  packed  into 
boxes,  each  containing  approxi¬ 
mately  ten  square  feet. 

Application  Method 

The  application  of  this  type  of 
pre-molded  stone  is  said  to  be  fool¬ 
proof  and  simple. 

Each  slab  is  numbered,  and  is 
roughly  finished  to  provide  ample 
absorption  for  a  cement  mixture 
which  is  spread  (buttered)  into 
each  slab.  The  slab  is  then  jjressed 
firmly  against  the  wall  surface  be¬ 
ing  resided,  and  tapped  with  a  tool 
to  force  out  the  surplus  cement.  In 
this  manner,  each  stone  is  perma¬ 
nently  bound  to  the  wall  surface. 


After  a  few  days  of  drying  it  be¬ 
comes  an  integral  part  of  the  wall 
and  can  be  removed  only  with  a 
hammer  and  chisel. 

The  application  method,  as  can 
be  seen  from  the  above,  is  very 
similar  to  that  of  tile.  The  mortar 
line  is  formed  by  allowing  one  half 
inch  of  space  bt'tween  stone,  then 
filling  in  with  mortar  and  pointing 
with  a  tool. 

Several  sizes  of  stones  are  avail¬ 
able  in  each  color  blend,  and  vari¬ 
ous  patterns  can  be  made  to  satisfy 
individual  taste,  with  either  large 
or  small  stones  predominating.  In 
a  similar  way,  various  colors  in 
each  color  blend  can  also  be  made 
dominant. 

Where  window  frames  recess 
more  than  four  inches,  the  stones 
can  be  applied.  If  they  do  not  re¬ 
cess  sufficiently,  a  coat  of  cement 
is  applied  to  give  frames  a  fresh 
ap|)earance.  Whenever  cutting  is 
necessary,  such  as  around  doors, 
windows  and  gables,  it  is  done  with 
a  carborundum  blade  attachment 
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Photfl  courtesy  of  Crystal  Stone  Co. 

Stone  siding  combines  beautifully  with  most  ether  types  of 
siding.  Note  the  attractive  combination  of  stone  and  wood 
siding  in  the  heme  above.  Stones  can  be  color-blended  to 
suit  the  homeowner. 


Photo  courtesy  of  Castle  Stone  Co. 

Here's  a  complete  stone  siding  job.  Note  the  various  sites 
of  the  stones  and  hew  well-patterned  the  all-over  effect  is. 
Either  large  or  small  stones  may  dominate,  according  to 
individual  taste. 


E 

t 


It  gives  homes  the  real  "luxury  look"  of 
natural  stone,  yet  costs  only  a  fraction 


to  an  electrically  driven  hand 
machine. 

Stone  sidinj?  can  be  applied  over 
masonry  buildings,  including  block, 
brick  and  stuccoed  walls,  and  even 
over  frame  structures.  Cement  or 
cinder  block  walls  pre.sent  no  prob¬ 
lems  whatsoever;  both  types  of 
blocks  are  very  porous  and  readily 
absorb  and  bind  permanently  with 
the  back  of  the  stone  siding.  This 
applies  also  to  ordinary  brick  walls 
which  have  not  been  painted  or 
waterproofed. 

If  the  brick  (or  block)  wall  has 
bt>en  painted  or  waterproofed,  how¬ 
ever,  the  pores  are  closed  or  ob¬ 
structed  and  offer  a  poor  binding 
surface  for  the  cement.  This  is 
true  of  any  very  smooth  wall  in¬ 
cluding  glazed  and  tile  brick  and 
any  marble  or  marblized  surface. 
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In  all  such  cases,  the  cement  will 
not  bind  properly  to  the  wall  unless 
it  is  first  sand-blasted.  Jobs  which 
I’erjuire  .sand-blasting  are  more 
costly  and  are  not  like  to  be  as 
promising  saleswise  as  those  which 
offer  walls  that  are  porous  and  will 
bind  cement  quickly,  cleanly  and 
with  no  preliminaries. 

Frame  Buildings 

The  procedure  on  frame  build¬ 
ings  is  somewhat  different.  The 
steps,  briefly,  are  as  follows.  Apply 
15  pound  felt,  staple  or  nail  wire 
screening  over  felt  (preferably 
diamond  mesh)  and  then  apply 
one  plain  scratchcoat.  After  dr>v 
ing  for  two  or  three  days,  apply 
the  stone  siding. 

Stucco  walls  present  minor  diffi¬ 
culties.  P^irst,  make  sure  that  there 


is  masonry  construction  behind 
them.  Make  sure  also,  that  the 
stucco  has  not  been  painted  or 
waterproofed.  !f  it  has,  sand¬ 
blasting  is  necessary  and,  in  most 
cases,  scratchcoating  and  patching 
with  cement  before  the  stone  sid¬ 
ing  application. 

Foundations  are  important.  In 
most  cases,  they  are  clearly  set  off 
from  the  wall.  Sometimes  on  con¬ 
crete  block  buildings,  however, 
there  is  no  set-off  foundation  line. 
Where  the  foundation  is  set  off 
(usually  by  an  inch  or  two)  do 
not  apply  the  stone  siding  but 
cover  it  with  one  smooth  coat  of 
cement  application.  The  dealer 
should  note  that  Ix'fore  giving  a 
price  for  a  job,  it  is  wise  to  make 
clear  with  the  owner  from  what 
point  he  wants  the  stones  to  begin 
(that  is,  ground  level,  two  feet 
above  ground,  level  with  top  of 
basement  window,  or,  etc,).  This 
point  should  b<*  clearly  defined  in 
the  contract. 

(Continued  on  Page  108) 
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A  comparison  of  the  principal 
business  forms;  the  proprietor¬ 
ship.  the  partnership,  the  corpo¬ 
ration 


You  Bnsiness 


Eighth  in  a  senes  of  articles  on  business  management 


rpHKRE  are  so  many  advantatj:es 
as  well  as  disadvantaRes  to  the 
three  principal  business  forms  ex¬ 
tant  today  —  the  proprietorship, 
the  partnership  and  the  corpora¬ 
tion — that  anyone  establishinR  a 
new  business  or  reorRanizing  his 
present  setup,  should  seek  compe¬ 
tent  leRal  aid  in  order  to  determine 
which  form  would  benefit  him  the 
most. 

Some  of  the  advantaRes,  particu¬ 
larly  the  tax  advantaRes  of  each 
of  these  forma  were  discus.sed 
briefly  in  a  previous  article  in  this 
.series,  but  will  be  outlined  in  more 
detail  here. 

In  selectiiiR  the  proper  leRal 
form  for  your  business,  you  mu.st 
be  Ruided  by  a  knowledRe  of  ex¬ 
actly  what  benefits  you  will  Rain 
from  the  form  you  choo.se.  If,  for 
example,  your  ability  to  raise 
needed  capital  under  a  corporation 


rather  than  a  partnership  appears 
more  feasible,  a  choice  of  the  cor¬ 
poration  form  seems  indicated. 
Other  major  factors  to  keep  in 
mind  when  selectinR  a  particular 
business  form  are,  of  course,  the 
tax  advantaRes  and  disadvantaRes, 
the  number  and  kind  of  liabilities 
you  are  in  a  po.sition  to  assume, 
and  the  question  of  the  division  of 
profit.s — how  and  when  you  pro- 
po.se  to  divide  them. . 

Outlined  below  are  .some  of  the 
chief  advantaRes  and  disadvan- 
taRes  of  each  of  the  three  forms  of 
business  orRanization. 

I.  The  Proprietorship 

This  type  of  orRanization  is  the 
easiest  to  Ret  started.  It  is  op¬ 
erated  by  you;  you  are  the  sole 
owner.  You  do  not  share  profits 
with  others.  You  control  the  busi¬ 
ness  ;  all  authority  is  vested  in  you. 


Of  all  the  business  forms,  this  is 
the  one  that  affords  the  most  free¬ 
dom.  You  can  conduct  or  expand 
your  business  anywhere  you 
choo.se:  there  ms  no  partnership 
aRreement  to  adhere  to ;  no  restric¬ 
tions  impo.sed  by  a  corporate  char¬ 
ter. 

The  proprietorship  provides,  in 
addition,  income  tax  and  .social  .se¬ 
curity  benefits.  It  Rives  you  the 
maximum  amount  of  privacy,  re- 
.sponsibility,  and  clo.se,  active  con¬ 
tact  with  your  personnel  and  cus¬ 
tomers. 

The  proprietorship,  on  the  other 
hand,  has  a  number  of  disadvan¬ 
taRes.  The  liability  the  owner  must 
a.ssume  is  total.  And,  the  very  fact 
that  one  man  does  own,  direct  and 
control  the  busine.ss  may  limit  its 
size  and  hinder  its  Rrowth.  In  a 
partnership  or  corporation,  there  is 
a  concerted  effort  by  two  or  more 
individuals  poolinR  their  enerRy, 
talents  and  abilities  to  insure  the 
succe.ss  of  the  business.  In  the  pro- 
{Continned  on  Page  106) 
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HiW  Products— Ideas— Methods 

(Continued  from  Page  26) 


and  strikes,  reinforcing  frame  for 
hollow  metal  dcwrs,  knobs  for 
working  trim  and  dummy  trim, 
boring  jig  and  bits,  and  a  latch 
front  mortising  tool. 

Defender  locks  are  available 
through  Corbin  distributors 
throughout  the  United  States.  For 
more  information,  write  or  phone 
P.  &  F.  Corbin  Division,  The 
American  Hardware  Corporation, 
Dept.  BS,  New  Britain,  Connecti¬ 
cut,  U.  S.  A. 

*  *  *  I 

New  Casement  For  Air 
Conditioner  Units 

A  pet  peeve  of  many  builders 
today,  the  high  cost  of  installing 
room  air  conditioner  units  in  build¬ 
ings  calling  for  steel  casement 
windows,  has  been  licked  with  the 
development  of  a  special  steel  case¬ 
ment  window  especially  adapted 
for  the  installation  of  standard 
units. 

The  new  windows  eliminate  the 
awkward  and  costly  removal  of 
any  window  parts,  cutting,  or  weld¬ 
ing.  The  special  casements  are 
manufactured  in  four  standard 
sizes.  The  window  has  an  adjust¬ 
able  member  to  accommodate  prac¬ 
tically  any  popular  mak<‘  or  room 
air  conditioner. 


The  windows  were  developed  by 
the  Steelcraft  Manufacturing  Com¬ 
pany,  Rossmoyne,  Ohio,  through 
its  research  department,  in  con¬ 


junction  with  some  twenty  leading 
manufacturers  of  air  conditioning 
units,  including  Crosley,  Philco, 
RCA,  General  Electric,  Frigidaire, 
York,  Carrier  and  Chrysler. 

They  are  available  at  only  a 
slightly  higher  cost  than  standard 
Steelcraft  ca.sements  through  regu¬ 
lar  Steelcraft  distributors.  Addi¬ 
tional  data,  drawings  and  photos 
of  the  windows  and  installations 
will  be  sent  ujwn  request. 

Steelcraft  Mfg.  Co.,  Dept.  BS, 
1)017  Blue  Ash  Rd.,  Rossmoyne,  O. 
*  *  * 

Eauimann  Comb.  Windows  to 
Have  Shade  Screening 

Kaufmann  Corp.,  manufacturers 
of  aluminum  combination  windows 


and  doors  in  Detroit,  Mich.,  an¬ 
nounces  that  all  its  windows  and 
doors  will  be  equipped  with  Kaiser 
aluminum  shade  .screening.  Kaiser 
Aluminum  &  Chemical  Sales,  Inc., 
will  cooperate  with  the  Kaufmann 
Corp.  in  promoting  shade  .screen¬ 
ing.  Kai.ser  w'ill  u.se  photos  of  Kauf¬ 
mann  windows  in  its  June  and 
July  advertising  in  Better  Homes 
&  Gardens  and  in  American  Home 
Magazine. 

Kaufmann  introduced  its  shade 
.screen  program  at  its  national 
dealer  convention  held  in  Detroit 
last  April  23  and  24.  The  Kauf¬ 
mann  Corp.,  Dept.  BS,  17210  Gable, 
Detroit  12,  Mich. 


"Air-O-Shade"  Awnings 
Offer  Economical  Ventilation 

“Air-O-Shade”  awnings  are  the 
new  product  of  the  Eureka  Metal 
Products.  “Air-O-Shade”  is  prac¬ 
tical  while  adding  a  unique  out¬ 
door  touch  for  home  or  office. 


All  aluminum  con.struction  at 
competitive  prices  make  this  item 
the  latest  development  for  parma- 
nent  or  .seasonal  in.stallation  as 
protection  again.st  sun  and  rain 
while  allowing  free  air  circulation. 

Produced  in  a  wide  variety  of 
lovely  baked-on  enamel  colors. 
“Air-O-Shade”  is  available  in  kit 
form,  conveniently  packaged  for 
ea.sy  as.sembly  and  mounting. 
Handy  in.stallation  instructions  are 
included  with  each  kit.  Eureka 
Metal  Prod.  Corp.,  Dept.  BS,  246 
Wanaque  Ave.,  Pompton  Lakes, 
N.  J. 

«  «  « 

Incentive  Booklet  Offered 

A  new  booklet,  “The  Incentive 
Story”,  revealing  plans  used  by  top 
companies  to  get  people  to  do 
better  work,  is  being  offered  to 
business  executives  by  Cappel, 
MacDonald  &  Company,  Dayton, 
Ohio  incentive  firm. 

A  LlFE-like  format  illu.strates 
all  pha.ses  of  “incentive”  planning, 
from  conception  to  results;  unveils 
a  display  of  “prize-campaign 
themes”  u.sed  by  14  leading  com¬ 
panies;  di.scloses  secrets  of  actual 
prize-winning  employes;  divulges 
amazing  case  records  of  campaigns 
used  by  leading  companies  .selling 
appliances  and  other  products. 

Sales  and  management  execu¬ 
tives  can  obtain  a  free  ct)py  by 
contacting  their  hwal  C-M  office,  or 
by  writing  Cappel,  MacDonald  & 
C(»mpany,  Dept.  BS,  Dayton  1, 
Ohio. 
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New  Type  Expander  Section 
For  Comb.  Door  Bottom 

Made  by  Weatherlock  Aluminum 
Products  Co.,  this  self-adjusting 
expander  section  for  the  bottom 
of  all  aluminum  and  wood  com¬ 
bination  doors  is  said  by  the  manu¬ 
facturer  to  be  a  perfect  weather 
seal  against  all  drafts,  driving 
rain,  and  insects. 

There  is  nothing  mechanical  to 
get  out  of  order  and  the  harder  it 
blows  the  tighter  it  fits.  The  .self- 
adjusting  seal  is  internal  and  can¬ 
not  be  seen  from  the  outside  or  in¬ 
side.  It  does  not  hamper  the  free 
operation  or  function  of  the  door. 

Automatically  compensates  for 
worn  or  uneven  sills  including 
tho.se  which  are  convex  (with  a 
crown)  or  concave  (with  a  depres¬ 
sion).  It  will  overcome  .sand  and 
gravel  deposits  on  the  sill  which 
prevent  doors  from  closing.  It  al.so 
adju.sts  itself  automatically  to  close 
gaping  clearances  cau-stnl  by  con¬ 
traction  of  the  sill  in  wet  or  dry 
weather  and  will  maintain  a  good 
.seal  even  with  a'/V'  clearance. 

Two  types  are  available.  Type  A 
is  adaptable  to  all  aluminum  d<M)r.s 
of  7/8"  thickne.ss  using  an  internal 
or  tele.scoping  expander.  Type  B  is 
for  all  other  doors  of  aluminum  re¬ 
gardless  of  dimensions  that  have 
no  expander  and  u.se  a  rain  cap  on 
the  bottom.  Type  B  is  al.so  applic¬ 
able  to  all  wood  combination  doors. 


Dealer  and  Manufacturer  in¬ 
quiries  should  be  .sent  to  Weather- 
lock  Aluminum  Products  Co.,  Dept. 
BS,  107-60  130th  St.,  Richmond 
Hill  19,  Queen.s,  N.  Y. 

♦  *  ♦ 

Protractor  Gouge  Simplifies 
Angle  Sawing 

A  low-priced  adjustable  angle 
gauge  for  use  with  electric  or  hand 
.saws  has  been  developed  by  the 
Porter-Cable  Machine  Company  of 


Syracuse,  N.  Y.  It  can  be  set  for 
any  angle  of  cut  in  a  moment  by 
means  of  a  simple  wing  nut  on  a 
calibrated  protractor  attached  to 
a  pivoting  guide  rule  19"  long.  The 
two  arms  of  the  gauge  are  formed 
of  U-.sha{)ed  steel  for  ab.solute 
rigidity  and  accuracy. 


When  using  electric  .saw  no  pen¬ 
cil  line  is  nect!.ssary  since  saw  ba.se 
is  guided  directly  against  the 
gauge.  Porter-Cable  also  makes  a 
complete  line  of  portable  electric 
wofHlworking  tools.  For  complete 
literature  and  pricas  write  Porter- 
Cable  Machine  Co.,  Dept.  BS,  21 
P’xchange  St.,  Syracu.se,  N.  Y. 

*  «  4* 

Interglass  Announces  New 
Type  Translucent  Panel 

After  .several  months  of  engi¬ 
neering  and  re.search.  Interna¬ 
tional  Gla.ss  Corp.  (Los  Angeles) 
announces  full  production  on  a  new 
improved  type  of  glass-fiber  trans¬ 
lucent  building  panel  in  its  plants 
at  Puente,  California,  and  New- 
|H)rt,  Arkan.sas.  According  to 
President  Roy  J.  Scott,  Interglass 
is  now  e.stablishing  distributors 
throughout  the  Middle  West  and  in 
Eastern  Markets. 

Intergla.‘s’s  new  building  sheet 
contains  over  50%  glass  fiber, 
which  it  extra  strength,  and 

is  made  by  cross-laminating  long 
parallel  fibers  that  produce  a  cloth¬ 
like  texture.  Better  exterior  ap¬ 
pearance  and  extremely  uniform 
gauge  result  from  positive  control 
of  the  long  gla.ss  fibers;  the  sheets 
have  a  satin-like  sheen  and  when 
viewed  by  transmitted  light  ex¬ 
hibit  a  uniform  and  plea.sing  pat¬ 
tern. 

This  superior-type  sheet  is  of¬ 
fered  to  the  trade  at  a  considerable 
reduction  below  the  prices  hereto¬ 
fore  prevailing  in  the  translucent 


panel  market,  since  Interglass 
manufactures  its  own  glass  fibers 
and  mats.  Highly  competitive  price 
.structure  is  expected  to  broaden 
the  market  considerably,  says 
President  Scott. 

International  Gla.ss  Co.,  Dept. 
BS,  Los  Angeles,  Calif. 

New  Stone  Type 
Siding  Available 

A  new  stone  type  siding  said  by 
the  manufacturer  to  be  three  times 
thicker  than  average  man-made 
stone  is  available  to  dealers.  Made 
up  of  individual  stones  pre-ca.st  in 
the  factory,  it  is  guaranteed  by  the 
manufacturer  against  cracking  and 
fading.  The  mineral  color  is  solid 
through  and  through.  The  stones 
are  made  of  cement  that  has  been 
vibrated  to  create  density  and  is 
steam  cured.  Density  of  the  stones 
is  said  to  reduce  absorption  of 
moi.sture. 


Called  Cry.stal  Stone,  the  prod¬ 
uct  resembles  sandstone  and  field- 
stone  so  closely  that  only  experts 
can  tell  the  difference.  Costs  are 
said  to  be  half  as  much  as  brick 
and  up  to  two-thirds  cheaper  than 
field  .stone. 

For  full  information,  address 
Cry.stal  Stone,  Dept.  BS,  275A 
Fuller  Drive,  New  Milford,  N.  J. 

*  *  * 

New  Tag  Used  by  Propeller 
Fan  Mfrs.  Assn. 

A  new  product  tag  is  announced 
by  the  Propeller  Fan  Manufac¬ 

turers’  Association,  Detroit  26, 
Michigan. 

In  use  by  the  member  companies 

of  the  Propeller  Fan  Manufac¬ 

turers’  A.s.sociation,  the  tag  is  de¬ 
signed  for  attachment  to  the  resi¬ 
dential  and  indu.strial  fans  manu¬ 
factured  by  the  Association  mem¬ 
bers.  The  cover  of  the  tag  carries 
the  copyrighted  “Certified  Rat- 
{Continued  on  Page  119) 
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cxtrarieiii'^Mrf  «k»  CAMTOL  ••  !•  w 

l^ottMflaif'  dhtu  Ahml  mwiiliml  lo  ptodoa 

a  txoljr  door  ac  lowwt  poaaibic  oow. 


At  a  tuggaated  retail  prk*  of  only  $49Sft  CAPITOL  baa 
adiieved  a  mileaaooe  in  iiiaaa>f»rodiiced  doora. 
All  aoceaacffy  hardware  is  inclodad;  full  markup 
is  yours;  superior  quality  is  die  hallmark  of  the  CAPITOL 
combination  aluminum  storm  door. 


Because  we  maas>producc,  we  are  seddng  maas^ie 
distribuems.  If  you  are  geared  to  handle  substantial 
vtdume,  you’ll  find  it  prohtabie  to  oootaa  us  at  once. 


'"''Mm 


A  P 1 T  O  LMfg.Co..Inc. 


•M  M4m  mrnm 


raoMBs  HJumimnMi  4ati4t 


CJIPITOL  Mff|.  Co.,  Ine. 
Now  Cnasborlcmd.  Poausa. 

GcnHcnian; 

PIcoM  tend  fuN  detoiU. 
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Excslum  Aluminum  Extrusion 
Plant  Starts  Operations 

Long  iHland’s  growing  industry 
took  a  giant  step  forward  when  the 
Jamaica  Sash  and  Door  Company, 
with  main  offices  at  Jericho  Turn¬ 
pike,  New  Hyde  Park,  Long  Island, 
opened  their  new  aluminum  extru¬ 
sion  plant  at  120  Old  Broadway, 
Carden  City  Park,  Long  Island. 
This  plant  will  operate  as  a  sub¬ 
sidiary  under  the  name  of  the 
United  States  Extrusion  Corpora¬ 
tion. 

The  new  plant  adds  to  the  com¬ 
pany’s  facilities  which  already  in¬ 
clude  modern  plants  in  Garden 
City,  N.  Y.,  New  Hyde  Park,  N.  Y., 
Hartford,  Conn.,  and  St.  Louis,  Mo. 

Jamaica  Sash  and  Door,  operate<l 
by  its  founders,  Armand  M,  Knopf, 
Morris  Ivanhoe,  and  Emil  H.  Buck¬ 
ner,  all  of  Great  Neck,  N.  Y,,  grew 
since  1945  from  a  small  retail  es¬ 
tablishment  into  a  local  di.strib- 

(Continued  on  Page  114) 


Season-all  Names 
Sales  Manager 

Mr.  Gene  Provenzano  has  Ijeen 
appointed  National  Sales  Manager 
of  Season-all  Sales  Corporation,  na¬ 
tional  distributors  of  Sea.son  -  all 
Storm  Windows  and  Storm  Doors. 
He  has  already  a.ssumed  his  new 
duties. 


G«ii«  Pr*' 


'  A  native  of  Rochester,  N.  Y., 
Mr.  Provenzano  brings  to  his 
position  wide  experience  in  the 


storm  window  field.  He  has  held  re¬ 
sponsible  positions  with  .several 
well-known  firms  in  the  indu.stry 
and  previous  to  joining  Sea.son-all, 
he  was  sales  manager  for  Stanwon 
Products  Corporation. 

In  making  the  announcement, 
Frank  Gorell,  president  of  St-a.son- 
all,  explained  that  Mr.  Provenza- 
no’s  duties  include  the  over-all  di¬ 
rection  of  Sea.son-all’s  sales  efforts 
and  the  coordination  of  .sales  activi¬ 
ties  of  the  hundreds  of  Season-all 
dealers  and  distributors  through¬ 
out'  the  country.  His  headquarters 
are  at  the  Sea.son-all  main  plant 
and  offices,  located  at  7027  Apple 
Ave.,  Pittsburgh,  Pa. 

*  *  * 

Nosh  Opens  Branch  Plant 
In  Dorchester,  Mass. 

The  Nash  Mfg.  Co.  of  Long 
Branch,  N.  J.,  manufacturers  of 
aluminum  combination  windows, 
doors,  grilles  and  accessories,  has 
opened  a  branch  factory  at  9  Liv- 


Laft:  At  e^iiiiifl  of  Eacolym'i  now  ostniuon  plont,  loft  to  Al  Zuckor,  Emil  Bucknor,  Ed  Pluthmon— oil  of  Jamaica  Sash, 
ritht,  Oscar  Colo,  Bon  Nothonson,  Art  Dnmtkor,  Armand  Knopf,  Ripht:  Jamaica's  ostrasion  press,  Gordon  City,  N.  J. 
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Pcrm-Aiuminum  Products  Company's  now  buildinp  in  Hillsido,  N.  J. 


ingstone  St.,  Dorchester,  Mass. 
This  branch  has  been  established 
to  meet  the  increasing  demand  for 
Nash  products  in  the  New  Knjfland 
area. 

The  company  will  manufacture 
at  Dorche.ster  the  same  hijyh  qual¬ 
ity  combination  windows  and  dix)rs 
produced  by  Nash  at  its  other 
plants  and  will  carry  a  full  inven¬ 
tory  of  grilles  and  accessories. 


Ralph  M.  Donaldson 


Ralph  M.  Donald.son,  a  native  of 
Norwood,  Mass.,  has  been  ap¬ 
pointed  manager  of  the  new 
branch.  A  i^raduate  of  Berkeley 
Preparatory  in  Boston.  Mr.  I>on- 
ald.son  attended  Boston  University 
where  he  majored  in  sales  and  mer- 
chandisinjr.  Before  Joininj?  Nash 
Manufacturing,  he  was  district 
sales  representative  for  Snow  Crop 
Marketers  in  .southern  New  Eng¬ 
land.  In  his  new  i)osition,  Mr.  Don¬ 
ald.son  will  supervise  plant  opera¬ 
tions  and  work  closely  with  dealers 
in  the  merchandising  of  Nash  prod¬ 
ucts  in  the  New  England  area. 

Branches  similar  to  the  new  one 
in  Dorche.ster  are  operated  in  Bal¬ 
timore,  Md.  and  Newark,  N.  J.  The 
Company  is  also  affiliated  with 
Nash  Aluminum  Ltd.  of  Oshawa, 
Ontario  where  a  large  plant  has 
been  established  to  serve  Canadian 
requirements. 

0*0 

Kota  Opens  New  Warehouse 
In  East  Syracuse,  N.  Y. 

A.  J.  Spassaro  of  Kota  Products, 
Inc.,  manufacturers  of  aluminum 
combination  windows  in  Rocky 
Point,  N.  Y.,  announces  the  open¬ 
ing  of  a  new  warehouse  at  606  West 
Manlius  Street,  FCast  Syracuse. 
N.  Y, 


Perm- Aluminum  Moves  to  New 
Building  in  Hilbide,  N.  J. 

Mr.  A.  I.  Schwartz,  President 
of  the  Perm-Aluminum  Products 
Company,  announces  the  relocation 
of  their  business  to  a  new  build¬ 
ing  in  Hillside,  N.  J.  The  expansion 
of  manufacturing  facilities  will 
make  possible  quicker  deliveries, 
and  enlarging  of  the  .sales  field 
of  Benart  Aluminum  Combination 
Windows  and  Doors. 

This  new  building,  Iwated  in 
Evans  Terminal  contains  10,000  .sq. 
ft.  of  floor  space,  and  will  .serve  as 
a  centrally  located  factory,  .sales 
office  and  showroom.  Mr.  Jack  Pro¬ 
hop  will  be  in  charge  of  the  fac¬ 
tory,  and  Mr,  Ben  Farbman  will 
continue  as  General  Sales  Manager, 

Benart  windows,  which  have  en¬ 
joyed  vast  public  acceptance  for 
many  years,  are  i)opular  with  many 
distributors  becau.se  of  an  exclu¬ 
sive  4-way  expansion  feature.  This 
makes  cu.stom-fitting  extremely 
simple,  thereby  cutting  installation 
co.sts  to  a  minimum.  F’or  further 
information  write  Perm-Aluminum 
Products  Co.,  Inc.,  F]van.s  Termi¬ 
nal,  Hillside,  N.  J. 

0  0  0 

Albritton  Expands  lalousie 
Soles  on  National  Scale 

Albritton  Engineering  Co., 
manufacturers  of  glass  jalousies 
in  Houston,  Texas,  announce  a 
greatly  expanded  sales  program 
to  market  the  company’s  new 
“Alenco”  jalousie  on  a  nationwide 
.scale.  Ford  D.  Albritton,  Jr.,  the 
company’s  dynamic  young  vice 
president  and  general  manager, 
recently  stated  that  production 


facilities  have  been  greatly  en¬ 
larged,  a  new  two  story  annex  has 
I)een  added  to  the  plant,  office  space 
has  been  increased  and  new  per¬ 
sonnel  hired  and  trained  as  part 
of  the  expansion  program. 

The  “Alenco”  jalousie  was  d**- 
signed  by  George  W.  Albritton,  a 
graduate  engineer  and  brother  of 
Ford  Albritton,  to  permit  mass 
production  of  a  series  of  standard 
sizes  suitable  to  the  majority  of 
installations.  The  establishment  of 
stock  sizes  and  large  runs  on  each 
size  has  made  it  possible  to  main¬ 
tain  a  continuous  flow  of  produc¬ 
tion  and  fill  orders  promptly  out 
of  inventory. 


To  keep  pace  with  the  company’s 
fast  moving  production,  Ia>uis  P. 
Knight,  sales  manager,  has  worked 
out  a  carefully  planned  dealer 
sales  program  supported  by  exten¬ 
sive  national  advertising.  Success 
for  dealers  means  success  for  the 
company  as  Knight  and  Ford 
Albritton  are  both  aware. 

Albritton  has  great  faith  in  his 
new  jalousie.  Carefully  engineered, 
.sturdily  built,  extremely  simple  to 
install,  and  attractive  to  both 
(Coutirnted  on  Page  .58) 


Ford  O. 
Albritton,  Jr. 
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B.  S.  Reporter... 


Aluminum  storm  windows  leaders  in  United  Jewish  Appeal  drive  are:  (seated,  I.  to  r.) 
Artie  Weisborth,  Jay-Art  Aluminum  Ca.;  Bob  Katz,  Badger  Aluminum  Extrusions;  Scott 
Skodnek,  Jasco  Aluminum  Products  Corp. — Honorary  Chairman;  Sol  Bayes,  Permalum 
Window  Co. — rChoirman;  Fred  Seltzer,  Dynamic  Mfg.  Co.;  and  Nat  Robbins,  Weothermaster 
Mfg.  Corp. — Treasurer. 

(Standing,  I.  to  r.)  Shelley  Goodman,  Jasco  Aircraft  Corp.;  €d  Kass,  Champion  Venetian 
Blind  Co.;  Ray  Whiteboak,  Empire  Home  Products,  Mrs.  Lina  Schuster,  Castle  Screen 
,Co.:  Emil  Buckner,  Jamica  Sash  Bt  Door  Corp.;  Sell!  Schuster,  Castle  Screen  Co.;  and 
Martin  Katz,  Martin  Katz  Corp. 


{Continued  from  Pa^e  57) 

dealers  and  customers,  the  “Alen- 
co”  jalousie  will,  in  Ford  Albrit¬ 
ton’s  opinion,  enable  his  company 
to  capture  a  larjfe  share  of  the 
national  jalousie  market. 

*  «  . 

Ludman  Moves  Into  New 
Ultra-Modem  Plant 

Builders  and  dealers  who  have 
ex|)erienced  difiiculties  in  KettinK 
deliveries  of  Ludman  Auto-Ijok 
windows  and  Windo-Tite  jalousies 
can  now  order  the.se  products  in 
cfsmplete  confidence  they  will  get 
speedier  deliveries. 

This  month,  Ludman  moves  into 
what  is  believed  to  be  the  world’s 
largest  manufacturing  plant  de¬ 
voted  100%  to  the  manufacture 
and  production  of  awning  windows 
and  jalousies  ...  an  ultra-modern, 
streamlined  one-story  structure  of 
masonry,  steel  and  glass  located  on 
the  mainline  of  the  Seaboard  rail¬ 
road  in  North  Miami. 

Fast  nearing  completion,  Lud¬ 
man  expects  to  begin  production 
in  this  new  plan  al>out  the  end  of 
May.  The  new  plant  is  the  last 
word  in  a  plant  facility  designed 
especially  for  window  manufac¬ 
ture.  Covering  an  area  of  some 
{Continued  on  Page  76) 


Storm  Window  Group 
Attends  UJA  Dinner 

Almost  a  hundred  representa¬ 
tives  of  the  aluminum  storm  win¬ 
dows  and  allied  products  industry 
gathered  at  the  Forest  Hills  Inn, 
in  Forest  Hills,  New  York,  on 
Thursday  evening,  June  11,  at  a 
dinner  in  honor  of  the  United 
Jewish  Appeal  of  Greater  New 
York.  The  aluminum  storm  win¬ 
dow  men  and  women,  organized 
as  a  concrete  division  on  behalf  of 
UJA  for  the  first  time  this  year. 


made  generous  pledges  in  support 
of  the  UJA’s  world  wide  program 
of  rescue,  relief,  resettlement  and 
rehabilitation  t)f  refugees. 

Main  speaker  at  the  dinner, 
which  was  chaired  by  the  chair¬ 
man  of  the  new  division,  Sol 
Bayes,  of  Permalum  Window  Co., 
was  Dr.  Carl  Hermann  Voss,  chair¬ 
man  of  the  executive  council  of 
the  American  Christian  Palestine 
Committee,  and  noted  minister, 
educator,  lecturer  and  traveler. 

Dr.  Voss  descrilx'd  the  situation 
in  Eastern  Europe  as  “critical  be¬ 
cause  of  its  unexpected  changes 
and  its  callous  indifference  to 
human  rights.” 

In  closing  the  meeting,  Mr. 
Bayes  congratulated  the  guests 
upon  their  “overwhelming  re¬ 
sponse  to  Dr.  Voss’s  plea  for 
funds.” 

Honorary  chairman  of  the  divi¬ 
sion  is:  Scott  Skodnek,  Jasco 
Aluminum  Products  Corp. ;  co- 
chairmen  are:  Emil  Buckner, 
Jamaica  Sash  &  Door  Corp. ;  Bob 
Katz,  Badger  Aluminum  Extru¬ 
sions;  Ned  Miller,  Miller  Table  Pad 
{Continued  on  Page  86) 
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FULL  LENGTH 
PIANO 
HINGE 


NEWl  Air  Master's  Maid  of  Aluminum  Door. 
Extra  Heavy  1-1/16"  thick  with  full  length 
piano  hinge.  Over  100  small  hinges  from 
top  to  bottom  make  it  the  easiest  swinging, 
strongest,  door  you've  ever  seen!  Stainless 
steel  hardware,  expandable  beveled  flush 
backsweep.  sturdy  aluminum  door  stop, 
heavy  gauge  stucco  embossed  kick  panel, 
smooth  satin  lustre  with  a  quality  look  help 
make  it  the  fastest  selling  door  you've  ever 
handled! 


EXCLUSIVE 
KEY-OPERATED 
KNOB  LOCK 


THE  ONLY  DOOR 
IN  THE 

INDUSTRY  FULL 
I  I/I6''  THICK 


NEW!  Air  Master  introduces  "Rancher" 
Combination  Aluminum  Screen  and  Storm 
Window.  Manufactured  in  stock  sizes  for 
all  swing-in.  swing-out,  horizontal  sliding 
ranch  windows.  All  extruded  aluminum 
frame,  rigid  construction  make  this  window 
ideal  for  the  big  "ranch  type  home"  market. 


AIR  MASTER  CORPQRATION 

lath  and  LEHIGH  AVENUE  •  PHILADELPHIA  32.  PA. 
Gnntinmnn: 

PInatn  tnnd  ma  dntaiU  ot  to  how  I  con  tinnlify  ns  ee 
•icinsivn  distribntor  for  Air  Master  Storm  Doers  end 
Windows. 


Slidina  Roach  Typo  Wiadewt 


Scraaas  •  Cosaaica*  Wladowt 


/r  Master 


&  Home  Improvement  Dealer 


ond  G*fl«rol  Monegar  of  Iwdmon  Corpor* 
often — ifiv«#itor  of  tf»«  world  fomowf  Awfo*Lek  window 
oporoting  mochonnm. 


Ivor  movo  an  entire 
plont .  .  .  and  try  to 
maintain  production? 

Ludmon  hatl  Not  one*,  but  twic*  in  10  thorf  months. 
Moving  on  ontird  plant  with  tons  of  mochlnory,  finishod 
products  ond  stockpilos  of  row  motoriols  ts  a  major 
oporotion  any  timo.  Espdciolly  wh«n  tho  plont  to  bo 
movdd  covors  ovtr  a  hundrod  thousond  tquoro  foot 
of  |am*packod  production  facilitiog  and  is  oporoting 
of  pook.  Most  monufocturors  would  shy  awoy  from  It. 
hut  tho  nocossity  of  hoving  to  hurriodly  vocoto 
govommont  ownod  proporty  at  Opo  Locko  Marino 
baso  to  mako  woy  for  tho  military->-tho  nocosstty  of 
hoving  to  toko  tomporary  quortors  at  MiomI 
Intomationol  Airport  whilo  a  now  plant  wos  boing 
oroctod<^it  tho  problom  that  focod  Max  Hoffman 
ond  ludmon. 

Coroful  odvonco  planning  plus  porfoct  teamwork  on 
tho  port  of  every  omployoo'^from  top  monogomont 
to  truckors^modo  both  moves  possible  in  record 
time,  loss  of  production  wos  hold  to  o  minimum. 

**A  tosk  seemingly  impossible  has  ogoin  boon 
accomplished  "  stated  President  Hoffmon.  '*Wo  ore 
proud  of  our  entire  employee  orgonixotion  and  their 
whole-hearted  enthusiosm,  efficiency  ond  expediency 
which  mode  both  moves  possible." 

**Now  ot  our  new  plant"  Hoffman  said,  "only  the 
growing  poins  of  exponsion  con  provide  any  further 
problems."  And  with  6  ocres  on  which  to  expond  ond 
grow  this  should  be  r>o  problem  for  ludmon. 

Ludman's  new  plant  is  one  of  the  most  modem  In  the 
world.  It  comprises  over  a  hundred  and  forty  thousond 
square  feet  of  floor  space. 

Designed  to  afford  maximum  light  ond  ventilation, 
ludman's  new  plant  is  a  model  for  other  monufocturers 
to  survey,  ludmon  Auto-lok  owning  windows  ond 
Windo-Tite  Jolousies  are  used  throughout  in  on 
expense  of  eight-foot  high  gloss  walls  of  light. 
Engineers  who  hove  viewed  the  new  plont  ore 
tremendously  enthusiastic  obout  the  effect  this 
window  ond  jalousie  instollotion  will  hove  on  employee 
productivity  ond  well-being. 

ffuilding  off  idols  stote— "the  use  of  ludmon  Auto-lok 
Windows  ond  Jolousies  hos  if>creosed  the  volue  of 
the  plant  by  many,  mony  times  the  difference  in  cost 
between  the  ludmon  Window  and  ordinory 
commerciol  windows." 

Oboter  &  Clorke  were  the  design  engineers  with 
A.  Herbert  Methes.  AIA,  consulting  orchitect. 

Special  electrkol  mstollotien  was  mode  by 
Henry  Nelson.  Aff  ore  Mlemi  Seoch  firms. 


ludman^^EF 

i/MOUS/ES 


faster  than 


WORtO'S  LARGEST  PLANT  MANUFACTURING  AWNING  WINDOWS  AND  JALOUSIES 


For  telling  action  and  big  profits — sell  the  jalousies  that  sell  themselves  .  .  . 
LUDMAN!  Right  now  Ludmon  Windo-Tite  Jalousies  are  selling  fast  .  .  . 
so  fast  we  have  had  to  build  this  tremendous  new  plant  .  .  .  the 

largest  in  the  world  manufacturing  awning  windows  and 
{alousies! 

Our  old  facilities  were  taxed  to  the  point  where  many  dealers  were 
unable  to  buy  Windo-Tite  Jalousies.  But  today  we  are  now  in  position 
to  supply  oil  demands  and  take  core  of  more  new  dealers! 
ludmon  engineering,  advanced  design  and  manufacturing  "know-how" 
moke  Ludmon  Windo-Tite  the  fastest  selling  .  .  .  the  most  profitable 
jalousies  you  con  sell!  Every  Windo-Tite  jalousie  installation  you  moke 
will  sell  another. 

BOX  4541,  DEPT.  BS-6,  MIAMI,  FLORIDA 

NSW  TORR  •  SOSfON  •  WASNINOrON,  D.  C.  •  CNICAeO 
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•  • 


are  selling 
ever  before! 


intlaialian.  Tk«y  sov*  Nm*  conwMains  labor  Thra*  stock 
T  otMfo  pormit  coMplalo  Aoxnslllty  in  Making  ony  instollotion. 
A^tmtoblo,  tbay  oBminata  Hm  nocoMity  of  wsing  wood 
flilor  skri|M  . . .  oHow  yov  to  "lo*ol  ap“  ootior  to  ossuro 
IMsIHvo,  tfgM  lotfyor  dosuros. 

Udnon  'Tondon  Grip  Untvar  Ops"  *cul  gloss  inslallatian 


Get  the  FACTS  now! 

Mail  this  coupon  today 


Km*.  Gloss  slips  into  ploco  in  ono  qokk,  oosy  oporotion. 
No  brooking,  no  binding,  no  clips  (D  bond — 
ond  no  rottio  aftarwarcW 


'potonl  oppSod  for 


Unlmaa  l••ds  In  dlsIrHnitinni 
CMlvnrfitinv  and  sains  Mps! 


Distributing  locilitios  ora  locolad  throughout  lha  country. 
You  gat  guick  dalivarios.  You  con  otfor  ludmon  Windo-THa 
jolousios  at  prkas  compatitiva  with  ordinary  jolowsias. 


Ludmon'i  hard-hitting  notional  odvortising  craotas  prospacts 
for  you.  Hard-sailing  daolar  halps,  foldars,  noturol  color 
photographs,  Ughtad  displays,  anualopa  stuflars  and  portoblo 
demonstrators  for  your  salasman  help  you  davalop  and  sail 
prospacts. 


Lndman— and  only  Lndmao-ccMrrlns  IIm 
Good  Hoosokooplnfp  Goaranty  Sool ! 


Womon  rocognito  and  know  tho  volvo  of  Ifio  Good 
Houtokooping  Gi/oronty  Sool.  Thoy  know  from  long 
exporionco  tho  prodvct  that  hot  It— norm  iff  It's  yovr 
guorontoo  too  that  you  soft  tho  finott  jolousio  modo. 
it  mokos  your  tolling  .  .  .  ootiorl 


^  Guaranteed  by 
Good  Housekeeping 


Dapt.  BS-*,  Bax  4541,  Miami,  Flarlda. 

RUSH  ma  complata  information  on  Ludmon  Windo-Tita  Jalou«.as, 
including  dascriptiva  litarotura,  compatitiva  prices  and  full  details  on 
portable  damoratrators  and  displays. 
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Air  Conditioner  Makers  Anticipate 
$2,000,000,000  Business  This  Tear 


rpHE  air-conditioned  ajfe  is  at 
hand.  This  year  makers  of  air- 
conditioninK  equipment  are  confi¬ 
dent  that  $2,000,000,000  worth  of 
their  products  will  be  sold  to  home 
owners  determined  to  disprove  the 
old  saw  about  everybody  talking 
about  the  weather  and  doing  noth¬ 
ing  about  it. 

The  plain  citizen  of  this  country 
has  become  more  and  more  accus¬ 
tomed  to  the  comfort  of  man-made 
weather  in  his  factory  or  office.  He 
has  decided  that  he  will  no  longer 
tolerate  slow  roasting  in  the  sum¬ 
mer  months  at  home. 

Air  -  conditioning  manufacturers 
labor  night  and  day  to  bring  down 
the  cost  of  both  year-round  air- 
conditioning  and  room  air-condi¬ 
tioners.  At  the  moment,  both  still 
repre.sent  a  substantial  investment. 


But  it  is  an  inve.stment  the 
American  public  apparently  is  will¬ 
ing  to  make.  Home  builders  are 
beginning  to  assert  positively  that 
homes  without  air  conditioning  will 
not  be  salable  in  the  next  few 
years. 

Controversy 

A  controversy  over  the  tyjie  of 
air-conditioning  that  eventually 
will  become  standard  in  homes 
rages  in  the  industry  at  the  mo¬ 
ment.  Important  producers  like 
General  Electric  Company  and  the 
Carrier  Corporation  have  gone  on 
record  as  committed  to  the  year- 
round  type  of  installation  that 
covers  the  entire  home.  Such  in¬ 
dustry  stalwarts  as  Philco  Corpora¬ 
tion  and  York  C/orporation  believe 
the  future  will  .see  householders 


buying  more  room  units  than  year- 
round  central  installations. 

At  the  moment,  the  room  air- 
conditioner  is  dominating  the  mar¬ 
ket,  but  great  strides  are  being 
taken  by  year-round  installations. 

Room  air-conditioners  are  priced 
from  $225  to  $1,000.  The  cost  de¬ 
pends  on  whether  the  unit  is  af¬ 
fixed  to  a  window'  or  stands  by  it- 
.self  on  the  floor  and  how  much 
hor.sepow'er  is  in  the  motor  that 
runs  it. 

Motors  run  from  one-third  horse- 
pt)wer  in  window  models  to  two 
horsepower  in  console  units.  Every 
major  producer  now  designs  an  at¬ 
tractive  window  unit  and  the  one¬ 
time  ugliness  of  these  products  is 
nothing  but  a  memory. 

Year-round  air  conditioners  cost 
more.  The  owner  of  an  average  six- 
room  house  with  modern  and  satis¬ 
factory  forced  warm  air  heating 
can  expect  to  pay  from  $800  to 
$1,200  for  installation  of  a  good 
central  air-conditioning  system. 

(Continued  on  Page  109) 
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ALUMINUM  COMBINATION  CASEMENT 
SASH  &  SCREEN 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 
CORK  INSULATION 
DOUBLE  STRENGTH  GLASS 
EXCLUSIVE  DRIP  CAP 

Many  Inclusive  Territories  Available 


WRITE  —  WIRE  or  PHONE 


WIN-SUM  WINDOW  CORP. 

13006  GREELEY,  DETROIT  3,  MICH  TOwnscnd  ^ 


Through  these  doors  pass  your 
most  profitable  Quality  Market! 


ALL-ALUMINUM 

Jalousie  and  Combination 

DOORS 


For  your  many  customers  who  realize  it  pays  to  buy  the  best  .  .  . 

Hrrr  ■«  your  door  to  lonr-profil  quality  sales.  (Compare  thesr  doors  for  beauty  and 
durability  —  and  you'll  see  why  the  Silver-Line  has  berome  a  “buy'’  word  for 
those  who  are  satisfied  with  nothing  hut  the  best.  Lare-free  performanre  for  a 
lifetime  means  less  service  calls  for  you.  Sell  “top  quality"  to  your  customers  .  .  . 
enjoy  top  sales  volume,  and  real  profit  for  yourself.  Stork  the  Silver-Line  now  ! 


EXCLUSIVE  . . .  I’re-assembled  concealed  hinges  —  held  in  place 
forever  hy  an  internal  reinforcing  plate.  Corners  reinforced  hy 
6  concealed  .stainless  steel  machine  screws. 


Rx4'lii!>ive  Tcrrittiric'^  open  f<»r  Dislrihtilor 
For  further  information  write  or  call: 

UNionville  2-9020 


Compare  these  “Top  Quality"  Features  that  give  more  for  the  money! 


■ic  Available  in  Clear,  Opaque  or  Solea 
Glass 

•it  Inside  and  Outside  Aluminum  Door 
Frames 

•it  Aluminum  Door  Knob,  Lock  an;'  Key 
•it  All  Hardware  Included 
•it  Heavy  Duty  Roto  Operator 


'fk  Recessed  Aluminum  Screens 

it  Butt  Type  Comers 

•it  Full  1"  Thick  Door 

-fk  Pneumatic  Door  Check  and  Chain 

•it  Combinotion  Door  with  Double- 
Strength  Gloss 

•it  Eatro-Heovy  Embossed  Kick-Plate 
•it  Adjustable  Bottom  Draft  Seal 


&  Home  Improvement  Dealer 
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a  roinliitialiitn  witidiiw 
that  hail  4‘Vfrythiiifi;,  including  ati 
ability  to  m*II  fant  and  !*t«*ad) . 
Kirat  of  all,  it’a  tnaih*  of  'I'OXK' 
THKATKl)  rrdwood  wlii<'lt  in>>u- 
lat«‘H  Ix'IItT  than  any  nirtal.  and 
il  hringa  you  ihrac  oIIht  impor¬ 
tant  fcaturra: 

•  FKttryaiuMbltd,  caaipittt  with 
cadMiiMi-plattd  liardwart. 

•  Sinita-tTKli  wladow,  iacladit  frames 
aad  iatarts. 

•  Self-ttariai  aeailahia  aa  request. 

•  Easy,  lew-cast  iastallatiaa. 

•  SctiumKber'i  traditieaal  quality 
caaitructiaa  tbraufkaut. 

•  Sales  sparked  by  Scbumacker's  alert 
merckaadisiai  preiram. 


THE  F.  E.  SCHUMACHER  CO. 

HARTVIllE.  OHIO 


mKumr 

COMBINATIOH  WINDOW 

You  can  counI  on  faHt  deliv¬ 
ery  from  Schumacher,  plua 
.S-humacher'a  high  ((iiality 
condnnalion  doora  to  com|ilete 
your  ar’Iling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
KVKH-KKDDY  ,  .  .  you'll  In- 
taking  a  prohtahle  ateji  in  tin- 
right  direr-tion  ! 


Air  Conditioning 

(Cfnitivurd  from  /'aye  16) 

ditioner.H.  Price  cutting  i.s  centered 
in  New  York,  Dalla.n  and  Chicago, 
he  reported. 

“Retail  price  cutting  in  .spite  of 
good  sale.s  volume  is  difficult  to 
understand,”  he  declared.  "It  can 
Ise  accounted  for  jtartly  by  the  fact 
that  there  are  more  air  condition¬ 
ing  dealers  in  the  field  than  ever 
before  and  the  fear  of  increased 
comj)etition  has  doubtle.ss  le<l  many 


dealers  tt)  cut  prices.  Many  dealers 
hntk  on  air  conditioners  as  short 
.season  items.  When  retailers  real¬ 
ize  that  they  have  a  fairly  long 
.selling  .sea.son  there  [)robably  will 
be  less  price  cutting.” 

C(M)I  spring  weather  has  had  n«) 
effect  (jn  .sales  of  Philco  (’orfKtra- 
tion’s  r(M)m  air  conditioners,  ac¬ 
cording  to  John  M.  Otter,  vice 
president  and  general  manager  of 
the  refrigeration  division.  He  .said 
Philco  will  be  sold  out  by  the  end 
of  June.  This  reflects  a  good  sell¬ 


ing  job  being  done  by  distributors 
and  dealers,  Mr,  Otter  declared. 

Sales  of  the  company’s  units  to 
consumers  since  Jan.  1  are  far 
ahead  of  the  comparable  peri<Ml  in 
any  previous  year,  he  re(M)rted. 
Mr.  Otter  .said  Philco  is  aware  of 
retail  price  cutting.  No  factory 
price  reductions  are  planned,  he 
declared. 

Many  manufacturers  w(»uld  have 
liked  to  turn  out  many  more  room 
air  conditioners  than  they  have 
since  the  Is'gi lining  of  the  year. 
Servel,  Inc.,  says  it  has  been  un¬ 
able  to  meet  planned  production 
because  of  the  difficulty  of  getting 
adeijuate  shipments  of  jiarts  and 
materials.  R.  (’.  A.  is  somewhat 
behind  because  of  shortages  of 
motors.  Fedders-Quigan  makes  the 
R.  (!.  A.  nxim  air  conditioner. 

fool  Weather 

(j)o|  weather  apparently  has  had 
little  effect  on  year-round  central 
air  conditioning.  L.  K.  Thompson, 
marketing  manager  of  (leneral 
Klectric  f'ompany’s  air  condition¬ 
ing  division,  .says  his  company  can¬ 
not  keep  up  with  orders.  The  com¬ 
pany,  according  to  Mr.  Thompson, 
has  moVe  than  doubled  its  (ilanned 
production  of  central  units  for 
195.'I  since  Jan.  1,  he  rejiorted. 

"We  u.sed  to  pray  for  a  hot  spell, 
but  it  certainly  is  not  necessary 
this  year,”  Mr,  Thomp.son  declared. 
“The  boom  in  central  air  condi¬ 
tioning  that  has  been  predicted 
for  the  last  twelve  years  actually 
is  under  way,” 

Be.st  industry  estimates  place 
the  total  of  new  room  air  condi¬ 
tioners  to  be  in.stalled  this  year  at 
6(K),0()()  units.  Robert  A.  Seidel, 
vice  president  of  R.  C.  A. -Victor, 
expects  .sales  to  reach  70d,tK)d 
units.  New  central  air  condition¬ 
ing  plants  in  1959  should  hit 
50,000,  according  to  informal 
quarters.  Total  .sale.s  will  be  more 
than  $2,000,000,000  according  to 
all  industry  factors  except  a  hand¬ 
ful  of  cautious  dealers.  These  are 
keeping  their  fingers  crossed  be¬ 
cause  they  remember  the  market 
glut  in  1950  and  1951  when  pro¬ 
duction  far  outstripjied  demand. 
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A  BRAND  NEW  IDEA  IN 

STORM  AND  SCREEN  WINDOWS... 

A  BRAND  NEW  PROFIT  MAKER  FOR  YOU 


"FOURSOMe"  THE  FOUR  PANEL 
THREE  CHANNEL  STORM  AND 

SCREEN  WINDOW 

BRAND  NEW! 

Your  customers  wont  it. .  .  .  Now  you  can  ofFer 
it. . . .  The  absolute  maximum  storm  and  screen 
window  utility.  WINTRO'S  FOURSOME  fea¬ 
tures  not  only  triple  channel  design  but  four 
panels  as  well. 

The  fourth  insert  is  the  second  outside  screen, 
and  makes  "FOURSOME"  a  FULL  SCREEN 
WINDOW,  with  all  the  advantages  of  com¬ 
bination  window  and  full  length  screen. 

PROFIT  FOR  YOU! 

The  "FOURSOME"  is  loaded  with  sales  ap¬ 
peal  .  .  .  power  packed  with  profit  potential 
for  you! 

Cash  in  on  "FOURSOME"  by  contacting  us 
for  distributorship  rights  in  your  area  (if  still 
available). 


K.  D.  DISTRIBUTORS,  DEALERS 

WE  ARE  READY  FOR  NATIONAL  DISTRIBUTION! 

We  are  looking  for  qualified  organizations  in  key  markets. 
Contact  us  today!  Use  the  coupon  below.  Phone  or  write. 


W  INTRO 

MFG.  CO.,  INC. 

639  Parkside  Avenue,  Brooklyn  25,  New  York 
Ulster  6-5555 


j  .  WINTRO  MFG.  CO.,  INC. 

{  639  Parkside  Avenue,  Brooklyn  25,  N.  Y. 

I  We  ore  interested  in  distributing  the 

1  WINTRO  FOURSOME  os: 

•  □  K.D.  Distributor  Q  Dealer 

I  Nome  . 

•  Address  . 

•  City  and  State . 


<S  Home  Improvement  Dealer 
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Many  Dealers  Actively  Assist  Homeowners 
with  Information  on  Loan  Negotiations 


There  are  two  important  ways 
for  a  home-ow'ner  to  K«t  a  loan  to 
pay  for  improvements  to  his  house. 

One  is  a  Federal  Housinpr  Admin¬ 
istration  Title  I  loan.  The  other  is 
an  additional  advance  on  an  open- 
end  mortjfa^e.  Roth  have  features 
which  enable  many  home-owners 
to  make  improvements  that  other- 
wi.se  they  couldn’t  afford. 

The  FHA  does  not  lend  money 
itself.  What  it  does  is  to  insure 
loans  made  by  private  lending  in¬ 
stitutions.  This  makes  banks  and 
other  lenders  more  willing  to  grant 
loans,  becau.se  the  FHA  insurance 
is  a  full  guarantee  of  payment. 

The  maximum  amount  for  a  Title 
I  loan  is  $2,500,  and  payments  can 
be  made  over  as  long  a  period  as 
three  years. 

Now  handling  more  loans  than 
ever  l>efore  in  its  19-year  history. 


the  Title  1  program  recently  re¬ 
ceived  a  new  $500,000,000  authori¬ 
zation  from  Congress.  This  was 
considered  neces.sary  to  catch  up 
with  a  backlog  of  applications  and 
to  facilitate  an  expected  boom  in 
home  modernization  work. 

Low'  interest  rates  and  a  rela¬ 
tively  long  number  of  years  for 
payment  are  the  advantages  of 
borrowing  money  under  an  open- 
end  mortgage,  which  includes  a 
provision  for  an  advance  of  addi¬ 
tional  money  after  part  of  the 
principal  has  been  amortized. 

A  typical  case  would  work  like 
this:  A  home-owner  has  an  open- 
end  mortgage  for  $12,000  at  ‘V(> 
percent  interest  for  20  years.  After 
five  years,  he  has  paid  back  $2,000 
of  the  principal.  Then,  if  he 
wants  to  improve  his  hou.se  for 
example,  reroof  with  asphalt 


shingles  or  finish  an  expansion 
attic — he  can  go  to  his  lending  in¬ 
stitution  and  .seek  an  additional 
advance  of  $2,000  or  less,  what¬ 
ever  he  needs  for  materials  and 
application.  When  the  additional 
advance  is  matle,  it  becomes  part 
of  the  same  mortgage  the  home- 
owner  had  before.  He  has  15  years 
for  repayment  at  4 '  o  percent  in- 
tere.st. 

An  additional  advance  under  an 
open-end  mortgage  is  available 
only  to  home-owners  whose  mort¬ 
gages  are  of  the  open-end  type  or 
to  those  who  can  persuade  their 
lending  institutions  to  recast  an 
exi.sting  mortgage  to  include  the 
open-end  provision. 

Advice  on  Iwrrowing  money  is 
part  of  the  stock  in  trade  of  most 
building  material  dealers.  Dealers 
keep  them.selves  informed  of  finan¬ 
cial  developments  and  are  acquaint¬ 
ed  with  bankers  and  officials  of 
.savings  and  loan  a.s.sociations. 
Many  dealers  will  actively  assist  a 
home-owner  in  loan  negotiations. 


Bch® 


JMOISIE  &  AWIIRG  GO. 

30  N.  E.  39lh  ST.  •  MIAMI,  HA. 


Awit-f  Wl«  l•«v•r  clip, 
wMi  iprina  t*iiti*n. 

4"  Ipwvan,  Ht«  favaritc 
•f  III*  Imm  *wiiT. 


Wtatliirilrippina  *1  haad, 
(•mb  till. 

T**l*4  far  •ff*cMv*ii*tt. 


Scr**ii  4r*|tt  Ini* 

t*pl*t*4  by  tt*nn 
wlii4*w  la  SO  **<*a4t. 


{NORTH 
SOUTH 
EAST  A 
WEST 


Specially  developed  for  winter  weather,  the 
new  SCHWAB  gloss  jalousie  is  available  with 
tight-fitting  storm  sash,  easily  dropped  in  place 
from  inside  the  home.  No  screws  or  retainers 
necessary  to  fasten.  A  new  idea  in  complete 
and  effective  weatherstripping  has  been  devel¬ 
oped  that  makes  this  window  really  tight. 

SCHWAB  JALOUSIES  ARE  YOUR  BEST  BET,  NO 
MATTER  WHERE  THEY’RE  SOLD. 

Aftk  for  our  now  cotolog  with  all 
instollotien  dotoiU  for  KD  ASSEMBLY 
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Dealers  &  Distributors  Find  Huge 
Profits  In  New  Jalousie  Sales  Plan 


ALENCO  Proven  Sales  Plan  Offered 
To  Selected  Firms  Throughout  Nation 

Here  is  your  opportunity  for  greater  profits  with  the  AI^EINCO  SALES  PLAN. 
This  plan,  tested  and  approved  by  163  dealers  in  the  Southwest,  is  now  being  offered 
to  you.  You  ran  enter  the  profitable  jalousie  market  with  this  comprehensive  sales 
plan  .  .  .  and  start  making  monev 

at  onre. 


ALENCO  Means  Profits 

An  ALENCO  DEALERSHIP,  or  dis 
iributorship,  means  high  profits  and  large 
dollar  volume.  ALENCO  dealers  are  es¬ 
tablished  directly  by  the  manufacturer. 
A  constant  flow  of  sales  help,  advertising 
material  and  dealer  promotions  is  fur¬ 
nished  dealers  by  the  manufacturer  .  .  . 
thus  saving  the  distributor  this  expense. 

ALENC^O  distributors  supply  dealers 
from  their  inventory  of  Kl)  units.  This 
method  of  distribution  means  faster  serv¬ 
ice  for  the  dealers  and  established  out¬ 
lets  for  the  distributors. 

Trefflendous  Market 

Every  house  with  a  porch  is  a  prospect. 
Extra  rooms  are  needed  by  most  families, 
hut  construction  costs  are  high.  ALENf.'O 
Jalousies  inexpensively  transform  a  porch 
into  an  extra  room  that  ran  be  used  the 
year  'round. 

Another  fast  growing  market  is  new 
home  construction.  Builders  and  con¬ 
tractors  find  ALEN(X)  Jalousies  give 
their  homes  a  fresh  new  sales  appeal. 
Jalousies  are  also  winning  popularity  in 
commercial  and  industrial  construction. 

Dealers  Are 

Not  Forgotten 

Ai.ENCO  dealers  are  supported  with 
conventions,  sales  training  programs  and 
national  consumer  advertising  campaigns 
...  all  designed  to  back  them  up  and 
put  these  dollar  profits  into  their  pock¬ 
ets.  Your  dealer  salesmaster  includes; 
advertising  material,  floor  displays,  signs, 
decals  and  many  other  tested  and  proven 
sales  aids. 


Proof  of  Profits! 

Here's  an  actual  example  of  a  typical 
job.  The  installation  above,  including  all 
labor,  materials,  and  ALENOO  Jalousies, 
figures  as  follows: 


Ketail  Sales  I’rice 
Actual  ('ost 


$.331.12 

198.60 


(.ROSS  PROFIT  fl.12..v2 

67%  MARK-I'P  OVER  COST! 


Product  Gives 
Lifetime  Service 

9  H*«vy  Extruded  Aluminum  Emme 
9  Easily  and  Ouickly  Adjusted  in  Width 
V  Easily  Assembled  With  Only  •  Screws 
W  Trauble^ree  Worm  Gear  Opercrtars 
9  Hurricane  Proof  Construction 
9  Easily  Removablo  Screens  and  Storm  Sash 

Get  Started  Now 

Here’s  a  deal  that  brings  you  high  prof¬ 
its,  with  large  dollar  volume  in  a  tre¬ 
mendous  market.  The  AI.ENf!0  glass 
Jalousie  and  sales  plan  have  proven  to 
be  money-makers.  Tear  out  the  card  .  .  . 
mail  it  today  .  .  .  we  pay  the  postage. 


MAIL  THIS  COUPON  NOW! 


FIRST  CLASS 
Permit  No.  4519 
Sec.  34.9  P.  1.  A  R. 

HOUSTON.  TEXAS 


BUSINESS  REPLY  CARD 

No  Portage  Stomp  necessary  if  mailed  in  the  United  States 


POSTAGE  WILL  BE  PAID  BY 

ALBRITTON  ENGINEERING  CORPORATION 
2S01  WIOXTON  lOAD 
HOUSTON  5.  TIXAS 


DON'T  MISS  THIS 


Prnminrnt  Houston  Ucalrr,  E.  S. 
l.«Gayr  says,  “ALENCO  jaiousicH 
rouplpd  with  the  ALENCO  prnvrn 
mIps  plan  arc  an  unboatahlr  profit 
prndurinit  rombination." 


ttLASS  JALOUSIE  DEALER 

MAKE  SOME  REAL  MONEY 


RETURN 

THIS 

CARD 


TREMENDOUS  MARKET 

advertising  assistance 

sales  PtAM 


pR 


ovsR 


AUMnON  RNOINtHINO  CO«fOIATK>N 
tMI  WROXTON  lOAO 
NOUSTON  S.  TIXAS 


PImm  Mnd  m*  mor*  information  on:  Q  Th#  ALRICO 
distributorship  plan  □  Tho  ALENCO  provon  dooior  solos 
plan.  I  undorstond  that  this  information  will  bo  sont  to  mo 
without  cost  or  obligation. 


CHy 


START  MAKING 
PROFITS  NOW 


ndreds  of  thousands 


and  developing  the 


calculable  dividends  to 


1  ncreased  production 


ishing  bottlenecks,  and  at 


new  beauty  • . .  rich  new 


and  incomparable  aspect  of 


stays  on  and  on  .  ^ .  the  most 


irahle  finish  that  engineering 


ever  devised  • . .  these  are  only  a 


fits!  Add  a  surprisingly  low  cost, 
pOMilfe  only  by  Arrow’s  "by-the-mile” 
ClMltfng  production  for  many  industries. 
PliW  thonsf  nds  of  dollars  and  thousands  of  hours 
Mved  over  slow,  expensive,  complicated  in-plant 
fiotahiag.  No  wonder  leading  awning  manufac¬ 
turers  START  WITH  THE  FINlSH-with  Arrow 
Pre>Coat  coils.  For  Samples  and  Complete  Informa- 
timf,  Write: 


Arrow  Pre-Coot  Aluminum  coils  may 
be  ordered  white  on  one  side  and  any 
standard  color  on  reverse. 


METAL  PRODUCTS  CORP 


T«l*pHon«:  POmpton  Lokvt  7-1120 
HASKELL,  NEW  JERSEY 


&  Home  Improvement  Dealer 


NOW? 

Suf  p^oi^s^  * 

‘  WINDOW  OR  DOOR 
WITH  A  SIMPLE 
SAW  CUT  I 


ike, 

WEATHERMASTER 

WEATHER  SEALED 

JALOUSIE 


COMPLETELY 

WEATHERSTRIPPED! 

Eiclutivt  Vinyl  Weafherttrip- 
pink  in  jamb,  head  and  sill  for 
complete  protection.  .  .  .  Head 
and  sill  available  in  4”  incre¬ 
ments.  jambs  in  S'/i"  incre¬ 
ments,  notched  and  completely 
assembled  with  tension-seal 
louver  clip  .  .  .  Extruded  alu¬ 
minum  throughout. 


Ea$y-to-assemble  KD 
units  complete  with 
exclusive  tension- 
seal  louver  clip, 
packaged  to  cut^- 
shipping  costs  and 
reduce  storage  re¬ 
quirements  .  .  .  You 
can  store  7  times  as 
many  KD  windows  in 
the  same  space  re-  ^ 
quired  for  assembled 
windows  — 


AT  ONCi 

for  d«toil*d  d«ol*r,  d«liv«rr. 
Oftd  informotioo  . . 


JALOUSIE 
t  WINDOW 
Mnnufnctvrine  Company 


1190  a.  I.  iwtk  ST  p.  a.  tax  72a.  a. 


Make  This  Personal  Audit 
If  You  Sales  Are  Dropping  Off 


For  years  salesmen  have  con¬ 
fronted  them.selves  with  a  com¬ 
monplace  problem,  Thi.s  applies  to 
the  r(K)kie  sale.sman  especially, 
and  frequently  the  .seasoned  sale.s- 
man.  The  common  problem  com¬ 
prises  three  questions:  1.  What  am 
I  I  doinpr  Wronjr?  2.  Why  am  I  Blank- 
intf  this  Month  when  Results  La.st 
Month  seemed  Easy  with  Less 
Effort?  3.  Is  it  Busine.ss  in  Gen¬ 
eral,  is  it  the  Territory,  or  is  it 
i  Just  Me? 

Personal  Audit 

In  the  final  analysis  a  little  con- 
'  centration  and  a  personal  audit — 
.1  faced  squarely  and  without  kidding 
one’s  self — can  reveal  the  answer. 
A  specialty  salesman  may  be  lik- 
'  ened  to  an  athlete.  For  example:  A 
good  baseball  pitcher  will  fre¬ 
quently  go  into  a  slump — when  he 
does,  unless  it  is  caused  by  a  physi¬ 
cal  disturbance,  he  can  analyze 
him.self  out  of  that  slump.  lie  must 
!  first  determine  whether  he  has  re- 
I  placed  his  poi.se  and  confidence 
i  with  tenseness  and  apprehension, 

I  Unle.ss  he  thinks  about  it  and  learns 
i  to  control  and  coordinate  his  mind 
i  and  arm,  he  is  destined  to  be 
I  “benched”.  The  worry  and  tense- 
I  ness  brought  about  by  yesterday’s 
[  failure  must  be  stricken  from  the 
I  mind,  even  though  it  can  never  be 
:  stricken  from  the  record.  Fear, 

:  from  a  negative  act,  can  be  erased 
I  by  positive  thinking  and  positive 
j  thinking  can  be  channeled  into  suc- 
I  cess. 

i  Perfection  and  the  consecutive¬ 
ly  attained  continuation  of  suc- 
ces.ses  are  consummations  devoutly 
to  be  desired,  but  no  man  can  pos¬ 
sibly  know  of  .succe.ss  unless  his 
concentration,  drive  and  tenacity 
of  purpo.se  have  been  utilized  to 
overcome  failure  and  mistakes. 

Quite  frequently  a  person  will 
refer  to  his  misfortune  or  bad  re¬ 
sults  as  “bad  breaks”.  'There  has 
I  been  much  w’ritten  and  said  about 


breaks,  both  good  and  bad,  but  not 
much  can  be  done  about  it.  It  is 
more  or  less  like  the  weather  ,  ,  , 
you  must  take  it  and  be  prepared 
for  it,  whether  it  be  good,  bad,  or 
fair,  and  realize  that  there  will  be 
weather,  and  certainly  if  it  were 
all  good,  it  would  be  monotonous  to 
.say  the  least. 

The  farmer  frequently  lo.ses  a 
day  of  plowing  or  a  day  of  cultiva¬ 
tion  because  of  bad  weather,  but 
if  he  is  prudent,  he  will  use  that 
day  to  repair  and  generally  condi¬ 
tion  his  plow  or  cultivator  so  that 
they  may  be  used  to  an  advantage 
and  will  withstand  the  strain  and 
usage  without  breakdown,  when 
good  weather  comes  along. 

The  baseball  pitcher  must  fre¬ 
quently  go  to  the  showers  ...  a 
failure  in  that  game,  but  by  work¬ 
ing  to  improve  himself  and  con¬ 
centrating  on  how  to  pitch  a  better 
game  tomorrow  he  will  be  success¬ 
ful  at  the  game  later. 

Map  a  Campaign 

Let  us,  then,  compare  the  sales¬ 
man  with  "the  baseball  pitcher  and 
the  farmer.  In  the  case  of  the  ath¬ 
lete  a  personal  audit  or  a  re-evalu¬ 
ation  of  ability  plus  the  concentra¬ 
tion  of  “mapping  out  a  campaign” 
of  skill  will  prove  effective.  The 
farmer’s  psychology  is  merely  a 
matter  of  utili7.ing  time  which  oth¬ 
erwise  would  be  wasted.  What 
.salesman  could  not  benefit  by  com¬ 
bining  re-evaluation  and  psycho¬ 
logical  utilization  of  time? 

Back  to  question  number  one — 
“What  am  I  doing  wrong?”  The 
nswer  lies  in  all  probability  not  in 
the  fact  that  he  is  actually  doing 
anything  wrong  but  that  he  is 
wasting  valuable  time  and  blaming 
bad  breaks  for  his  lack  of  results. 
Mistakes  are  frequently  made  but 
even  mistakes  can  be  of  benefit 
when  they  are  filed  away  mentally 
for  a  similar  problem.  Mulling  over 
(Continued  on  Page  110) 
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foctcfuf  (f<yu 


STANDARD  24x24  SIZE 

‘Shipped  Knocked  Down 


TiJecUAefi'^i^  TiJcKcCoto^,  ^kc. 


manufacturers  of  aluminum  products 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 
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6^ 


WITH 

GEORGE  W.  TRAPP  CO 

AAANY  EXCLUSIVE  FEATURES 
SIMPLE  INSTALLATION 
SHIPPED  COMPLETE 
TROUBLE-FREE  SERVICE 
PROTECTED  TERRITORIES 
EXCELLENT  PROFITS 


r 

MANUFACTURING  A  \ 
COMPLETE  LINE  OF 

SCREENS  FOR  CASE¬ 
MENT  WINDOWS 

_ 

A  HEAVIER  EXTRUSION 


Precision  Engineered 
Beautifully  Designed 
Economically  Priced  Door 

WRITE  -  WIRE 
or 

PHONE 


SELL  &  PROFIT  With 

The  Finest  Quality 
Door  Available  .  .  . 


Exclusive  Territories  Available 


fzrs 


Business  Activity 

(Continued  from  Page  16) 

$282.5  billion  in  March,  an  increase 
of  $1.5  billion  over  February  and 
of  $20  billion  over  the  rate  a  year 
earlier. 

“Bu.sine.ss  incomes  have  al.so 
moved  ahead  with  higher  volume 
and  comparatively  stable  non-farm 
prices,”  it  went  on.  ‘‘An  exception 
to  the  general  trend  has  been  the 
income  of  the  farm  population 
where  the  flow  is  down  from  last 


year’s  rate,  owing  to  the  price 
movement  which  was  again  lower 
in  April,”  it  observed. 

In  a  special  analy.sis  of  indus¬ 
trial  trends,  the  department 
.stressed  that  output  is  roughly  10 
per  cent  above  a  year  ago.  It  said 
the  ri.se  has  been  ‘‘particularly  pro¬ 
nounced”  in  defense  and  durable 
producers’  goods  industries  as  well 
as  in  major  consumer  durables. 

‘‘Pnxluction  of  defense  goods 
has  continued  to  rise,”  it  said,  ‘‘but 
the  advance  has  been  tapering  off. 


As  a  con.sequence,  most  of  the  in¬ 
crease  in  total  production  has  been 
for  the  civilian  economy.” 

Order  backlogs  in  durable  goods 
industries  have  changed  little  since 
last  summer,  it  said. 

«  *  * 

Sell  More  Fans 

(Continued  from  Page  38) 

stance,  a  basement  with  windows 
large  enough  to  provide  ample  ex¬ 
haust  can  be  an  excellent  location 
for  an  attic  fan.  Enclo.se  the  ba.se- 
ment  stairwell  and  place  the  fan 
under  the  .stairs.  An  adoining  ga¬ 
rage  wall  or  a  breezeway  are  other 
jw.ssible  locations  for  an  attic  fan 
which  have  proved  to  be  as  success¬ 
ful  as  the  conventional  attic  instal¬ 
lation. 

Several  factors  should  be  consid¬ 
ered  to  make  the  most  satisfactory 
installation  of  an  attic  fan.  In  lo¬ 
cating  an  attic  fan  which  exhau.sts 
directly  to  the  outside,  place  it  .so 
that  it  di.scharges  with  instead  of 
against  the  prevailing  winds.  With 
the  type  of  installation  in  which  the 
fan  is  located  on  the  attic  floor  dis¬ 
charging  into  the  attic,  the  fan 
should  be  located  as  centrally  as 
po.ssible  .so  that  it  is  as  di.stant  as 
possible  from  all  of  the  rooms  to 
be  cooled.  Directly  over  a  central 
hallway  is  a  g<K)d  position. 

Location 

Location  and  size  of  the  dis¬ 
charge  openings  for  the  fan  are 
other  important  considerations. 
The  attic  fan  mounted  on  the  out¬ 
side  wall  should  be  in  an  opening 
no  le.ss  than  the  square  of  the  fan 
wheel  diameter.  For  the  types  of 
fans  which  discharge  into  the  attic, 
there  should  always  be  a  number 
of  discharge  openings  unless  struc¬ 
tural  difficulties  interfere.  With 
several  openings,  there  is  little 
chance  that  a  head  wind  from  one 
direction  will  affect  the  fan’s  per¬ 
formance.  Such  di.scharge  openings 
can  be  located  in  a  dormer  or  a 
gable,  in  which  cases  they  should 
(Continued  on  Page  74) 
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/• 


simplicity  of  assembly... just 
s  Hnt  make  Pro-Tect-U  the 


symbolize  Pro-Tect-U  jalousiei 
one  of  the  outstanding  featul 

leader  in  its  field.  This  simplicjK  co^  reduce  your  salesmen's 
equipment  from  a  slide  rule/to  on  order  book ...  resulting 
in  more  sales  to  more  satisfied  c/istomers. 


A  $impl«  sawing  oparation 
in  minufas  makat  spaciol  custom 
windows  on  Iht  job  oliminoting 
unnocossory  doloy. 


On*  hundred  KD  windows, 
siio  24  (37"x  SOH")  con  ba 
stored  in  lass  thon  fifty  cu. 
feat  of  shelf  space. 


kt/u  The  only  Jalousie  Window  with 
iljy  distributed  closing  force  throughout 
intire  height  of  the  unit. 


PRjJ-TiCT-U  The  only  Jalousie  Window  with 
^hardware  adjustment  every  fourth  louver. ..and 
r  /  weatherproof  vane  ends  by  the  use  of  inter- 
j  locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORP.  Dept.  BS  6 
4525  Ponce  DeLeon  Blvd.,  Coral  Gables,  Florida 
Phone  67-5681 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 

Name . 


Address 
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BOOST  TOUR  PROFITS  with  th« 

mu  PREFABIIICAnON  KD  PLAN 

for  the  Tri-Way  and  Tri-Trac  Extruded  Aluminum  Windows 

The  (mall  diulribulor  now  ha*  the  opportunity  to  go  into  Kl)  without 
the  expeniie  of  tooling  and  other  romplex  aowenihly  operationw.  In  other 
words,  with  the  minimum  of  investment.  All  sub-assenilily  and  prefabri- 
ration,  surh  as  installation  of  hardware  and  track  on  the  Andrea 
Tri-way  are  done  at  the  plant  before  shipment  to  the  Kl)  operator; 
also  all  hardware  and  prefabrieation  are  done  on  the  Andrea  Tri-Trar 
at  the  Lynbrook  plant.  The  only  necessary  assembly  work  left  on 
either  unit  for  the  Kl)  operator  consists  of  ussemblinii  the  three  inserts 
and  the  welding  of  the  master  frame. 

This  welding  of  the  master  frame  is  a  production  technique  developed 
by  Andrea  that  results  in  a  frame  4  times  stronger  than  other  t>|>es 
and  warp  proof.  This  simple  brazing  operation  eliminates  costly 
set-ups  and  multi-operations  of  frame  assembly,  no  extras  necessary. 

This  system  results  in  rutting  costs  by  S0%  of  other  Kl)  operations. 


Andrea  Tri-Way 

•  Self  StorinK 

•  Screen  Action  All  FoaitionH 

*  Fully  Interlocked 

•  Overlap  DealKn 

*  Stainleaa  Steel  Hardware 

*  All  Aluminum  Screen 


Andrea  Tri-Trac 

Non-removable  Tracka 
Inatalled  Effortleasly  on  Overlap 
Weatern-type  Blind  Slop  and  Over¬ 
lap  Kaatern-type  OpeninKa 
.Automatic  Lock-atop  on  Inaerta 
All  Aluminum  Screen 


Fattest  installing  and  best  priced  windows  in  the  field! 

WRITE,  WIRE,  PHONE... get  the  Andrea  KD  Profit  Story 


Andrea 


Mnnufodufpis  of  Aluminum  (ombination  Windows  4!  Door 


183  HORTON  AVENUE  •  LYNBROOK,  L.  I.,  N.  Y.  •  LYnbrook  3-8668 


r  SPECIAL 

Introductory  Offer  On 


AII2-C-CCL 

ASPHALTED 

INSULATION  BACKER  BOARD 

for  Re-Roofing  and  Re-Siding  Jobs 


TRIAL  ORDER 

AT  A  GBEATLV  REDUCED  PRICE 

.  .  .  Write  for  Details  .  .  . 


Distributors  and  Wholesalers: 
WRITE  FOR  OUR  SPECIAL  DEAL 


111  -4  -4  I  I  4  4  Sil 

23622  WOODWARD  P  O  BOX  62  DETROIT  20,  MICH 


Sell  More  Fans 

(Continued  from  Page  72) 

be  louvred,  or  there  can  be  exhau.st 
openings  in  the  eaves  or  soffits. 
Roof  vents  can  be  provided,  and 
grilles  in  a  porch  roof  which  forms 
part  of  the  attic  space  are  also  pos¬ 
sible  discharge  openings. 

Insect  screening  is  not  recom¬ 
mended  to  cover  discharge  open¬ 
ings  since  it  requires  constant 
cleaning  and  increases  the  resist¬ 
ance  of  the  system.  Instead,  all  dis¬ 
charge  openings  should  be  covered 
with  I2  i>ich  hardware  cloth  to 
keep  out  birds  and  rodents. 

After  making  an  attic  fan  instal¬ 
lation,  be  sure  that  the  motor  and 
fan  bearings  are  lubricated  and 
demonstrate  its  operation  to  the 
homeowner.  Make  certain  that  a 
door  or  window’  to  the  outside  is 
open  before  starting  the  fan,  and 
explain  that  the  fan  will  pull  soot 
down  the  fireplace  chimney  if  there 
is  no  other  way  for  the  air  to  en¬ 
ter.  Also,  it  is  wise  to  check  for 
.sources  of  noise  when  the  fan  is 
first  started.  Most  attic  fans  have 
sound  isolating  mediums  to  mini¬ 
mize  operational  noise,  hut  such 
things  as  loose  floor  boards  on  the 
attic  joists  may  be  a  .source  of 
noi.se. 


Installation  Easy 

Beyond  making  certain  that  the 
fan  is  of  adequate  capacity  to  serve 
the  hou.se,  there  is  little  involved 
in  making  a  succe.ssful  window  fan 
installation.  It  takes  only  a  few 
minutes  to  fit  it  into  the  window, 
and  since  it  is  portable,  the  home- 
owner  can  experiment  himself  with 
different  locations  for  it.  In  gen¬ 
eral,  it  is  best  to  place  the  fan  in 
a  window  at  one  end  of  the  house 
.so  that  air  entering  will  travel  the 
length  of  the  house  and  therefore 
ventilate  all  the  rooms.  If  the  win¬ 
dow  fan  is  to  be  used  in  night  cool¬ 
ing,  it  is  best  not  to  locate  it  in 
the  bedroom,  but  in  a  room  oppo¬ 
site  the  bedroom  so  that  the  sleep- 

(Continued  on  Page  78) 
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is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


yt,  its  and 

for  ut«  in  snow  country. 


DISTRIBUTORS:  Writ*  or  wir*  immodiot*- 
ly  tor  furtKor  intormotion. 

D€ALRRS:  Contoct  vs  tor  locotion  of  your 
noorost  distributor. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


LIGHT 

C'TNRU'S  potontod  cwrvod  lotrvors  brook 
wp  Karsh,  outsido  lipKt  which  onfors  your 
room  soft,  9iorol«ss  ond  di#vsod.  No  moro 
droory  rooms  with  this  oxclusivo  tooturo. 

VENTILATION 

C-THIIU'S  offiginoorod  loovors  koop  tho  son 
owoy  from  yoor  windows,  oi^  ollow 
cemploto  owning  ond  room  vontilotion.  No 
dood  oir  pockots  moons  tcmporotoros  lew- 
•rod  os  moch  os  17  dooroos. 


C-THRU  ALUMINUM  AWNING  CO. 

424  W  IITH  ST  ,  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  PORCH  CANOPY 


C-THRU  WINDOW  AWNING 


C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  INDUSTRIAL  AWNING 


&  Home  Improvement  Dealer 


Reynolds  Metals  Compl«t«8 
Aluminum  Expcmsion  Plan 

The  Reynolds  Metals  Co.  has  an¬ 
nounced  completion  of  financing  its 
gigantic  po.st-Korean  aluminum 
expansion  program  which  will  in¬ 
crease  producing  capacity  from 
225,000  tons  to  414,500  tons. 

Arrangements  have  been  made 
for  the  .sale  of  $45,750,000  of 
bonds  to  nine  insurance  companies 
and  $.‘11,000,000  of  loans  from  10 
banks  through  Dillon  Read  &  Co. 
and  Reynolds  &  Co. 

The  company  also  borrowed 
$5,000,000  from  institutional  in¬ 
vestors  last  year — making  a  total 
of  $161,750,000  available  for  the 
expansion  program. 

Proceeds  were  used  to  finish 
aluminum  and  alumina  producing 
facilities  at  Corpus  Christi,  Texas 
and  to  build  a  new  plant  at  Arka- 
delphia.  Ark. 

The  Corpus  Christi,  aluminum 
plant  is  nearing  operating  capacity 
of  80,000  tons  a  year.  The  adjacent 


alumina  plant  will  have  a  daily  ca¬ 
pacity  of  1,000  tons,  though  initial 
production  is  not  expected  before 
the  fall  of  1953. 

The  Arkadelphia  plant  will  have 
an  annual  production  capacity  of 
55,000  tons  of  aluminum,  with  pro¬ 
duction  scheduled  to  begin  June 
19.53. 


Ludman  Moves 

(Continued  from  Page  58) 

140,000  square  feet,  the  plant  will 
be  laid  out  so  that  production  and 
fabrication  of  window  parts,  win¬ 
dows,  jalousies  and  jalousie  doors 
can  be  accomplished  in  one,  .smooth 
(lowing  in-line  production  route 
from  raw  material  to  finished  prod¬ 
uct. 

Raw  materials  will  be  received 
at  special  unloading  docks.  Heavy 
duty  overhead  crane  equipment 
will  be  u.sed  to  accomplish  this 
material  movement  with  efficiency 
and  dispatch. 


To  the  rear  of  the  main  building, 
a  special  foundry  structure  is  now 
being  constructed,  in  order  to  give 
Ludman  complete  facility  for  proc¬ 
essing  their  own  raw  aluminum 
requirements. 

A  huge  new  1250  ton  Lake  Erie 
extrusion  press,  which  according 
to  Lake  Erie  Engineering  Corp.,  of 
Buffalo,  New  York,  is  the  la.st 
word  in  extension  press  design,  is 
al.so  being  in.stalled. 

A  completely  equipped  tool  and 
machine  shop  for  manufacturing 
Ludman’s  special  tools,  jigs,  fix¬ 
tures  and  dies  is  al.so  being  set  up. 

Since  many  of  the  machines  u.sed 
in  the  manufacture  of  windows  are 
of  varying  electrical  capacities, 
special  power  facilities  will  re¬ 
ceive  pow'er  in  on  heavy  duty  lines 
then  transform  it  for  u.se  through¬ 
out  the  plant  on  the  proper  capa¬ 
cities. 

Special  unloading  and  loading 
facilities  have  al.so  been  incorpo- 

(Continued  on  Page  86) 


ROLLING  WITH 


•  For  exceptional 
weather-tight  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


I^ojL/\aL/vss  /:qi  7/\\i/:\t 

^  )  .  /.VC. 

8931  CARNfCIE  AVE  •  CIEVEIAND  6  OHIO 
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QUAIITV 


in  design  •••  in  materials 
•  ••in  constructien 


makes  the  difference! 


when  you  sell 


TRIPLE-CHANNEL 


TMs  oHrecMve,  new  AlWINTiTI 
Oemenslnrter  Dit|Mey  Cat*,  cem- 
ylete  wHh  eeweNiig  wlerfew  eml 
celewey  mcHms,  Is  eely  ef 
Moey  AlWINTiTI  sales  aids 
avaNaMe  la  dealers. 


DISTniBUTOnSHIPS 

AVAILABLE: 

We  are  now  appointinK  additional 
distributors  for  ALWINTITE  combi¬ 
nation  window  products  in  a  number 
of  territories.  If  you  are  well-rated, 
and  can  qualify  as  an  aggressive,  re¬ 
liable  distributor,  write  for  complete 
details. 

VOM^T  VELA  Y. . .  A€T  MOWI 


COMBINATION  WINDOWS 


•  ALWINTITE  is  not  just  another  window . . .  it’s  the  best  com¬ 
bination  storm  window  on  the  market  today,  say  distributors  who  have 
handled  others.  And  what’s  more,  ALWINTITE  is  competitively  priced. 

SEE  FOR  YOURSELF 

If  you  want  to  see  why  ALWINTITE  is  easier  to  sell,  make  this  Compari¬ 
son  Test.  Stand  the  ALWINTITE  window  next  to  any  other  combination 
window  being  offered  today.  You’ll  quickly  appreciate  ALWINTITE’s 
quality  appearance  ...  its  superior  design  features  . . .  it’s  strong, 
heavy-gauge  extruded  aluminum  sections  . . .  and  its  precision  con¬ 
struction-all  features  that  make  it  “THE  QUALITY  WINDOW  ' 
everybody  wants. 

NATIONAL  REPUTATION  A  REAL  SALES  ASSET 

Now,  add  to  this  the  reputation  of  the  Company  behind  the  product 
. . .  General  Bronze  Corporation’s  40-year  reputation  for  reliability, 
for  integrity  and  for  finest  quality  window  products . . .  and  you’ll 
understand  why  ALWINTITE  is  readily  accepted— easier  to  sell. 

DRAMATIC  SELLING  AIDS 

ALWINTITE  “Triple-Channel”  (NOT  triple  track)  combination  win¬ 
dows  are  nationally  advertised  and  carry  the  Good  Housekeeping  Seal 
of  Approval.  General  Bronze  Corporation’s  Warranty  on  every  instal¬ 
lation  plus  many  new,  dramatic  selling  aids  develop  enthusiasm  in 
salesmen,  as  well  as  in  prospects,  and  help  your  men  close  more  sales. 
Write  or  wire  today  for  distributorship  details.  Address  BS-653. 


ALWINTITE 


DIVISION 


GENERAL  BRONZE  CORPORATION 

'  STEWART  AVENUE,  GARDEN  CITY,  N.  Y. 
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Sell  More  Fans 


m  »£rm  shams 
tH  yooH  MASm 
V  exmstOHs  A 


See  the  Kessler  Door 
Sweep.  Quality  built  —  will 
fit  any  door.  55c  each— 36"  length. 

Write  for  quantity  discounts. 


Phon*  Riverside  3*9335 


KESSLER  PRODUCTS 
COMPANY 

1064  West  Federal  Street 
YOUNGSTOWN,  OHIO 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 


aluminum 

©RIP”  RAILING 


Palptileil  and 
Palanl  |»piidln|i 


RAILING  JOINS  THE  MARCH  OF  PROGRESS  TO  ALUMINUM  AND 
HIGHER  PROFITS.  YOU,  THE  HOME  IMPROVEMENT  DEALER, 
CAUSED  THE  TREND  TO  ALUMINUM  PRODUCTS.  "PILGRIM" 
"MIRACLE  GRIP"  RAILING  WAS  CREATED  TO  SATISFY  THIS 
DEMAND.  YOUR  AAARKET  IS  WAITING. 

"MIRACLE  GRIP"  ALUMINUM  RAILING  IS  A  NATURAL  K.D.  PROD¬ 
UCT.  ASSEMBLY  AND  INSTALLATION  HAVE  BEEN  SIMPLIFIED  SO 
THAT  A  NOVICE  CAN  A^KE  A  PROFITABLE  START. 

NO  WELDING;  NO  WASTE;  NO  LOSS  OF  AAATERIAL  BY  MIS¬ 
TAKES.  IT'S  NEW;  REVOLUTIONARY  AND  FOOLPROOF.  IT'S 
VERY  STRONG,  BEAUTIFUL  AND  SALABLE.  PUBLIC  ACCEPTANCE 
IS  PROVED. 

WRITE  OR  PHONE  OUR  NEW  ADDRESS 


IF  YOU  ARE  IN  THE 

YOUNGSTOWN  AREA 

■E  SURE  TO  DROP  IN. 
(ACROSS  FROM  STRUTHERS  P.  O.) 


{Continued  from  Page  74) 

ingr  quarters  are  the  first  to  receive 
the  cool  night  air  as  it  enters. 

In  deciding  the  best  location  for 
the  kitchen  fan,  the  prime  concern 
should  be  locating  the  fan  as  close 
to  the  range  as  possible.  Locate  the 
fan  so  that  air  entering  the  kitchen 
sweeps  across  the  room  and  over 
the  range.  It  is  best  not  to  place 
the  fan  close  to  a  window  or  door 
which  permits  air  to  enter  the 
room,  since  the  air  will  then  follow 
the  path  of  least  resistance  and 
travel  directly  to  the  fan  instead  of 
covering  the  entire  room.  Air  en¬ 
tering  the  kitchen  should  come 
from  other  rooms  of  the  house. 


Wall  Model  Fan 

The  wall  model  kitchen  fan  has 
;  the  advantage  that  it  can  be  placed 
quite  clo.se  to  the  range,  and  the 
ceiling  model  is  especially  well 
suited  for  u.se  in  an  L-shaped 
kitchen  as  it  will  reach  all  corners 
of  the  kitchen  regardless  of  the 
room’s  structure.  The  window 
model  kitchen  fan  is  attractive  be- 
,  cau.se  of  its  low  cost  and  will  do 
just  as  good  a  job  as  the  built-in 
types.  It  should  not  be  u.sed  how¬ 
ever,  if  the  window  is  too  far  from 
the  range  or  if  there  is  only  one 
window  in  the  room. 

All  kitchen  fans  should  be  built 
and  installed  so  that  they  can  be 
easily  cleaned,  or  they  will  collect 
grease  and  lose  efficiency,  A  ceiling 
model  kitchen  fan  should  not  have 
over  ten  feet  of  duct  work,  and  the 
duct  work  should  be  grease-tight. 
Otherwise,  the  grease  will  leak 
through  the  ducts  and  stain  the 
ceiling  and  w’all.s,  constituting  a 
fire-hazard  and  necessitating  ex¬ 
pensive  redecorating. 

It  is  most  important  that  the 
fan  you  install  be  rated  accurately 
if  satisfactory  ventilation  is  to  re¬ 
sult.  Realizing  the  importance  of  a 
standard  test  method  to  rate  ex¬ 
haust  fans,  the  American  Society 

(Continued  on  Page  80) 
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"  '  -  •  "  - - 


WRITE  FOR  FULL  DETAILS  AND  PRICES  NOW 


.  .  .  America’s  largest 
selling  lowest  cost 
louvred  window! 


Dealers  .  .  .  share  in  the  profits  of  this  larjiest 
selling  lowest  eost  loin  red  window  !  .STN-S  XSH 
windows  sell  easier — faster — than  anv  other  window 


SUN-SASH  is  perfect  for  porches,  breezewoys, 
patios  .  .  .  kitchens,  bathrooms,  bedrooms 


le  ainaxiiif;  saliie 


vintlow.  M  \o \Mi  IS  ^•o^erln}^  Aineriea 
with  natittnal  adxertisin^.  why  not  eash 
in  on  this  profit-inakiiif:;  pntniotitiii'/ 


SUN-SASH  in  commcrcio!  instaHotions 
ore  modern,  efficient  ar>d  inexpensive. 


louvred 


WINDOW  facts 


SUN-SASH  .  ,  .  gives 
added 

WEIGHT!  Almost 
twice  t^he  weight  of 
ony  other  window  of 
Extro  weight 
'""tons  extra  life--no 
—  makes  for 
better  instollotion. 


SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38,  N.  Y. 


Please  send  me  lull  informofion  on  how  I  can 
become  o  Sun-Sash  deoler. 


Nome. 


Address. 


<&  Home  Improvement  Dealer 


PKOTECTilLIIII 

the  miracle 

CLEAMER- 

POLISH 

gives  a  lasting 
NEW  LOOK  to  all 
natural  aluminum 


STORM  WINDOWS 

DEALERS  SAY: 


AND  DOORS 


“It't'the  perfect  angwer  to  our  cutiomert' 
puettion  ‘How  do  I  keep  it  cleon?'  " 

DISTRIBUTORS  WANTED  Prices: 

TO  SELL  DEALERS,  IN-  ^  Sample  siie  -  75c 
STALLERS,  etc. 


Gallon  can  —  $2.75  net 
Case  of  24  $1.  cans  —  $14.40  net 
Cash  with  order,  thipped  prepaid 


PROTECT  ALUM,  INC.  I 

110  Canter  Street,  New  Milford,  N.  J.  Orodell  8-0196  I 


Sell  More  Fans 

(Continued  from  Page  78) 

of  Heating'  and  Ventilating  Engi¬ 
neers  and  the  Propeller  Fan  Manu¬ 
facturers  Association  together  with 
the  United  States  Department  of 
Commerce  developed  Commodity 
Standard  CS  178-51  as  the  stand¬ 
ard  for  fan  performance.  Any  fan 
bearing  the  Propeller  Fan  Manu¬ 
facturers  As.sociation  “Certified 
Ratings”  label  is  guaranteed  to  de¬ 
liver  the  air  moving  capacity  for 
which  it  is  rated,  having  been  test¬ 
ed  and  rated  according  to  the  in¬ 
dustry-government  standards. 

Choosing  a  “Certified  Ratings” 
fan  and  following  the  fan  .selection 
and  location  principles  outlined 
above  will  insure  .sati.sfactory  fan 
performance  and  satisfied  custo¬ 
mers  the  be.st  insurance  for  a 
growing  volume  of  sales. 


Watch  Those  Words 

(Continued  from  Page  39) 

“What  line  are  you  in?”  1  asked 
him  instead. 

“Insurance,”  he  said  swiftly  and 
then  went  on.  “Another  thing. 
When  you  handed  me  the  order, 
you  asked  me  to  sign  it.  Sign  is  a 
very  sales-dampening  word.  Peo¬ 
ple  hate  to  sign  anything  and  they 
resist  a  little  or  a  lot  when  they 
hear  that  word.  It  would  have  been 
better  if  you  had  just  pointed  to 
the  dotted  line  and  said,  ‘Your 
name  goes  here’  or  ‘Press  heavy, 
your  copy  is  on  the  bottom’  or  just 
hand  me  the  order  with  your  foun¬ 
tain  pen.  Not  a  big  thing,  this 
choice  of  words.  But  why  should 
we  salesmen  overlook  anything 
when  sales  are  the  way  we  make 
our  living?” 

He  did  have  a  nice  manner  about 
him  and  he  had  come  up  with  some 
ideas  that  I  could  use.  I  thanked 
him  quite  warmly  for  going  in  to 
this  w^ord  discussion,  as  I  made 
another  move  to  leave. 

He  held  out  a  restraining  hand. 

(Continued  on  Page  88) 


JUNE  1953  BUILDING  SPECIALTIES 


A  WINDOW 
FOR 
fVERY 
OPENING 


JALOUSIE 


DOUtLI 

HUNG 


PIVOTED 


i, 

cr 

PROJECTED 

i 

HOPPER 

y=ij 

TWINSUL 


UTILITY 


THI  COMMTf  UNI 

Our  Catalog 
In  Sweet’s  or 
IF  rite  Direct  For 
Complete  In  for- 
motion. 


afford  ...  or  don’t  want  ...  to 
buy  bigger  houses. 

V’ou  can  give  them  an  “extra 
room”  they  can  afford  and  sell  all 
the  materials  for  a  complete  re¬ 
modeling  job  when  you  set  up  our 
simple  see-for-yourself  Jalousie 
display  in  your  business. 

Our  sales-perfected  display  not 
only  presents  an  actual  jalousie 
customers  can  easily  operate 
themselves  .  .  .  IT  VISUALIZES 
THAT  EXTRA  ROOM  FOR 
THEM!  This  means,  once  they 
see  it,  customers  actually  sell 
themselves! 

FREE  SALES  BUILDERS  KIT 


WHY  THIS  DISPLAY  SELLS: 

I  ,  IT  SHOWS  VOUN  CUSTOMEHS  HOW  TO  MAKE  MOHI  NOOM 
WITH  PICTURES  OP  THC  PINISHCO  PRODUCT 

2^  IT  CONVINCES  CUSTOMERS  THAT  UALCO  JALOUSIES  ARE 
SIMPLY  INSTALLED  .  .  .  EASILY  OPERATED  .  .  .  CLOSE 
WEATHER-TIGHT  (STORM  SASH  ALSO  AVAILABLE. I 

IT  GIVES  YOU  THC  OPPORTUNITY  OP  SELLING  ALL  THE 
MATERIALS  THAT  GO  INTO  A  COMPLETE  REMODELING  JORt 


ORDER  YOUR  DISPLAY  TODAYI 

Just  fill  out  coupon  below  and  return  to  ui.  Your  Jalousie  Dis¬ 
play  Plan  will  be  mailed  out  immediately!  We  bill  you  $19.25 
(actual  cost  of  display)  which  is  later  deducted  from  your 
inital  orders.  This  means  your  display  doesn't  cost  you  a  penny! 
SALES  BUILDER  KIT  INCLUDED  FREE! 

Also  Available— SALESMAN’S  DEMONSTRAT¬ 
OR  .  .  .  equipped  with  handle  for  easy  carrying. 

Increases  sales  when  you  demonstrate  actual  Ualco 
Jalousie  window. 


included  with  dis¬ 
play  .  .  .  contain¬ 
ing  newspaper 
mats,  mail  stuffers, 
radio  spots,  win¬ 
dow  banners  and 
television  spot*. 


UNION  ALUMINUM  CO.,  INC.  •  SOUTHERN  SASH  SALES  A  SUPPLY  CO. 
_ 1^1^  Lar(«*t  MMMlaetiirir  of  Aloialmiai  OattoitiH  Wlodawt 

I  I  I  ^  UMIOM  ALUMINUM  CO.,  INC..  aMHIcM,  AlAkamA  | 

fGIt  ^  □  eiuu  MM  M  MIC*  UALCO  ALUMINUM  JALOUtll  DltOLAT.  AMaA*  I 

-A|  .  ini  Mr  accMM  tar  »IO.at.  I  uMaralaM  INa  tall  tlA.ll  ailll  ka  Aa-  I 

—  I  vk  G«ct»G  frmm  mw  InHIaI  •rG*rt.  WISH  my  GiopiAir  I  «IM  r«c«lv*  wllR*  * 

>  ^  Mt  cP«rS«  “MARC  MORE  RGO«r‘  Nil.  I 

I  n  PiMAM  tAdifHcM  prICAt.  * 

_  ^  L . I 

T-W  1  I  Addr#*#  . . I 

J  .  City  . a . .  SUtA . . . a.  ’ 

■  BlEfiAd  . . .  ■ 
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Kaiser  Aluminum  Opens  4th 
Potline  at  Chalmette  Plant 

Kaiser  Aluminum  &  Chemical 
Corp.  has  announced  start  of  opera¬ 
tions  at  the  fourth  potline  of  its 
aluminum  works  at  Chalmette,  La. 
near  New  Orleans. 

The  company  said  this  marked 
the  completion  of  the  “first  phase” 
of  its  expansion  program  at  the 
Chalmette  works.  The  fourth  pot¬ 
line  was  put  into  operation  less 
than  a  year  after  metal  was  poured 
from  the  first  potline. 

Completion  of  the  first  pha.se  has 
rai.sed  the  plant’s  annual  capacity 
to  200  million  pounds. 

Meanwhile,  construction  is  pro¬ 
gressing  without  interruption  on 
the  “second  pha.se”  program  to 
double  the  Chalmette  plant,  accord¬ 
ing  to  the  company.  The  corpora¬ 
tion  e.stimates  that  the  plant  will 
have  eight  potlines  with  an  annual 
capacity  of  400  million  pounds  by 
next  summer  if  there  are  no  delays 
in  obtaining  materials  and  equip¬ 


ment.  This  capacity  would  make 
the  Chalmette  plant  the  largest  in 
the  country. 

Kaiser  officials  said  the  Chal¬ 
mette  plant  is  assured  constant  pro¬ 
duction  through  the  utilization  of 
Ix)uisiana’s  natural  gas  reserves  as 
a  power  source. 

Own  Power  Facilities 

Kaiser  Aluminum  is  constructing 
its  own  power  facilities  on  the 
plant  site  at  a  rate  paralleling  con¬ 
struction  of  potlines.  The  com¬ 
pany’s  steam  plant  will  have  a 
capacity  of  370,000  kilowatts  and 
will  be  one  of  the  largest  steam 
plants  in  the  world  operated  by 
private  industry  for  its  own  use. 

The  Chalmette  plant,  designed 
and  being  constructed  by  Kai.ser 
engineers,  is  part  of  the  company’s 
privately  financed  $200,000,000 
general  expansion  program  to  more 
than  double  its  over-all  annual  pri¬ 
mary  aluminum  capacity  to  about 
816  million  pounds. 


Older  Age  Group 
Buys  More  Goods 

Here  are  some  facts  to  remem¬ 
ber  when  selling  metal  awnings.  It 
has  long  been  believed  that  sales¬ 
men  and  advertising  men  should  di¬ 
rect  their  appeals  to  people  aged 
about  20  to  35  because  this  is  the 
time  when  they  are  establishing 
homes,  rearing  families  and  thus 
naturally  are  in  the  market  for 
almost  any  commodity  you  have  to 
sell. 

The  reasoning  is  logical.  There 
is  one  flaw — the  under  35  group  is 
an  intensive  market,  BUT  it  is  a 
forced  draft  group  whose  buying  is 
restricted  in  quality  and  price  by 
income.  It  is  true  that  this  group 
makes  many  purchases,  but  usually 
in  the  lower  priced  goods  and 
goods  which  may  be  cla.s.sed  as 
basic. 

Almost  all  the  durable  goods 
purchases  which  fall  into  the  de 
luxe  class  such  as  high  priced  auto¬ 
mobiles,  Buick,  Cadillac,  etc., 
{Continued  on  Page  113) 


•  Cool  Roy  Aluminum  Awnings  ore  now  monufocfured  exclusively  by  The  Rosenblum 
Brothers  Company,  Youngstown,  Ohio  .  .  .  there  is  no  other  Cool  Roy  manufacturing 
plant  in  the  United  States,  nor  are  there  any  licensed  or  franchised  plants — producing 
The  Cool  Roy  Metal  Awning. 

Any  distributor  or  dealer  now  handling  the  Cool  Roy  Metal  Awning  will  he  welcome  to 
do  business  with  The  Rosenblum  Brothers.  Check  with  us  today— cash  in  on  our 
profit  (to  you)  plan. 


A  few  CHOICE  territories 

are  available  RIGHT  NOW! 


MAIL 


METAL  AWNING  DIVISION 


COOL  RAY  AWNING  DIVISION 
OF  THE  ROSENBLUM  BROTHERS  COMPANY 
226  S.  Phelps  Street  .  YOUNGSTOWN,  OHIO 
Please  tend  information. 


Phone  ROSENBLUM  BROS.  CO. 

RIVERSIDE  SOUTH  PHELPS  ST. 

4-4412  YOUNGSTOWN  3,  OHIO 


Nome . 

Firm  Name . 

Address . 

City . Stote 


82 


JUNE  1953  BUILDING  SPECIALTIES 


Y§wll  find  9¥§rytkiM9  jr«v  wwaf 
th§  ALL-LITt  ntif! 

Frankly,  only  10%  af  tka  butinaM  mtabHih- 
mantt  now  Mllint  ta  fha  wiaOaw  markat  ^oali* 
fy  for  ALL-LITI  doolarthipt  ond  dUtribator- 
■hipt. 


II  yeu'v*  goHcn  HiU  lor,  Ih*  likelihood  it 
that  you  think  oi  wo  do  — in  Iho  dirocliofi 
ol  AkAJO*  SAIES  VOlUME  ond  o  butinoit 
coroor  at  lotting  at  Aniorica. 

Vou'ro  Iho  man  wo'ro  tookingl 
^  All-IITE  it  on  important  tlondord  in  Iho 
indutiry.  Wo  oro  happy  to  bo  In  o  potilion 
^  to  occommodolo  now  dittribulion  in  oroot 
horoloforo  impottiblo  to  torvo.  To  guolifiod 
ogonciot,  wo  ttond  roody  to  unlooth  tho 
kind  of  ttrong  promotional  oHort  that  tondt 
Iho  now  All-IITE  ogoncy  into  inttoni  prom* 
^  ,  inonto  in  Iho  oroo  —  conlinuot  with  tolid 
'i  tuppon  throughout  Iho  lilo  ol  tho  Ironchito 
4^-  moking  tho  individual  and  All-IITE  tho 

^  tlondoul  combination  ontorprito. 

II  you  wont  IhIt  kind  ol  tlG  BUSINESS 
OEEtATION,  uto  Iho  coupon  bolow  to 
onnounco  your  inlorotl  ond  tlond  by  lor 
oclionl 


"SNAP-ON"  JAIOUSIES  with 
''micromotor"  adjustability.  Unique 
two-section  design  it  the  practical 
answer  to  installation  and  reploce- 
ment  problemt. 


RANCH  WINDOWS  by  All-IITE  are 
the  builder's  ond  contractor's  ontwer 
to  tow-cost  demanded  window  wolls. 
Chrome-bronze  operator  locks  in  full 
or  port-open  position. 


"AIR  SCOOP"  AWNING  WINDOWS 
—  with  entro  lorge  vents  thot  extend 
24"  ore  so  perfectly  bolonced  ond 
counter-boionced  thot  they  stoy  put 
even  without  engoging  the  oporotor 
bor. 


RESIDENTIAL  CASEMENT  WINDOWS 
As  in  oil  All-IITE  fromese  the 
mortise-tennon  corners  moke  this 
line  the  sturdiest,  most  efficient, 
eosiest-instolling  cosement  on  the 
morket.  Roto-operotor  is  simple,  too, 
ond  smooth,  eosy-working. 


Sen<T  complete  informotion  to: 


&  Home  Improvement  Dealer 


The  > 

Lowest  Price 
Quality  Jalousie 
on  the  market 


VentiLite  VentLock  control  eliminates 
objectionable  crank  turning  and  knob 
twisting.  Unit  opens  and  closes  with 
only  V4  turn  of  operator  lever  which 
holds  louvres  in  any  position. 

New,  mechanical  corner  eliminates 
welding  and  weak  spots,  makes  unit 
stronger,  more  rigid. 

VentiLite  is  without  doubt  the  most 
beautiful,  practical  jalousie  on  the 
market . . .  easy  to  install,  easy  to  sell, 
extremely  profitable. 


VentiLite  Glass  Jalousies  are  the  very 
latest  innovation  . . .  with  features  that 
are  years  ahead  of  the  market.  Frame 
is  heavy  63  ST5  aluminum. 

Latest  massive  d/ecast  clips  with  double 
overlap  completely  seals  off  all  air  and 
water  infiltration.  Head  and  sill  tight¬ 
ly  weatherstripped. 

Perfectly  engineered  for  the  toughest 
coldest  climate.  3"  louvres  with  W' 
overlap  make  a  solid,  tight  unit.  Storm- 
sash  can  be  attached  inside,  replacing 
screen. 


Offers  the  Most  Sensational 
Plan  on  the  Market 
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WsEITlHgTI 


A  Package  Deal 

for  the 

Complete  Manufacture 
of  Glass  Jalousies 

I 

VentiLite  offers  you  a  truly  sensational  oppor¬ 
tunity  to  be  an  integral  part  of  the  fabulous, 
booming  jalousie  business. 

We  will  set  up  a  complete  fabricating  plant 
for  you.  Our  technicians  and  engineers  will 
get  your  production  rolling  and  train  your 
labor.  We  will  even  train  your  sales  force 
and  help  you  with  your  merchandising  and 
advertising. 

You  can  amortize  part  of  the  cost  of  setting  up 
a  plant  over  a  long  period.  Present  allotments 
of  aluminum  will  enable  you  to  make  1,000 
units  per  month. 


The  first  3,000  units  you  sell  will  retuir, 
a  substantial  portion  of  the  total  cost  of 
plant  set  up. 

Heavy,  interlocking  mullion  slides  in;  no 
screws  needed. 

Plant  setup  includes  screen-making  depart¬ 
ment  to  make  screens  at  low  cost. 

Unit  is  designed  so  it  con  be  shipped  to 
dealers  and  distributors  KD,  assembled  in  a 
matter  of  minutes. 

It  is  so  expertly  designed  that  fabrication  is 
simple.  Costly,  intricate  operations  are 
eliminated.  • 


Dealership  and  distributorship  inquiries  are  invited 
but  will  be  subject  to  the  manufacturer  in  your  area 
when  one  is  set  up  as  manufacturers  will  have  full 
control  of  their  own  areas. 


5556  BISCAYNE  BOULEVARD  Manufacturers  of  MIAMI  37,  FLORIDA 

GLASS  LOUVRE  WINDOWS  AND  DOORS 
IN  ALUMINUM  FRAMES 

PateiiH  Fending 
Unifed  States  Serial  No. 

122,240  and  Canada  Serial 
No.  600,247. 

VentLock  Controls  —  Reg 
U  S  Potent  Office. 


&  Home  Improvement  Dealer 
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Ludmaii  Moves 

(Continued  from  Page  76) 

rated  in  this  new  plant  designd  to 
handle  both  rail  and  truck  ship¬ 
ments. 

With  the  main  plant  area,  a 
special  mezzanine  area  will  pro¬ 
vide  light,  cool,  comfortable  work¬ 
ing  quarters  for  Ludman’s  large 
staff  of  window  engineers. 

Every  possible  facility  for  the 
comfort  of  the  employees  has  been 
built  into  this  most  modern  struc¬ 
ture  to  provide  as  near  perfect 
working  conditions  as  can  be  found 
anywhere. 

Office  facilities  will  be  located  in 
the  front  section  of  the  plant.  Sep¬ 
arated  by  a  sound-proofed  masonry 
wall  from  the  main  plant,  offices 
will  be  completely  air-conditioned 
and  will  be  the  most  beautiful 
imaginable.  A  continuous  inside 
planting  area  will  bring  a  touch  of 
tropical  Florida  right  into  the  of¬ 
fices. 


Since  this  new  plant  is  quite 
some  distance  from  Miami  proper, 
it  also  includes  its  own  cafeteria 
for  employees  and  the  use  of  visit¬ 
ing  dealers,  distributors  and  guests 
of  Ludman. 

In  announcing  the  coming  com- 
petion  of  this  new  plant.  Max  Hoff¬ 
man,  Ludman’s  inventor-president, 
states,  “This  new  plant  facility 
will  enable  Ludman  to  still  further 
increase  its  position  of  leadership 
in  window  research,  engineering, 
design  and  production.  In  addition, 
it  will  enable  Ludman  to  expand 
its  product  line.  A  superior  win- 
row  system  of  hardware  will  be 
among  the  first  to  be  introduced.” 


B.  S.  Reporter 

(Continued  from  Page  58) 

&  Venetian  Co.;  and  Arthur  Weis- 
bart,  Jay-Art  Aluminum  Products 
Co. 

Associate  chairmen  of  the  indus¬ 
try  are:  Scotty  Ivanhoe,  Jamaica 


Sash  &  Door  Corp. ;  Armand 
Knopf,  Jamaica  Sash  &  Door 
Corp. ;  Emil  Langfelder,  Emil 
I^ngfelder ;  George  Lieblein,  Para¬ 
mount  Aluminum  Products  Corp.; 
Fred  Seltzer,  Dynamic  Manufac¬ 
turing  Co.;  Irving  Snyder,  Floral 
Venetian  Blind  Co.  Vice-chairmen 
are:  Sam  Boris,  Winter-Seal 
Corp.;  Sheldon  Goodman,  Jasco 
Aircraft  Corp.;  Ed  Kass,  Cham¬ 
pion  Venetian  Blind  Co. ;  Oscar 
Perez,  General  Screen  &  Sash  Co. ; 
Ray  Whitebrook,  Empire  Home 
Products. 

The  Treasurer  is  Nat  Robbins, 
W’eathermaster  Manufacturer 
Corp. 

Executive  Committee  men  are: 
Murray  Bass,  Peerless  Grille  Co.; 
Norman  J.  Edelman,  East  Coast 
Industries,  Warren  J.  Freeman, 
General  Bronze  Corp, ;  Bernard 
Goldstein,  ABC  Products  Inc., 
Robert  HerrescViaft,  Builder’s  Sash 
&  Door  Co.;  Herman  Janis,  Per¬ 
fection  Steel  Products;  Martin  B. 

(Continued  on  Page  90) 


CASEMENT  WINDOW 


DOOA  CANO^' 


COMPIETE  LINE 

for  botf)  lotidvi'tlol 
i  Lommcfciol  irt»f«Mcit><>nt 


LOWERED  ADJUSTABLE  RAISED 

For  complete  protection  to  any  position,  from  inside  for  maximum  light  in  winter, 
winter  and  summer  alike.  or  outside  the  building.  on  cloudy  days  year  'round. 


/4(utKi*Ut*K 

AWNINGS 


Yes,  it  takes  SALES  to  put  money  in  your  pocket .  .  .  and  it  takes 
FEATURES  to  close  the  sale! 

Ron-del’s  exclusive  FOLDING  feature,  alone,  is  enough  to  keep 
the  Ron-del  dealer  out  in  front .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 

But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  less  time  .  .  .  extra 
sales .  .  .  and  extra  PROFITS! 

If  you  are  a  well-established,  aggressive  dealer  .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  if 
you  can  sell  a  well-known,  nationally  accepted  product  that 
is  attractively  designed  .  .  .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  . . 

Then  .  .  .  write  us  on  your  letterhead  today  .  .  .  for  facts  about  a 
Ron-del*  dealership  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


Lon-del  inc. 


*Regi»tered  Pal.  No.  23781 39 


Penthouse,  Reserve  Loon  Life  Building, 
Dallas,  Texas. 


DISTRIBUTORS: 

A  few  key  ciliei  tiMI  open 
for  active  cfitlribulorihipt. 
WRITE  TODAY 
for  complete  deioiU. 
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PROTtCTtD  TERR»* 
VAST  fAARK^- 


A  Golden  Opportunity 
To  Double  Your  Profits! 


This  product  is  brand  NEW,  less  than  two  years  on  the 
market.  It  is  NOT  a  fly-by-night  item.  It  is  NOT  storm 
windows,  freezers,  encyclopedias,  vacuum  cleaners  nor  any¬ 
thing  similar.  It  is  NOT  a  luxury  item.  This  product  is 
actually  a  necessity  in  every  home  in  this  country! 

Our  1952  sales  were  sky-high,  almost  unbelievable.  Yet, 
there  were  over  500,000  homes  that  actually  needed  this 
product  and  we  just  couldn’t  get  to  them  in  time!  This 
is  why  we  must  immediately  appoint  more  distributors. 

Although  many  territories  are  now  franchised,  other  markets 
are  still  available,  but  not  for  long.  If  you  now  have  an 
aggressive  sales  organization  and  you  want  to  greatly 
increase  your  profits,  this  is  YOUR  golden  opportunity! 

You  will  not  have  financing  problems.  Our  product  is 
approved  for  F.H.A.  Financing. 

Write  to  us  today.  We’ll  show  you  in  detail  how  you  can 
make  more  money  with  our  product  than  you’ve  made 
in  your  life! 

We  are  a  nationally  recognized  manufacturer,*  in  business 
making  other  products  for  over  20  years! 

THE  HONE  SAFETY  GUILD,  NEW  HAVEN  2.  (ONKECiicui 

INCREASE  YOUR  PROFITS  with  R-S 

Water  Conditioning  Equipment 

Sell  rile  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 

Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 

Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-'round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE.  DETROIT  4,  hdlCHICAN 


Watch  Those  Words 

(Continued  from  Page  80) 

“You’re  a  smart  young  fellow,”  he 
said,  “And  I’m  .sure  that  you  got 
what  I  meant  all  right.  But  repe¬ 
tition  with  examples  is  always  the 
best  way  to  learn,  I  think.”  He 
went  over  to  his  desk  in  a  corner 
of  the  living  room.  “I’d  like  to 
just  run  through  my  insurance 
sales  story  for  you,  showing  how 
to  avoid  the  use  of  sales-dampen- 
ijig  words.  To  help  us,  supose  we 
fill  out  this  chart.  What  are  the 
ages  of  your  children’?” 

Well,  no  sense  in  dragging  out 
this  article  any  longer.  But  I  did 
w'ant  to  pass  on  to  you  the  advice 
that  fellow  gave  me.  Good  sales¬ 
man,  he  was  all  right.  And  that  in¬ 
surance  policy  1  bought  from  him 
is  nice  to  have.  A  smart  move  on 
my  part,  I  figure,  because  my  com¬ 
mission  on  my  sale  to  him  darn 
near  paid  (whoops,  took  care  of) 
the  first  premium. 

•  *  •  * 

Ornamental  Iron 

(Continued  from  Page  41) 

holes  at  the  bottom  of  the  rail  jyosts 
and  then  into  the  expansion  shields 
in  the  concrete  holes.  Bolts  are 
tightened  with  a  quarter-inch 
wrench,  securing  the  railing.  The 
whole  job  takes  less  than  an  hour. 

The  importance  of  railings  from 
the  homeowner’s  viewpoint  cannot 
be  overemphasized.  Not  only  do 
they  .serve  a  desirable  home  im¬ 
provement  function  by  adding  con¬ 
siderably  to  the  attractiveness  of 
the  home,  but  they  provide  safety 
as  well.  They  are  much  safer  for 
children,  and  certainly  adults  will 
also  find  them  an  aid  to  sure  foot¬ 
ing  on  wet  or  icy  days. 

Like  the  ornamental  iron  railings, 
porch  columns  too,  have  excellent 
decorative  value.  They  improve  the 
appearance  of  any  home.  In  addi¬ 
tion,  they  eliminate  forever,  the 
replacement  cost  of  wood  columns 
which  tend,  ultimately,  to  rot  or 
rock  out  and  thereby  decrease 
home  value. 
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D 


COMBINATION  WINDOWS  AND  DOORS 


OUR  OWN  FLEET 
OF  DELIVERY  TRUCKS 

We  own  and  operate  our  own  trucks, 
making  drop  shipments  ready  for 
installation  in  order  to  assure  you  of... 

•  PROMPT  DELIVERIES 


EXCLUSIVE 

TERRITORIES 


•  ELIMINATION  OF  COSTLY  PACKAGING 
CHARGES 

•  LOWER  FREIGHT  RATES 


with 


means  your  own  Aluminum  or  Redwood  Combination  Storm  Windows  and  Doors 
in  your  own  territory.  Enjoy  higher  profits  with  fast  selling,  top  quality  but  low 
priced  units. 


WRITE  •  WIRE  or  PHONE  TODAY  FOR  FURTHER  INFORMATION 


MANUFACTURERS  OF  ALUMINUM  AND  REDWOOD  COMBINATION  STORM  WINDOWS  AND  DO 


&  Home  Improvement  Dealer 


YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extrudars  ol  Rodi,  Tub**,  Strip*. 
Spacial  Shop**  tor  builder*  hardwar*.  chem¬ 
ical  induelrie*.  electronic*,  iumiture,  toy*. 
Sntl  far  tmtinrfrimt  rrtammtudationi. 

YATES  Company 
SSIS  Cemetery  Road  Erie,  Pa. 


B.  S.  Reporter 

{Continued  from  Page  86) 

Katz,  Badger  Aluminum  Extru¬ 
sions;  Abe  Meizel,  Tru-Seal  Alu¬ 
minum  Products  Corp. ;  Milton 
Milbauer,  Nair  Window  Co.; 
Walter  Nagrodsky,  Curvalum  Door 
Manufacturer  Co.;  Moe  Schneer, 
Tru-Seal  Aluminum  Products 
Corp.;  Mrs.  Selli  Schuster,  Castle 
Screen  Co. ;  A1  Schwartz,  Royalum 
Co.;  Murray  Schwartz,  M  &  M 
Sales  Co.;  Irving  N.  Steinik,  Nair 
Window  Co. ;  and  Arthur  Wegner, 
Norman  Aluminum  Window  Co. 

*  «  * 


Life  Magazine  Features 
North-East  Jalousie 

The  May  18th  i.s.sue  of  Life 
magazine  devotes  a  whole  page  to 
glass  jalousies.  The  article  (on  page 
182)  mentions  the  Lewis  and  Con¬ 
ger  awards  to  manufacturers  of 
household  products  which  are  most 
likely  to  prevent  accidents  in  the 
home.  One  of  the.se  Lewis  &  Con¬ 
ger  .safety  awards  was  recently 
given  to  North-East  Metal  Prod¬ 
ucts  Co.  of  Merrick,  L.  I.,  N.  Y., 
manufacturers  of  glass  jalousies. 

The  article  is  accompanied  by  a 
large  picture  occupying  most  of  the 
jiage  and  a  smaller  one  showing 
North-East’s  jalousie  and  points 
out  that  besides  allowing  the  maxi¬ 
mum  of  light  and  air,  this  type  of 
window  eliminates  the  need  for 
iron  bars  or  other  ugly  devices 
u.sed  for  .safety  in  a  house  with 
children. 

e  e  e 

Robert  1.  Oster  Dies 

The  B.  R.  Oster  Corp.  announces 
with  deep  sincerity  the  pa.ssing  of 
Robert  I.  O.ster  of  915  Chestnut 
Street,  Waban,  Massachusetts,  on 
April  21,  195,‘l.  He  was  the  Presi¬ 
dent  of  the  B.  R.  Oster  Corp. 

Mr.  Oster  was  largely  respon¬ 
sible  for  the  organibzation  of  the 
B.  R.  Oster  Corp.,  one  of  the 
largest  manufacturers  of  Alu¬ 
minum  Combination  Storm  and 
Screen  Windows,  Doors  and  distri¬ 
butors  of  Jalousies.  In  the  past 


year  a  new  and  modern  plant  was 
opened  at  1305  Dorchester  Avenue, 
Boston,  Massachusetts.  The  com¬ 
pany  coluld  be  called  the  pioneers 
of  the  Jalousie  windows  and 
porches  in  the  New  England  area. 

Mr.  Oster  was  born  on  February 
15,  1906  and  educated  in  the 
Greater  Bo.ston  Schools,  graduat¬ 
ing  from  Northeastern  I.aw  School 
in  1927.  He  served  in  the  U.  S.  Air 
Force  in  World  War  II ;  was  a 
32nd  degree  Mason;  a  member  of 
the  Mas.sachusetts  Bar  Associa¬ 
tion;  trustee  of  Friends  of  Crea¬ 
tive  Arts  at  Braindeis  University; 
a  member  of  B’Nai  B’rith !  a  mem¬ 
ber  of  the  Boston  Club  and  was 
active  in  N.E.R.S.I.C.A.  and  vari¬ 
ous  other  organizations. 

Mr.  Oster  is  survived  by  his  wife 
Delcy,  a  daughter  Susan,  a  son 
Paul ;  a  sister  Mrs.  Maurice  L. 
Silver.stein  of  Newton,  Mass,  and 
three  brother.s — Bernard  E.  hf 
Hull,  Mass.,  Ralph  E.  of  Newton, 
Ma.ss.  and  Harry  of  Providence, 
R.  1. 


*>  * 


Tracy  Kitchens  Adds 
Two  Distributors 

Mr.  B.  T.  Roe.  Vice-President, 
Tracy  Kitchens  Division  of  Edge- 
water  Steel  Corporation  has  an¬ 
nounced  the  appointment  of  two 
Distributors,  Glenn  Earl,  Inc.  of 
.Salt  Lake  City  and  Philadelphia 
Whole.sale  Di.stributors  of  Phila¬ 
delphia. 

Glenn  Earl,  Inc.  will  distribute 
Tracy  Kitchens  in  Utah,  Idaho  and 
five  counties  of  Nevada  and  Wyo¬ 
ming  and  one  county  of  Oregon. 
Glenn  Earl,  President,  has  built 
one  of  the  largest  Electrical  Appli¬ 
ance  Distributor  organizations  in 
the  Intermountain  West  since  1915 
when  he  organized  the  company. 

Eight  southea.stern  counties  of 
Pennsylvania,  five  adjoining  coun¬ 
ties  in  New  Jersey  and  three  in 
Delaware  will  be  serviced  by  the 
Electrical  Appliance  Division  of 
Philadelphia  Wholesale  Di.stribu- 
tors  under  the  direction  of  Sales 
Manager,  Mr.  Reg  Martin. 

(Continued  on  Page  102) 


90 


JUNE  1953  BUILDING  SPECIALTIES 


■  % 


STORM  MASTER 

breaks  through  the 

SOUND  BARRIER 


with 


STORM  MASTER 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 


"  •  H— vyw»l« 


oa  cout  SEE... 


•  Oiwft'Wnur  rifMHy. 

•  Cantar  "pmlibar"  maWaii 

•  Miy  twtariacHai  w^Mharaaal 

•  Olaaminc  afaiKlaaa  Maal  karrfwara 

•  Twa  flaaa  aacrfa^  Iwaarti 

•  Twa  aN^hiaiiiiaai  wira  Iniartt 

•  TaHy  latafcfcanfaabla  hiaarta 

•  "SECURE  LOCK"  laiaparpraaf  iaaafH 
a  laaMa  fcawawi  aapaa^  laatiaa 

•  Atfcraft'^ailga  atraaaiRaaU 

If  yaaVa  nai  raally  tald  an  iha  lina  yea  ora 

?naw  handling  or  ora  inlaratlad  in  daing 
baltar,  gal  fall  dataili  an  haw  yea  can  fH 
^  inia  Ika  fa>t*grawln(  STORM  MASTER 
*  gictara  fad  ay. 

STORM  MASTER  CORF,  of  New  York 
4332  Biribrd  Avenue 
New  York  66.  New  York 
FAIRBANKS  4-0062 


EAR! 


From  the  sound  of  a  STORM 
MASTER  GOLD  SEAL"  DOOR 
you  can  tell  it's  a  strong,  rigid, 
solid  unit  that  is  quality-built 
to  last  for  decades. 

Don't  place  another  order  until 
you've  checked  STORM  MASTER 
"GOLD  SEAL Remember,  fast 
delivery  comes  from  the  foc- 
tory  nearest  you. 


STORM  MASTER  CORP.  of  Naw  York 
4332  Ballard  Ava.,  Naw  York  66.  N.  Y. 

I  wont  to  b<  in  lb.  STOfM  MASTI*  piclut* 
SeTt^  fwM  detoilf  (o: 


Wo  oro  lOtoitrt,  Oistribwtort,  otc  t 


&  Home  Improvement  Dealer 


An  Outstanding  3  Track  Aluminum 

COMBINATION  STORM  AND  SCREEN  WINDOW 

Under  your  own  name  and  label ! 

We  arc  a  large,  well-known  manufacturer  of  aluminum  combination 
storm  and  screen  windows  who  has  developed  several  outstanding, 
well-engineered  models  of  3  track  aluminum  combination  windows. 
We  are  interested  in  producing  one  of  the  models  for  a  well-rated 
individual  or  firm  under  its  own  name  and  label. 

This  is  a  completely  engineered,  feature-packed,  3  track  window  made 
by  an  experienced,  proven  hrm  with  designing  and  production  "know 
how”  gained  from  years  of  successful  manufacturing  experience  in 
this  line.  The  unit  is  now  completely  ready  for  production  and 
immediate  delivery. 

If  you  have  been  considering  manufacturing  your  own  window,  here 
is  a  ready-made  proposition  for  you  that  can’t  be  beat!  Details  and 
samples  will  be  presented  to  principals  only.  Our  dealers  know  about 
this  ad. 

If  your  hrm  is  well-rated  and  in  a  position  to  distribute  combination 
windows  in  large  quantities,  write  BUILDING  SPECIALTIES,  Box 
Number  403  at  once,  giving  complete  information  and  background. 
Your  inquiry  will  be  kept  in  the  strictest  confidence. 


Columbus  Dealer 


(Continued  from  Page  42) 

deal  with.  Fischer  estimates  that 
the  company  has  sold  at  least  100 
orders,  of  windows,  roofing,  siding, 
and  other  house  improvements, 
from  the  red  book  alone. 

The  10,000  square  foot  office- 
showToom-warehouse  building  built 
to  specifications  by  Fischer  and 
Nedelman  for  their  Empire  Roofing 
Company  and  its  younger  brother, 
their  Alumatic  enterprise,  at  330 


East  Mound,  there  is  a  handsome 
display  cabinet  with  merchandi.se 
that  seems  out  of  place.  There  are 
an  elegant  coffee-maker,  a  carafe 
set,  a  pop-up  toaster,  a  high-grade 
set  of  steel  knives  in  a  polished 
wooden  case,  to  be  offered  by  sales¬ 
men  as  premiums  in  recognition  of 
successful  customer  leads.  Such  a 
gift  in  daily  use  is  a  continual  re¬ 
minder  of  the  company,  its  sales¬ 
man,  and  its  services,  which  is  much 
more  effective  than  a  gift  of  cash 
or  a  war  bond,  although  the  latter 


are  forthcoming  at  the  customer  s 
!  choice. 

i 

The  special  status  of  Columbus 
as  a  state  capital  and  the  center  of 
a  100-mile  shopping  radius  lends 
special  value  to  newspaper  ads.  The 
firm’s  eight  trucks  are  likely  to  end 
up  on  jobs  90  miles  north  or  south 
of  the  headquarters  as  a  result  of 
the  deep  penetration  of  the  Colum¬ 
bus  Dispatch  or  the  Citizen. 

For  their  direct  mail  and  tele¬ 
phone  canvassing,  they  use  the 
criss-cross  directory,  which  lists 
every  home  by  address,  by  owner, 
and  by  telephone  number,  thus  per¬ 
mitting  easy  planning  and  check 
off. 

Proud  of  Standing 

An  unofficial  salesman  is  the  lo¬ 
cal  Better  Business  Bureau.  “We 
are  proud  of  our  standing  in  the 
town,  both  for  workmanship  and 
for  service.  So  whenever  anyone 
calls  the  B.B.B.  about  us,  we’re 
sure  to  get  a  good  reference.  That 
reputation  is  precious  to  us,  and 
we  feel  it  worth  while  to  make  re¬ 
pairs  and  adjustments  for  which 
we  cannot  be  held  technically  re¬ 
sponsible,  even  at  the  risk  of  fall¬ 
ing  behind  on  a  deal.  It’s  always 
best  to  lean  over  backward  where 
customers  are  concerned,”  Fischer 
explained. 

A  specialty  of  the  company  is 
doors  for  commercial  purposes. 

'  They  are  proud  of  their  job  for  the 
National  Aluminum  Company  of 
Columbus,  an  installation  of  43 
windows. 

In  the  summer  much  of  the  or¬ 
ganization’s  work  is  in  porch  en¬ 
closures  as  well  as  the  year-round 
job  of  converting  attics  and  reno¬ 
vating  upper  stories.  'The  firm  is 
equipped  to  do  a  complete  job,  but 
the  individual  mechanics  are  spe¬ 
cialists.  There  are  no  jack.s-of-all- 
trades,  but  carpenters,  roofers, 
sheet-metal  workers,  window’  in¬ 
stallers,  and  shinglers  work  on  a 
balanced  team. 

Even  the  personalities  and  abili¬ 
ties  of  the  partners  themselves  add 
(Continued  on  Page  95)  , 
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HERE  ARE  SOME  OF 
THE  TOOLS  which  have 
PROVEN  THE  SUCCESS 
OF  OUR  PLAN... 
Available  to  you  NOW! 

ACTUAL 
SAMPLES 
Eosy  to  Handle! 

Tell  0  Big  Story! 

3  DIMENSION  STEREO 
VIEWERS  &  Color  Slides 
of  Installations... 


A  COLOR 
CAROS 

NEWSPAPER 
AD  MATS... 

That  do  a  selling  {oh... 
Bring  in 
the  leads 


U 


Nothing  like  this  plan  has  ever  been  offered  by 
any  other  company  in  America.  In  our  plan 
there  is  no  room  for  middle-man  distributors. 
Every  dealer  is  a  distributor  because  he  deals 
directly  with  the  factory,  and  benefits  from  the 


proven  promotional  set-up  we  have  to  offer 


Under  the  Perma-Shade  plan  every 


man  receives  a  basic  business  blue 


pnnt  with  simple  lines  of  promotional 


procedure  laid  out.  If  he  follows  these 


lines  he  cannot  fail  to  put  himself  im 


mediately  into  eaming^  brackets  of 


$25,000  and  more.  This  is  not  a  lot  of 


money  in  these  times.  You  have  a  right 


to  earn  it.  You  can,  and  will,  with  the 


Perma-Shade  plan. 


PROVtN  RISUITS  ARE  YOUR$-The  Per 


ma-Shade  plan  gives  you  the  complete 


formula  for  starting  out  to  do  a  high 


earning  home  and  commercial  busme.ss 


the  vefy  first  day. 


The  big  point  I  want  to  make  is  that  it 


doesn’t  take  four  figures  to  get  started 


in  this  lucrative  awning  business. 


There  is  no  huge  inventory  to  pur 


There  is  no  contract  to  bind  you.  We 


neither  want,  nor  look  for,  miracle  re 
lationships  or  miracle  dealers.  All  we 
want  are  men  and  organizations  who 
are  willing  to  follow  our  simple  plan 
and  who  have  the  ability  to  make  the 


modest  Investment  it  requires. 


START  TODAY— FULl  PARTICULARS  NOW  I 


The  Perma-Shade  plan  is  reasonable 


and  workable.  It  Is  meant  for  men  of 


vision  and  practical  minds  who  are 


smart  enough  to  know  that  a  good  plan 


backed  by  earnest  effort,  more  than 


money,  make  the  difference  between 


“getting  by"  and  being  a  top  financial 


Sam  Rose,  President 


err 

fiLummum 


6t  Home  Improvement  Dealer 


THE  CROWNING  GLORY  ON  ANY  DOOR  IS 


LET'S 

FACE 

FACTS! 

What  do  you  look  at  when 
you  look  at  a  door?  The  hinges? 
The  handle?  The  mullion? 

Your  customers  have  the 
same  trouble!  Widiout  a  grille 
there's  no  center  of  interest  .  .  . 
nothing  to  rivet  attention. 

This  small  but  important 
sales  fact  proves  why  many  a 
door  is  sold  because  of  the 
grille  mounted  on  it. 

It’s  another  fact  that  there’s 
no  finer  grille — none  heavier — 
stronger — none  with  brighter, 
more  uniform  finish — than  is 
found  in  CORONET  GRILLES. 


GRILLE 


Sii»  -  12"  .  16”  •  26”.  for 
olthor  front  or  roar  door. 

With  or  without  provision  tor 
initial.  InItMt  alto  available. 
Prices  guaranteod  righti  Quaiity 

Suarantood  highostt 
rdor  a  sampio  carton  (6  pieces) 
ot  our  specially  ptieed  26"  model 
tor  Initial  —  as  illustrated.  Re¬ 
turnable  it  iMt  completely  satis¬ 
fied. 


Doalart,  doalar-talatman, 
mtr.  rapt,  wanted.  Write 
at  once  ftating  lines 
and  territories  served. 


BNTRAL  CRAFTS, 


INC. 


SALES  OFFICES:  1150  BROADWAY 
NEW  YORK  1,  N.  Y. 
Murray  Hill  5-1221.1222 


BUILDING  SPECIALTIES  &  Home 


/  BUILOING  8PECUU.TIES  ^ 

f  42S  Fourth  Avenue.  New  York  16.  N.  Y.  / 

Flooee  enter  my  subecrlptioa  to  BUILO-  ^ 
DfG  SPECIALTIES  at  S3.00  lor  one  year.  ' 

□  BUI  me  lor  thia  amount.  ^ 

□  Enclosed  la  a  check  or  □  money  ^ 

order.  ^ 

My  Nome .  ^ 

Poeltioa  .  f 

/ 

Compony  .  / 

Addreae  .  ^ 

City  .  Stole .  I 


Improvement  Dealer 

COVERS  AU  THE  IMPORTANT  SUBJECTS! 

By  tubscribinq  to  it  you  assure  yoursell  oi 
ksapinq  up-to-date  on  the  ioUowlnq;  better 
sellinq  methods,  installation  techniques,  man¬ 
agement  details,  how  to  seU  particular  special¬ 
ties.  gattlnq  cmd  holding  good  salesmen, 
odvertislng.  new  products,  and  many  others. 
Send  the  coupon  todayl  Only  S3  a  year. 


Insulating  Siding 
Reduces  Heat  Loss  25% 

Recent  .scientific  re-search  test.s 
show  that  Insulating  Siding  when 
applied  to  an  uninsulated  wall  re¬ 
duces  heat  rtow  as  much  as  25  per 
cent.  Walls  equipped  with  this  sid¬ 
ing  not  only  become  stronger  but 
annoying  drafts  are  reduced. 

Courtesy  Minnesota  &  Ontario  Paper  Co 

*  *  « 

I  Lost  the  Sale  Because  I 
Failed  to  Sell  Myself 

I  forgot  that  when  my  prospect 
buys  my  product,  he  fir.st  buys  me 
and  my  company.  Selling  myself 
and  my  company  is  a  Number-One 
Es.sential.  My  prospect  will  have 
little  or  no  confidence  in  my  prod¬ 
uct,  or  my  company,  if  he  doesn’t 
like  me,  or  has  no  confidence  in  me. 

eve 

NuTone  Announces  Election 
Oi  Treasurer  And  Sec'y 

It  was  announced  today  by  Mr. 
J.  Ralph  Corbett,  president  of  Nu¬ 
Tone,  Inc.,  manufacturers  of  elec¬ 
tric  door  chimes,  kitchen  ventilat¬ 
ing  fans  and  electric  ceiling  heat¬ 
ers,  that  two  new  officers  were 
elected  at  a  meeting  of  the  Board 
of  Directors,  held  late  Thursday 
afternoon,  July  24. 

Mr,  Fred  G.  Miller  was  elected 
treasurer.  He  officially  joined  Nu¬ 
Tone  recently,  having  served  the 
past  10  years  as  secretary  and 
treasurer  of  Grand  Industries,  Inc. 
of  Cleveland,  Ohio,  manufacturers 
of  major  electrical  appliances.  Mr. 
Miller  will  have  charge  of  all  fi¬ 
nancial  and  office  matters  of  Nu¬ 
Tone,  Inc.,  headquarters  and  its 
various  branches  throughout  the 
country,  including  its  allied  com¬ 
pany  NuTone  Fabricators,  Inc.,  of 
Los  Angeles,  California. 

Mr.  Andrew  Hopple  was  elected 
to  the  position  of  secretary.  He  is 
a  graduate  of  the  University  of 
Cincinnati  and  has  served  for  the 
past  8  years  as  NuTone’s  purchas¬ 
ing  director.  Mr.  Hopple  resides  at 
3556  Paxton  Avenue. 

Besides  these  two  positions,  Mr. 
Corbett  stated  that  Mr.  A.  H. 
Winkler  continues  as  vice  pre.sident 
and  plant  manager. 


94 


JUNE  1953  BUILDING  SPECIALTIES 


Columbus  Dealer 

{Continued  from  Page  92) 

to  the  impression  of  planning  and 
balance  one  gets  from  the  firm,  A1 
Fischer  brought  to  the  business  a 
broad  experience  in  sales  and  home 
improvements,  derived  partly  from 
his  father’s  construction  business, 
partly  from  his  work  as  storm  win¬ 
dow  salesman  for  Graef  of  Youngs¬ 
town,  Ohio. 

Nedelman,  before  the  war,  had 
mastered  office  and  stock  manage¬ 
ment  as  superintendent  and  man¬ 
ager  in  chainstore  markets.  They 
got  together  in  1946,  after  Nedel¬ 
man  had  got  the  infantry  out  of 
his  system  a  little,  (He  lived 
through  the  Salerno  beachhead  and 
the  Italian,  French,  and  German 
campaigns  as  a  machine  gunner  in 
the  36th  Infantry  with  only  one 
Purple  Heart.  He  also  got  a  Bronze 
Star  and  turned  down  three  battle¬ 
field  commissions.)  They  worked 
up  to  be  Alumatic  dealers  in  the 
Columbus  region,  and  distributors 
for  fourteen  cities  in  Central  Ohio. 

Work  Divided 

Both  men  are  well  acquainted 
with  all  phases  of  the  business,  and 
can  fill  in  for  each  other,  but 
P'ischer  takes  general  charge  of 
salesmen,  and  Nedelman  handles 
the  office,  ordering,  and  routing. 
The  latter,  a  tall  and  strapping 
specimen,  is  a  sportsman,  and  dis¬ 
plays  on  his  office  wall  a  38-inch 
16-lb.  northern  pike  from  the 
waters  of  Lake  Nippising,  Ontario 
province.  Fischer  is  quieter,  and 
less  of  an  outdoor  type.  A  third 
partner,  Russ  Jones,  is  in  charge 
of  the  factory  and  the  assembly  of 
the  extrusions  from  Alumatic  and 
the  locally  purchased  screening  and 
glass. 

Special  articles  on  s 

([  aluminum  extrusions  < 

([  and  coil  stock  in  the  c 

I;  July  J 

]•  5th  Anniversary  Issue  of  > 
BUILDING  SPECIALTIES  5 


THIS  IS  YOUR  OPPORTUNITY! 

Sco<^ 


WITH  THE  SENSATIONAL 


THE  LOWEST  PRICE  IN  AMERICA 
OFFERS  YOU  SALES  UNLIMITED! 


A  few  Territories  open  for  Distributorships  or  Franchises 


*  Thick,  highly  polished 
aluminum — Rustproof ! 

*  Choice  of  2  glass  styles 

*  Double,  overhead  Ball- 
Bearing  wheels  —  no 
sticking  or  sagging 

*  Silent,  easy  operation 

*  EASY  INSTALLATION 


ACT  TODAY  —  this  is  the  opportunity  you  have  been  waiting  for: 
Show  your  customers  the  easy  way  to  change  their  dull  bathtubs 
into  beautiful,  modern  shower  enclosures  and  the  sales  are  made! 
No  one  can  resist  the  glamour  and  custom  styling  that  BLAUTI* 
DOR  offers  —  makes  the  bathr<M)m  the  thowntom  of  the  house. 
You’ll  find  no  competition  with  BFAUTI-IK)R  —  it  is  the 
l.OWTST  PRICFD  glass  tub  enclosure  in  America! 

There  is  Btg  Fxtra  Profit  in  installation — BFAUTI-IX^R  takes 
only  n  minutes  to  install.  It  is  so  easy  the  customer  can  do  it. 
let  our  proved  sales  plan,  backed  by  strong  advertising  and  promo¬ 
tion  start  making  money  for  you  now  .  .  .  (K.D.  Kits  also  available 
for  private  brand). 


MAIL  COUPON  FOR  THE  FACTS  TODAY! 


SHOWER 

ENCLOSURES,  INC. 


6351  N.  Mognolio 
Chicago  40,  III. 


Shower  Enclosures.  Inc. 

6351  N.  Magnolia  Ave..  Chicago  40,  III. 

IMoasr  rush  mr  your  HKAI’TI  DOR  distnhutorKhip-franrhise 
plan  ami  ihr  c<»mplete  profit  story. 

.Name  . 

{'omp.-  n>  . . 

A  Mrv  s  . 

('ily  .  . Zone .  State . 


In  stofe  of  Michigan  contact:  Michigan  Baauti-Oor  Co.,  M666  Cfovardoie  Av.,  Datroit  4 


&  Home  Improvement  Dealer 
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SiCUR  SEAL 


Don’t  Miss 


CUSTOM  ROLL 
FORMING 


STAMDAKD  SHAHS 
AVAILABIE 
IMMSDIAmri 

All  tundard  shapes  are  to* 
veatory  items.  RUSH  ORDERS 
are  processed  TODAY. 


FIELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


385  MIDLAND  AVE. 


DETROIT  3,  MICHIGAN 


5th  ANNIVERSARY  ISSUE 


BUILDING 

SPECIALTIES 

&  Home  Improvement  Dealer 


Subscription  $3.00  per  year 

Building  Specialties 

425  Fourth  Ave..  N.  Y.  C. 
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Edna  Murphy,  voted  America's  Most  Beautiful 
Mother  in  this  year's  Mrs.  America  Contest. 


PERMANINT 

AiClUffllllM  AWfffNtGB 


Now  is  the  time  to  get  on  the  Shieldoll  bandwagon!  America's 
Number  1  aluminum  awning  company  has  selected  America's  Num¬ 
ber  1  Mother  to  help  increase  your  sales. 


Newspaper  mats  featuring  America's  Number  1  Mother  and  pho¬ 
tographs  for  free  publicity  are  available  to  all  our  sales  outlets. 
Radio  transcriptions  set  to  music  and  a  sales  getting  television  pro¬ 
gram,  “Patio  Patter''  starring  Mrs.  Murphy  and  Ted  Lawrence  are 
all  yours  with  other  aids  to  start  you  on  your  way  to  a  successful 
awning  business. 


Thit  it  only  a  port  of  tho  complot*  story.  Youngstown  Indutiriot 
it  o  prime  monutoclurer.  You  will  represent  the  largest  individual 
producer  ot  oluminum  ownings  in  the  country  and  you  will  bene¬ 
fit  by  lower  costs  mode  possible  by  volume  production.  Now  it 
the  time  lor  you  to  oct.  Phone,  wire  or  write  to  Grover  A. 
DO*  THE  JOB  ONCE  AND  FOR  ALL.  .  DO  IT  WITH  SHIELDALL  Richards,  General  Soles  AAonager,  todoy. 


&  Home  Improvement  Dealer 
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EXTRUDED  PLASTIC 

material  . .  . 


.  .  .  you'll  do  belter  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  workable  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 
Take  advantage  of  the  pioneer¬ 
ing  progress  that  marks  MAY¬ 
NARD  tops  in  the  field. 
You'll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

meon  foster  assembly, 
fewer  service  colls.  Cor¬ 
rectly  designed  &  ex¬ 
truded  gaskets  A  spline 
mean  foster  production 
at  lower  cost  I  Prove  HI 
Contact  MAYNARD  I 


NEED  HELP?  WRITE; 


WTHURD  FUSTICS.  Inc. 

CHELSEA  SO,  MASS. 
CHcIim  3-StSO 


Gold  in  Porches 

(Continued  from  Page  45)  j 

while  others  offer  immediate  de-  i 
livery.  Manufacturers  that  main-  | 
tain  an  inventory  of  stock  sizes  can,  ! 
of  course,  offer  quick  delivery.  As  j 
every  home  improvement  dealer 
knows,  it  is  verj'  advantageous  to 
begin  a  job  as  .soon  as  possible  j 
after  closing  the  sale.  The  use  of  ! 
stock  sizes  enables  the  dealer  to  i 
offer  his  prospects  early  installa-  I 
tion.  Stock  sizes  are  insurance  ; 
against  the  possibility  of  a  dealer 
being  “stuck”  with  custom  units  , 
should  a  customer  cancel  his  order. 

Ease  of  Financing 

Glass  jalousie  in.stallations,  like  i 
most  other  home  improvements  of  I 
the  permanent  type,  are  approved  ■ 
for  F.H.A.  Title  1  financing.  The 
long  terms  and  low  interest  rates 
on  this  type  financing  helps  to  J 
lighten  the  dealer’s  selling  job. 

Sales  Effort  Required 

With  the  increasing  popularity 
of  jalousie.s,  the  .selling  job  be-  i 
comes  easier.  It  is  not  uncommon  | 
to  .see  .several  jalousie  porch  en-  ! 
closures  in  the  same  block.  Jal-  I 
ousies,  unlike  .some  home  improve-  i 
ments,  are  not  hidden  within  the  I 
house,  but  are  located  where  they  ^ 
are  easily  seen.  The  activity  con-  | 
nected  with  a  jalousie  installation  | 
attracts  the  attention  of  the  neigh¬ 
borhood.  Most  palousie  installations 
are  visited  by  neighbors  while  the 
work  is  in  progress.  The  wide 
awake  dealer  does  not  miss  this 
golden  opportunity  to  fan  the  fires 
of  desire  while  interest  is  at  a  high 
point.  ; 

Jalousies  lend  them.selves  to 
emotional  selling.  Strong  appeals 
can  be  used  by  the  jalousie  sales¬ 
man.  Some  of  the  arguments  used 
are:  “  ‘Give  your.self  the  luxury  of  \ 
a  den  that  modern  living  demands’  , 

.  .  .  ‘Protect  your  living  room  fur¬ 
niture  by  moving  your  T.  V.  set  to 
the  porch’  .  .  .  ‘Don’t  let  du.st  and  ; 
rain  ruin  your  porch  furniture’  .  .  .  | 
‘Get  the  full  benefits  of  your  porch  j 
every  month  of  the  year’  .  .  .  ‘Im-  | 


SEND  FOR 
FREE  CATALOG 


Peerless  Grille  Co.  Nightingale  9  3845 

8811  Foster  Avenue  Brooklyn  36.  NY 


CADILLAC.. 

THE  WINDOW  THAT  HAS  INCREASED 
SALES  AND  PROFITS 
FOR  DEALERS 
1  EVERYWHERE!! 


THE  ALL-NEW 

TRIPLE-TRACK 

ALUMINUM 

COMMNATION 

SCREEN 

AND 

STORM 

WINDOWS 

•TRAM  MAtt  IM 


Th#  motf  "♦AlWd'O^”  window  in  ♦!>#  io. 
dut^  todoy  .  .  .  with  mor*  odvoncod 
foo^urot  FKah  Any  otK«r  ttomN  Mth  on  Ffio 
Truly  Hi#  ''nion#rch  of  *hom  #11.** 
Con|4ructod  tnfir#iv  ol  Fop  quolity  #luv 
minum  •rtrufions.  Hiit  it  Ht#  on#  toll* 
ttorinq  window  m#d#  Fo  loN  on  o  oonv 
p#FiFiv#  botit  #ny  t##ton  of  FK#  y##r  .  . . 
•F  #  profiF  Fo  you.  Don't  doloy  .  •  «  join 
Fh#  family  of  CADILLAC  d#«l#rt 

IRQUIRIES  INVITED 

FROM  ESTABLISHED 
\  DEALERS  t  DISTRIBUTORS 

\  NitKRillf  Oitlrikvtii  by 

I  SALES  CO. 


JERITH  MANUFACTURING  COinc 

2025  i  BOSTON  ST..  PHILAOELPHIA  25  PA 

GArfield  3-1407 
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prove  the  appearance  of  your  home’ 
.  .  .  ‘Give  your  family  a  new  room 
which  can  easily  be  the  most  beau¬ 
tiful  in  your  home’  .  .  .  ‘Your  new 
room  will  be  your  most  inexpensive 
room  yet  the  most  used’.”  These 
appeals  are  based  on  the  funda¬ 
mentals  of  good  salesmanship  and 
will  sell  jalousies  in  any  section  of 
the  country. 

One  question  often  asked  by  cau  ¬ 
tious  home  improvement  dealers, 
“Can  jalousies  be  sold  in  my  sec¬ 
tion  of  the  country?”  The  answer 
is  an  emphatic  “Yes.”  This  answer 
is  true  regardless  of  the  dealer’s 
geographical  location.  In  any  sec¬ 
tion  of  the  country  where  homes 
with  porches  are  located,  jalousies 
can  be  .sold.  Several  years  ago  it 
was  a  common  belief  that  jalousie.s 
were  suitable  only  for  the  warmer 
climates.  At  this  stage  of  the 
industry’s  development  jalousies 
were  thought  of  only  in  terms  of 
window  units.  Recently,  however, 
the  industry  has  come  to  realize 
the  tremendous  possibilities  of 
jalousies  as  wall  units. 

Northern  Homes 

Northern  home  owners  may  sub¬ 
stitute  storm  .sash  for  the  jalousie 
screens  to  keep  their  porches  warm 
even  in  the  coldest  w’eather.  In 
mo.st  parts  of  ‘the  country,  how¬ 
ever,  storm  sash  are  not  nece.ssary. 

Although  there  are  tremendous 
.sales  possibilities  for  jalousies  in 
all  sections  of  the  country,  any 
dealer  planning  to  enter  the  jalousie 
field  should  keep  in  mind  the  fol¬ 
lowing  questions  while  determin¬ 
ing  which  jalousie  manufacturer  to 
represent. 

1.  Is  the  jalousie  a  quality 
product? 

2.  Is  it  competitive  in  price? 

3.  Is  the  jalousie  easily  in¬ 
stalled? 

4.  Will  the  manufacturer 
.stand  behind  his  product? 

5.  What  sales  and  products 
training  does  the  manufac¬ 
turer  offer? 

{Continued  on  Page  101) 


COMPARE  FEATURES 


EXCLUSIVE  . . .  4-u'ay  adjustable  expansion  frames. 
Makes  custom-fit  installations  prufitalile/ 


•  6.1  ST-5  Extriuled  uluiniiium  9  Stainless  steel  springs 
9  Self-storing  9  Finger-tip  Control 

9  3  Sliding  Inserts  9  Weatherstripped  sills 

9  Alelud  Hcieening  9  All  Hardware  Included 


For  Further 
liiforiiialioiK 
i  n  c  1 11  ding 
price  list, 
call  or  write: 


NT 

BENART  Windows  are 
^  FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
N/*  for  DISTRIBUTORS  and  K-D  OPERATORS 


6  Home  Improvement  Dealer 
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FREE  ADVERTISING 


R  DISTRIBUTOR  PLAN 

.  MEANS 

aVMCA  more  sales 
lUMI  MORE  PROFITS 


Arrordinic  to  thr  latest  sales  fittures  a\uilal>le,  only  20%  of  louvered  win¬ 
dow  inquiries  are  turned  into  sales,  with  another  40%  ready  to  buy,  if 
the  priee  were  lower.  Modernview’s  “dooper”  window  is  prieed  50% 
below  today’s  hifih-prired  eompetition.  This  means  if  you  already  handle 
a  high  prieed  unit,  by  taking  on  the  “dooper'*  as  a  side-line  you  ran  eon- 
\ert  six  nut  of  ten  inquiries  into  sales  instead  of  two.  If  you  handle  the 
“d.ooper”  alone  you  ran  eonvert  four  out  of  ten  prosperts  into  pur- 
ehasers.  This  means  higher  turnover,  and  more  profit  for  YOU. 


Kaeh  selerted  distributor  plaeing  a  minimum  initial  order  of  $2000  will 
he  able  to  obtain  FRKE  display  advertising,  in  the  newspaper  of  his 
rhoiee,  till  he  is  in  a  position  to  rarry  this  expense  himself.  All  neressary 
information  surh  as  telephone  number (s),  the  exart  newspaper  etc.  to 
he  in  Modernview's  hands  14  days  before  -peeihed  insertion  date. 


QUICK 


EASY 


Modarnvisw  liardwara  fits  my  tixa  opming,  either  in  stock 
tile  or  by  simple  cutting  operation  (hmksaw). 
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6.  What  advertising  assist¬ 
ance  does  the  manufactur¬ 
er  offer? 

7.  Does  the  manufacturer 
offer  immediate  delivery? 

8.  How  large  must  my  invest¬ 
ment  be? 

9.  What  sales  aid  does  the 
manufacturer  provide? 

If  the  selection  of  a  jalousie  is 
determined  by  favorable  answers 
to  these  questions,  the  dealer  is  as¬ 
sured  of  success  provided  he  dili¬ 
gently  pushes  jalousie  sales. 

The  market  is  there!  Good  jal¬ 
ousies  are  available !  There  are 
profits  to  be  made!  All  that  is  nec¬ 
essary  to  get  the  gold  in  “them” 
porches  is  a  little  digging.  LET’S 
START  DIGGING ! 


Kitchen  Features 

(Continued  from  Page  48) 

plastic,  stainle.ss  steel  or  linoleum. 

Surfaces  of  cabinets,  drawers, 
and  doors  are  smooth,  styled  with 
gracefully  rounded  edges  to  elimi¬ 
nate  dust-catching  crevices.  Doors 
are  equipped  with  cushioned  si¬ 
lencers. 

The  new  corner  base  units  are 
equipped  with  double  sets  of 
hinged  shelves  which  swung  out 
into  the  kitchen  for  ea.sy  acce.ss  to 
pots  and  pans.  This  new  approach 
to  utensil  .storage  problems  elimi¬ 
nates  bending  and  grouping  in 
darkened  corners,  makes  cleaning 
of  shelves  easier  and  puts  to  maxi¬ 
mum  u.se  “dead”  corner  space. 

The  new  mixer  ba.se  cabinet  has 
been  designed  to  conceal  and  pro¬ 
tect  the  electric  mixer,  yet  keep  it 
read.v  for  instant  u.se.  Mixer  re.sts 
on  a  sturdy  shelf  which  springs 
into  place  and  locks  .securely  at 
fingertip  touch.  It  .slips  back  into 
storage  space,  out  of  sight,  away 
from  dust,  instantly  and  easily. 
Large  drawer  below  has  plenty  of 
(Continued  on  Page  102) 


pionEERS  in  THE  RLuniiiiuiti  nujninG  inDUSTRV 


<M«(pfRmniiTe 


CAuninum  dunuttM 

60  Hono  in  Hnnof.. 

IT'S  A  PROVEN  FACT,  Aluminum  Awnings  with  th«  MOST  SALES 
FEATURES  or*  the  •asivst  to  s•lll 

IT'S  A  PROVEN  FACT,  Pormo  lit#  Aluminum  Awnings  hovo  all 
th«  solas  faoturas  PLUSI 

•  Every  awning  has  All  WhiFe  Undersides  for  better 
light  reflection.  •  Frosted  Beauty  Edges.  •  Built-in 
Apron  Gutters. 

•  Closed  Louvre  Ends.  •  Rigid  Construction  for  added 
strength,  plus  numerous  other  Qualities. 

IT'S  A  PROVEN  FACT,  Alart  Daolars  who  aim  at  Extra  Solas 
Profits  chooso  Parma  lita  FIRST  .  .  .  NATURALLY  .  .  .  Profits  and 
Parma  Lita  Aluminum  Awnings  Go  Hand  in  Hand. 

Soma  Deolar  Tarritorias  Still  Opan.  Writa  or 
Wira  Today.  Get  tha  PROVEN  PtRMA  LITE 

sropy  NOW! 

in  iiTi  Aluminum  Awnings,  Inc. 

138  Allen  Street,  Buffalo,  N.  Y. 


CUSTOMMADE 

for 

DOORWAYS 

WINDOWS 

PORCHES 

PATIOS 

BREE2EWAYS 

CANOPIES 
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Be  profit-wise — sell  Keystone  Insect 
VC'ire  Screening  and  build  lasting  satisfac* 
tion  and  goodwill  among  your  custom¬ 
ers!  You’ll  find  it's  easy  to  sell  Keystone 
Wire  Screening  in  tf>day's  big  market 
for  new  and  replacement  work.  Keystone 
quality  is  carefully  controlled  by  modern 
manufacturing  methods.  This  results  in 
outstanding  strength,  durability  and  eye- 
appeal  ...  to  boost  your  sates!  Maminum, 
Bronze  and  Galvanized  Insect  Vtl’ire 
Screening  available  in  all  standard  widths 
and  meets  U.  S.  Department  of  Com¬ 
merce  Commercial  Standard  138-49. 

_ _ 


KEYSTONE  WIRE  CLOTH  CO. 

Hanover,  Pa.  Fostoria,  Ohio 


Kitchen  Features 

{Continued  from  Page  101) 

room  for  bowl.s  and  appliance.s. 
I  Smaller  article.s  may  be  .stored  on 
.shelf  behind  mixer. 

Many  other  new  work-saving 
custom  kitchen  features  are  al.so 
now  available  in  ^1953  lines,  in- 
i  eluding  cabinets  for  built-in  ovens 
and  cooking  tops,  towel  driers,  tray 
coj^partments,  vegetable  drawers 
and  hardwood  cutting  blocks, 
e  e  * 

B  S  Reporter 

j  {Continued  from  Page  90) 

G.  P.  McForlon  Appointed 
By  Ohio  Con  &  Crown  Co. 

G.  P.  McFarlan  has  been  ap¬ 
pointed  sales  manager  for  the 
building  and  housewares  division 
of  The  Ohio  Can  and  Crown  Com¬ 
pany  of  Massillon,  Ohio,  according 
to  an  announcement  by  A.  P.  Rich¬ 
ards,  vice  president  and  treasurer. 

For  the  past  16  years  McFarlan 
has  been  associated  vwth  the  Moock 
Electric  Supply  Company  of  Can¬ 
ton,  the  last  three  years  serving 
as  general  sales  manager, 
i  The  new  sales  manager  succeeds 
Ray  F.  Zeisloft  who  has  been 
named  manager  of  the  Chicago 
division  of  Ohio  Can  and  Crown. 
The  company  manufactures  Crown 
Steel  and  Crown  Plastic  Walt  Tile 
and  Ohio  Decorated  Metal  Waste¬ 
baskets. 

These  changes  were  made  in  ac¬ 
cordance  with  the  company’s  plan 
for  a  more  complete  coverage  oi 
the  country  with  Ohio  Can  and 
Crown  products,  according  to  Mr. 
Richards. 

«  *  « 

Jones  &  Brown  Appoints 
Roy  Whitledge 

Ray  Whitledge,  former  sales  rep¬ 
resentative  for  Jones  &  Brown, 
Inc.,  in  Cincinnati,  Kentucky  and 
Central  Tennessee,  has  been  ap¬ 
pointed  Western  Division  Manager 
for  the  company,  with  offices  at 
205  West  Wacker  Drive,  Chicago. 
Illinois,  it  was  announced  by  E.  N. 


Hake  More  Money 

Sell  SAHCOE  Ornamental 
IRON 
RAILINGS 


Slock  or 
Custom 


No  Limit  to  Profits  You  Can  Make 

Every  Home  a  Prospect 

To  see  these  handsome  railings  is  to 
want  them.  A  fast-selling  item  with 
attractive  profits  for  dealers.  All  one- 
piece,  arc-welded.  Glistening  black 
finish.  Last  a  lifetime.  Strong,  sturdy, 
good-looking;  adds  to  value  of  house. 
Quick  and  easy  to  install. 

Special! 

t*clu$ive  Territory  Open  It  You  Act  Now 

If  you  act  at  once,  you  can  get  the 
Samcoe  franchise  for  exclusive  terri¬ 
tory  in  your  area.  You  owe  it  to  your¬ 
self  to  get  the  complete  story  on  this 
quick-selling,  profitable  line.  No  in¬ 
vestment  necessary. 

IJ  U  F  P  HtustraU'd  folders  on  the 
I  R  L  C  comfdele  Samcoe  line  of 
hath  stock  and  custom 
Or  nn  m  ental  R  a  i  lin  ps. 
U  rite  — 


Wm.  J.  SAMCOE  IRON  (0. 

917  MILITARY  ROAD  •  KENMORE  17,  N.  Y. 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 

A  product  well  known  to  all  the 
better  dealers. 

This  name  KENBERN  on  the  prod¬ 
uct  you  tell,  represents  the  best  in 
good  engineering  and  craftsman¬ 
ship.  Prices  are  always  in  line  with 
any  comparable  merchandise. 

Due  to  increase  in  procurement  of 
Aluminum  Extrusions,  we  are  again 
in  position  to  supply  a  few  distribu¬ 
tors  in  territories  net  already 
covered. 

If  interested,  please  supply  infor¬ 
mation  relative  to  quantities  you 
purchase,  and  territory  covered. 
No  K.  D.'t 

Kenbern  Aluminum  Produch 
Weyl  &  Gahagan,  NIgrs. 

6640  Hamiilon  Avenue 
Pittsburgh  6.  Pa. 
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Rosenthal,  President.  Jones  & 
Brown,  Inc.  are  national  distribu¬ 
tors  of  Inselbric  Products,  Pitts¬ 
burgh  Interlock  Plastic  Wall  Tile 
and  other  building  materials. 

Charged  with  the  management  of 
all  operations  under  his  Chicago 
headquarters,  Whitledge  has  begun 
an  intensive  campaign  geared  to  , 
increa.se  .sales  volume  emanating 
from  the  West. 

*  ♦  ♦ 

Hotpoint  Names 
McDaniel  As  V.  P. 

John  F.  McDaniel,  formerly 
manager  of  marketing,  has  been 
named  vice  president  and  manager, 
marketing,  Hotpoint  Co. 

Harold  A.  Strickland,  formerly 
manager  of  engineering,  becomes 
vice  president  and  manager,  engi¬ 
neering. 

John  C.  Sharp,  president,  said 
that  the  promotions  have  been 
made  from  within  the  company, 
and  are  in  keeping  with  his  policy 
of  building  Hotpoint  as  an  inde- 
pently  operated,  Chicago-staffed 
organization.  In  their  new  positions, 
McDaniel  and  Strickland  havecom- 
plete  responsibility  for  establish¬ 
ing  policies  and  activating  pro¬ 
grams  in  their  respective  fields. 

«  « 

H.  E.  Stocking  Appointed 
By  General  Electric 

The  appointment  of  Harold  E. 
Stocking  as  manager  of  engineer¬ 
ing  for  electric  sink  and  cabinet 
department  of  General  Electric’s 
major  appliance  division,  has  been  : 
announced  by  Harold  T.  Hulett, 
general  manager  of  the  depart¬ 
ment. 

Stocking,  who  has  been  with 
General  Electric  for  the  pa.st  twelve 
years,  joined  the  company  in  1940 
shortly  after  graduation  from  the 
University  of  California,  where  he 
secured  a  B.  S.  degree  in  electrical 
engineering. 

During  his  first  three  years  with 
the  company  he  occupied  a  series 
of  positions  with  the  Apparatus  De¬ 
partment,  at  the  same  time  study¬ 
ing  under  the  advanced  engineering 
program.  j 

(Continued  on  Poffe  104)  | 


Exclusive  territories  available  for  aluminum  self- 
storing  combination  storm  windows  and  screens  which 
can  be  fabricated  in  your  shop  with  small  investment. 


IT'S  A  DEALER'S 


T/redm 


YOU  TAKE  ALL 
THE  PROFITS  - 
MANUFACTURER  S 
WHOLESALE.  RETAIL' 


FOR  PROFIT! 


You  cut  and  assen'lile 
Uni  Temp  Lifetime  Aluminum 
Screens  from  parts. 

which  we  furnish  witli 
simple  tools  and 
handy  man'  labor  Sell 
direct  to  builders,  home 
owners  at  prices  that 
compete  witf'  common 
wood  screens' 


rou  CAN  CUSTOM  fiT 
ANY  SIZE  WINDOWS 
NO  DEIAYSI 


Get  details  of  this  ideal 


full-scale  or  supplemental  money-making 


dealership.  Write,  wire  or  phone  now! 


^roJitcls,  Inc. 
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ALUMINUM  or  BRASS 

THRESHOLD 

ALL  POPULAR 


SADDLE 

AND 

INTERLOCKING 
TYPES  IN  STOCK 
SIZES  AND  SPECIAL 
CUT  LENGTHS 
PACKAGED 
and  POLISHED 


D«0RIT€ 


DECOKITE,  INC. 

2)16  PcacIttrM  Rd.,  Atlanta,  Ga. 
2915  San  Jacinta  St.,  Dallas,  Taxat. 


^  WANTED -N 

AGGRESSIVE 

TERRITORIAL 

DISTRIBUTORS 

RESPONSIBLE  FIRM  OR 
PARTY  TO  ASSOCIATE 
WITH  NATIONALLY  AD¬ 
VERTISED  ALUMINUM 
DOOR  AAANUFACTURER. 
NOMINAL  INVESTMENT 
PROTECTED  BY  MERCHAN¬ 
DISE.  ACTIVE  ACCOUNTS 
IN  EACH  TERRITORY.  COM¬ 
PLETELY  CONFIDENTIAL. 

BOX  ^404 

BUILDING  SPECIALTIES 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


B.  S.  Reporter 

(Continued  from  Page  103) 

Alphonse  Angel  of  Angel 
Novelty  Co.  IMes  Suddenly 

A  sudden  heart  attack  claimed 
the  life  of  Alphonse  Angel,  63, 
President  of  Angel  Novelty  Com¬ 
pany,  Fitchburg,  Ma.ss.  He  was 
stricken  April  23rd,  a  few  hours 
after  he  left  the  executive  offices 
of  the  Angel  plant  for  the  day. 

With  his  brother,  Frank  Angel, 
who  survives  him,  Alphonse  Angel 
founded  the  firm  over  thirty  years 
ago.  The  brothers  worked  in  a 
uniquely  close  and  successful  part¬ 
nership  that  has  won  recognition 
throughout  the  industry,  and  built 
the  company  to  where  it  is  now 
one  of  the  nation’s  largest  makers 
of  w(K)den  combination  windows, 
flush  doors,  and  other  building 
materials.  He  is  also  survived  by 
a  son,  Edward  Angel,  who  is  clerk 
of  the  Coi-poration. 

A  native  of  Italy,  Alphonse 
Angel  arrived  in  Fitchburg  over 
forty  years  ago.  He  leaves  his  wife, 
Mrs.  Bianca  (Bianchi)  Mastran- 
gelo,  a  son  F^dward  Mastrangelo 
of  Fitchburg  and  four  daughters. 

*  *  « 

Prcdcoa  Appointed  N.  Y. 
Alsynite  Distributor 

Pi'alcoa,  of  2303  Secoiul  Avenue, 
New  York  3.'),  N.  Y.,  has  been 
named  Alsynite  distributor  for  the 
New  York  City  area,  it  was  an¬ 
nounced  recently  by  the  Alsynite 
I  Company  of  America. 

Alsynite,  a  translucent  pla.stic 
sheeting  u.sed  in  a  wide  variety  of 
structural  and  decorative  applica¬ 
tions,  is  a  modern  building  mate¬ 
rial  of  unusual  qualities.  AKsynite 
was  the  first  corrugated  plastic 
;  sheeting  on  the  market  and  it  is 
now  available  in  flat  panels. 

M.  C.  Wantman,  .sales  manager 
or  Pi’alcoa,  said  the  addition  of 
Alsynite  to  their  line  of  building 
materials  is  an  important  step. 
"AKsynite  has  many  amazing  prop¬ 
erties  and  advantages,  and  it  will 
occupy  an  increasingly  important 


position  in  the  building  field  as 
builders  here  discover  these  ad¬ 
vantages  for  themselves.” 

Although  the  manufacturing 
plants  of  the  Alsynite  Company  of 
America  are  located  in  San  Diego, 
Calif.,  and  Portsmouth,  O.,  Pral- 
coa’s  New  York  warehouse  can 
assure  prompt  delivery  of  all 
colors  and  sizes. 

*  iR  4> 

Ug  Enlarges  Plant 
In  Chicago 

The  Ilg  Electric  Ventilating 
Company  announces  plans  for  the 
9th  addition  to  its  plant  at  Craw¬ 
ford  Avenue  and  George  Street, 
Chicago.  This  new’  addition,  in¬ 
corporating  the  very  latest  in  mov¬ 
able  partitions,  indu.sti’ial  lighting 
and  buses  for  power,  will  provide 
a  total  space  of  110,000  square 
feet  in  the  main  building  and  ad¬ 
ditional  manufacturing,  research 
and  storage  space  in  the  other 
buildings  of  approximately  •S.'S.OOO 
.square  feet. 

The  new  addition  will  give  in¬ 
creased  space  for  Office  and  En¬ 
gineering  Department,  as  w'ell  as 
increased  production  space.  A  new’ 
Receiving  Department  w’ith  load¬ 
ing  dock  w  ill  provide  for  increased 
facilities  for  handling  vei-y  large 
truck.s. 

When  the  new’  addition  is  com¬ 
pleted,  the  total  plant  space  w’ill 
b<?  approximately  210,000  .square 
feet. 

♦  *  * 

Mullins  Mig.  Co.  Appoints 
Gage  Campbell 

The  appointment  of  Gage  Camp¬ 
bell  as  Youngstow’n  Kitchens  rep¬ 
resentative  in  Canada,  is  an¬ 
nounced  by  D.  F.  Rucks,  Jr.,  gen¬ 
eral  manager  of  merchandising  of 
Mullins  Manufacturing  Corpora¬ 
tion,  Warren,  O.,  manufacturers  of 
the  line  of  steel  kitchen  equipment. 

Campbell,  who  will  establish 
headquarters  in  Toronto,  formerly 
was  appliance  .sales  manager  of 
Beatty  Bros.  Ltd.  He  .served  with 
the  large  Canadian  firm  for  26 
years. 

(Continued  on  Page  115) 
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New  Home  Owners 

(Continued  from  Page  49) 

and  installations  in  one  concen¬ 
trated  area,  the  firm  can  effect 
economies  in  transportation  and 
pass  these  savings  on  to  its  ac¬ 
counts.  With  a  large,  growing  .sale.s 
market  available  in  New  Castle 
County,  this  potential  alone  offers 
plenty  of  room  to  do  business  with 
and  the  entire  output  can  be  dis¬ 
posed  of  there  alone  if  need  be 
and  still  maintain  the  normal  level 
of  production. 

Although  most  of  the  volume  is 
in  new  house  construction,  never¬ 
theless  there  is  still  a  sizeable 
amount  of  busine.ss  sold  in  u.sed  or 
existing  houses. 

Salesmen  are  al.so  instructed  to 
rei)eat  calls  on  places  where  they 
have  previously  been  turned  down. 
With  the  construction  of  the  de¬ 
velopment  completed,  the  new  oc¬ 
cupants  move  in  and  some  installa¬ 
tions  are  also  visible,  so  that  is  a 
psychological  time  to  impress  the 
newcomers  with  these  specialties. 
They  see  them  already  in  place  on 
neighboring  houses,  which  act  as 
valuable  demonstrators  and  offer 
psychological  appeal. 

Calls  Back 

After  an  installation  is  com¬ 
pleted,  the  salesmen  call  back,  o.s- 
tensibly  to  inquire  if  everything 
is  .sati.sfactory,  and  then  try  to 
obtain  new  leads  there.  People  who 
cooperate  in  this  manner  are  re¬ 
warded  by  cash  commissions. 

Another  inducement  with  the 
.same  effect  has  been  the  distribu¬ 
tion  of  a  giveaway  which  is  a  deep 
fat  fryer  retailing  for  about  $35. 
and  costing  the  firm  $20.19  when 
purchased  in  quantity  lots.  The.se 
are  presented  by  the  salesman  with 
every  purcha.se  of  10  windows  or 
more  in  a  given  monthly  period. 
Announcement  to  this  effect  are 
made  in  newspaper  ads,  and  .sam¬ 
ples  of  the  fryer  have  been  carried 
by  salesmen  in  their  cars, 
(Continued  on  Page  106) 
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2  or  3  lito  Doort 


Watching  for  daddy 


from  the  safety  and  warmfh 
of  her  comfortable  home  .  .  . 


“Beautify  as  they  Protect” 


Magic  Hing«  Casement 
Roto  Casement  Screens 
Jolousit  self  storing  Ooo 


ALL  ALUMINUM 


Seif-Storing  Windows 
Triple  Track  Windows 


CHICAGO 
n)4  S  Wahash  A 
Utitofe  S,  HI. 


^  PITTSBURGH 

B  &  G  MFG  •  6905  Suiqw«honno  St 

ffk.  I,  P«. 


fc^GENERAL’S  ALL  WELDED 

all  fully  extruded  aluminum 

3-Track  storm  and  Screen  window 

.  .  .  the  most  advanced  design  in  the  field!  The  new 
General  3  track  is  precision  fabricated  and  "priced" 
right  for  quick  sales  and  big  profits! 

CHECK  THESE  "SELL"  FEATURES! 

•  Wdiddd  sqyore  corn«rs 

•  Potifiv*  lockinq  ddvice 

•  Sdlf'ttorinq  intdrtt 

•  All  Qlyminym  screyning 

•  Eosy  to  inttpll 

•  Sdrvicc  fry* 

Immediote  Delivery 

K  D  or  Assembled  — >  Deoler  ond  Distributor  Inciuiriei  Invited 
Writer  Phone  or  Wire  for  Profit-Mokirtg  Delailt  Todpy! 

GENERAL  SCREEN  AND  SASH,  INC. 

SO  Tulip  Ploce,  (eorden  City  Pork,  L.  I.  GArdcn  City  7-S204-S711 
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The  “Triple  Track”  Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompr  Efficient  Service 
Dhtributorthip  Inquiriet  fnvitecf 

Member  of  tbe  National  Combination  Storm  Window  and  Door  Imtituto,  Inc 

••tmr  rat  im  wmtwr  io  iast  fORivai" 

POST  omci  BOX  ftino-.  Woyland  SOI  APCO,  OHIO 


DEALERS! 

DEALERS! 


J(Nn  Q  hi9N-profit  orgoniiotion  where  oM 
the  heit  dealers  ond  distributors  moy  be 
found! 

If  you  are  looking  for  the  top  l-trock  com¬ 
bination  storm  window  in 
the  industry,  ond  at  o  com¬ 
petitive  price  —  this  is  it! 

No  other  oiuminum  storm 
sosh  offers  more  sales  op- 
peol  ond  more  profits  for 
you. 

Territories  now  open  for  re- 
lioble  dealers  and  distribu¬ 
tors. 


FOR  INFORMATION  WRITE  OR  VISIT  OUR  PLANT  IN 
PHILADELPHIA  NOW/ 


mORT^ 


4fh  &  GIRARD  AVE 
PHILADELPHIA  23 


Nnw  Home  Owners 

,  {Continued  from  Pai/c  105) 

The  .sale.s  staff  also  works  under 
its  own  incentive  plan  with  month¬ 
ly  contests  under  which  the  top 
three  men  are  jriven  cash  l)onuses 
for  exceedinj?  their  production 
(juntas.  One  of  the  best  producers 
is  an  old-timer  in  the  business, 
George  M.  Tattershall,  who  was 
formerly  with  Rusco. 
j  Under  this  plan  of  operation, 
little  outside  promotion  is  required 
since  dependence  is  placed  almost 
:  entirely  on  new  hou.se  prospect 
listings.  Occasionally,  however, 
circulars  are  mailed  or  pas.sed  out 
j  de.scribing  the  product  in  detail 
and  listing  five  important  reasons 
why  the  combination  storm  win¬ 
dows  with  .screens  are  desirable, 
as  follows: 

You’ll  Be  More  Comfortable, 
Your  House  Will  lajok  Better — Be 
Worth  More,  You’ll  Use  35%  Le.ss 
Fuel,  You’ll  ffave  Le.ss  Work  to 
Do,  and  You’ll  Save  Money. 

Lanrow'  Sale.s  Co.  has  the  di.s- 
tinction  of  being  owned  by  two 
partners  with  divided  responsi¬ 
bilities,  Mr.  Lantis  heading  .sales 
and  his  a.s.sociate,  Richard  F. 
Rowe,  personally  making  the  in¬ 
stallations.  He  is  considered  one 
of  the  most  experienced  and  fast¬ 
est  installation  men  in  Delaware. 

There  is  only  one  outside  instal¬ 
lation  man  working  on  doors  alone 
for  the  company.  He  is  Paul  Sa- 
dowski,  formerly  a  master  tool 
diemaker,  who,  operating  by  him- 
.self  nas  put  in  a  minimum  of  four 
doors  a  day,  on  occasions  even 
reaching  an  average  of  six. 

Business  Forms 

(Continued  from  Page  52) 

prietorship,  the  owner  stands  alone. 
Furthermore,  in  the  corporate  or 
partnership  form,  the  business  can 
function  impersonally  and  inde¬ 
pendently.  In  the  ca.se  of  a  pro¬ 
prietorship,  the  personal  life  of  the 
owner  can  and  often  does  affect  the 
whole  structure  and  operation  of 
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the  business.  Domestic  or  economic 
trouble  frequently  finds  e.xpression 
in  bad  business  management,  and 
certainly  a  death,  accident  or  seri¬ 
ous  illness  can  result  in  any  num¬ 
ber  of  drastic  changes. 

2.  The  Partnership 

The  main  advantage  of  the  part¬ 
nership  form  is  the  greater 
amount  of  capital  such  a  setup 
provides.  The  cost  to  organize  is 
small — another  factor  of  impor¬ 
tance.  In  addition,  there  are  no  re- 
.strictions  imposed  upon  the  part¬ 
nership,  such  as  the  charter  of  the 
corporation. 

Other  if  .somewhat  less  note¬ 
worthy  advantages  include  the 
fact  that,  like  the  proprietorship, 
it  is  possible  to  maintain  personal 
and  friendly  contact  with  person¬ 
nel,  customers  and  others.  A  part¬ 
nership  arrangement  may  al.so 
draw  on  the  peculiar  capabilities 
and  talents  of  each  partner — each 
has  a  chance  to  specialize,  thus 
handling  the  parts  of  the  business 
in  which  he  has  the  most  interest 
and  for  which  he  has  the  most 
natural  ability. 

Credit  Attitudes 

Credit  attitudes  and  policies  to¬ 
ward  partnerships  are  important 
to  consider,  too.  Because  personal 
liability  is  divided,  the  partnership 
is  usually  considered  more  worthy 
of  credit  than  a  proprietorship, 

The.se,  then,  are  some  of  the  ad¬ 
vantages  of  the  partnership. 
Among  the  di.sadvantages  are  the 
following. 

The  death,  illne.ss,  bankruptcy  or 
withdrawal  of  a  partner  for  any 
rea.son  can,  to  .some  extent,  disrupt 
the  functioning  of  the  business. 

And,  if  to  a  les.ser  degree  than 
in  the  proprietorship,  the  personal 
life  of  each  partner  can  neverthe¬ 
less  affect  the  smooth  operation  of 
the  business. 

Capital,  when  needed,  can  usu¬ 
ally  be  rai.sed  more  easily  than  in 
a  proprietorship,  but  not  with  the 
comparative  ease  of  the  corporate 
.setup. 


Scott  gives  you  an 

unbeatable  KD  deal 


CUTS  WORK  90% 

•  All  you  do  is  ossemblo,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
ore  needed  or  used! 

O  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

O  No  special  tools  needed. 

Mote  Ptof'H  to  YOU! 

Saves  investment,  saves  space, 
speeds  production,  greatly 
reduces  labor  problems. 


S««  Scoff  Windowi  on  ditplay  in  fko  John  Wanomahor  PMIa.  Sforo 

Thousands  Sold  •  Thousands  of  Reforonces 
Experieneed  •  High  Rated  •  Responsible  Backing 


Scott 

m  Casement  Comhmattons 
^WummumCas 

^Wummum^ct 

Muminum  Combmn  _ 


for  TODAY'S  profits  as  wall 
as  a  solid,  long  form  eonnottlon 

WRITE  •  WIRE  •  PHONE 

about  a  VALUABU 
PROTtCTtD  fRANCHISS 


SCOTT  WINDOWS/ 

2245  BRYN  MAWR  AVENUE.  PHILADELPHIA  31,  PA. 


The  liability  each  partner  must 
a.ssume  i.s  total.  If  there  is  no  in¬ 
surance  against  liability  and  the 
firm  runs  into  debt,  it  may  be  nec- 
e.s.sary  for  each  partner  to  u.se  his 
per.sonal  a.s.sets. 

Al.so,  like  the  proprietorship,  the 
size  and  growth  of  the  busine.ss 
may  remain  limited  becau.se  of  the 
limit  to  the  abilities  of  the  part¬ 
ners  themselves  or  the  number 
which  can  be  found  to  work  well 
together. 


3.  The  Corpttration 

There  are  a  number  of  advan¬ 
tages  to  this  form  of  business.  The 
first  involves  the  question  of  lia¬ 
bility.  In  the  large  coriM)ration, 
the  amount  of  stock  issued  limits 
the  liability.  In  the  small  or  “clo.se” 
corporation,  however,  owners  may 
be  made  to  indorse  all  corixfration 
loans  and  thus  be  personall.v  liable. 

A  change  in  ownership  does  not 

(Coutitnicd  on  Patje  108) 
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YOU  CAN’T 
BEAT  THE  NEW 

I?>WAMD1E> 

COMBINATION 

^  ALL -ALUMINUM 

STORffl  ft  SCREED 

WINDOW 


'•s 


Available 

KNOCKED 

DOWN 


Assembled 


Here’s  Why... 

*  Easy  h)  assemble.  You  need  only 
a  screw  driver  and  screen  roller 

*  Made  of  heavy  extruded  metal 

*  All-aluminum  screening 

*  Engineered  perfectly 

*  Takes  less  storage  space 

*  Costs  less  to  ship 

*  Prompt  delivery 


I 

L 


PRICED  TO  ''JUMP" 
YOUR  SALES! 

Mats  and  Litarafura  Available 
for  Sales  Promotion 


Manufactured  Exclusively  in  our  own  plant. 
Write  or  phone 


[ 


SCREEN  &  WINDOW 


42S  TMra  Avm.,  BrMkIyfi  IS,  N.  Y. 
Tel.;  south  S-SOtS 


Business  Forms 

{Continued  from  Page  107) 

affect  the  corporation.  Management 
may  continue  unimpaired. 

Additional  capital,  when  needed, 
is  acquired  much  more  easily  than 
in  the  proprietorship  or  partner¬ 
ship. 

The  disadvantages  of  the  cor- 
|)orate  form  of  business  include  the 
fact  that  it  is  frequently  expensive 
to  organize.  There  are  also  many 
Federal  and  state  laws  and  restric¬ 
tions  which  it  must  obey,  and 
many  tax  returns  and  reports  to 
file  periodically. 

In  addition,  the  corporation  does 
not  enjoy  freedom  of  business  ac¬ 
tivity  as  do  the  proprietorship  and 
the  partnership.  It  is  .sometimes 
difficult  to  expand  the  business  into 
other  states.  The  corporate  char¬ 
ter  restricts  the  scope  of  the  busi¬ 
ness  operation.  In  some  instances, 
however,  this  impediment  can  be 
removed  by  amending  the  charter 
or  by  drawing  up  the  original  char¬ 
ter  in  such  a  way  that  the  scope  of 
the  business  is  very  broad. 

(Next  article  in  thi>  series:  "How  a 
Partnership  Works.") 


Stone-type  Siding 

(Continued  from  Page  51) 

Sills  are  another  important  con¬ 
sideration.  Cement  and  cinder 
block  buildings  usually  have  ce¬ 
ment  or  brick  sills.  In  such  cases, 
some  manufacturers  advise  against 
applying  the  stone  over  the  sills. 
The  sills  often  make  a  nice  con¬ 
trast  with  the  stone  and  eliminate 
a  very  costly  operation. 

Whenever  you  find  wooden  sills 
in  good  condition,  leave  them  as 
they  are.  If  the  customer  insists 
on  cement  sills,  there  will  be,  of 
course,  an  extra  charge  for  them. 
The  Ix'st  thing  from  both  the  cus¬ 
tomer  and  dealer  viewpoint  is  not 
to  promise  such  things  where  they 
are  absolutely  necessary  or  where 
the  cu.stomer  insists  on  cement  sills 
and  is  willing  to  pay  for  them. 


^1 

r  Stat 


KEY 

Better 

Storm 

DOORS 


TO 


NILES-CAST 
CORNER  KEYS 

Make  stronger,  more  rigid  doors. 
Manufactured  to  customers 
specifications. 

CAST 

ALUMINUM 
INITIALS 

Refiectorized 


NILES 

ALUMINUM 
CASTING  CO. 

S-Butler  St. 

Niles,  Ohio 
Niles  2-8413 


LET  THIS  ADVANCED 
IDEA  IN  GRILLES  CUT 
YOUR  INVENTORY  50% 


Your  DUN- 
grilles  come 
modern  end  dipt 
which  eliminote  old 
style  flot  turned 
end  tobs  ond  the 
need  tor  two  grille 
widths  to  fit  the 
four  common  door 
sixes.  Mode  to  fit 
36**  doors,  you  sim¬ 
ply  clip  off  ends  to 
cxoctly  fit  oil  nor- 
rower  doors.  Pic¬ 
tured  is  No.  2958. 
List  price  $6.60. 
Pocked  6  to  the 
corton. 


DUN(AN-MORRIS  (0. 

48  N.  VALLEY  ST.,  AKRON  3.  OHIO 
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Stone  siding  has  a  number  of 
other  uses  besides  its  application 
on  outside  walls.  One  of  the  more 
popular  of  these  is  its  use  in  pri¬ 
vate  home  play  rooms.  It  is  also  j 
used  in  decorating  interiors  of 
restaurants  and  bars,  and  for  home  j 
fireplaces  and  mantlepieces.  j 

In  the  second  type  of  masonry 
residing,  the  “stones”  are  molded 
individually  on  the  job.  These  are  ! 
applied  to  a  scratch  coat  over  wire 
mesh.  The  material  is  Portland 
Cement,  compounded  with  mineral 
colors,  pulverized  stone,  a  quartz 
aggregate,  waterproofers,  and  me¬ 
tallic  hardeners.  When  correctly 
applied  it  is  fireproof,  watertight, 
and,  because  of  a  air  space  trapped 
between  the  veneer  and  interior 
wall,  it  is  an  effective  insulator. 
Fuels  costs  after  application  are 
said  to  drop  from  10  to  30  per  cent. 

The  application  of  this  type  of 
stone  veneer  is  also  very  easy.  In 
fact,  it  is  claimed  that  mechanics 
can  be  trained  to  do  an  expert  job 
in  as  little  as  three  days'  time. 

The  first  step  is  to  apply  a 
scratch  coat  over  wire  mesh.  This 
is  allowed  to  cure  for  about  two 
days.  Next,  the  “stones”  are 
formed  in  separate  molds;  these 
are  then  applied  to  the  scratch 
coat.  A  complete  stone  veneer  re¬ 
surfacing  job  on  the  average  size 
home  usually  takes  no  longer  than 
four  days.  And  the  first  job  fre¬ 
quently  brings  enough  profit  to  pay 
for  the  entire  co.st  of  the  equip¬ 
ment. 


DISTRIBUTORS  WANTED 


for  Exchisfvo  Torritoriot  in  4S  stotoo 


Exclusive  territories  available  everywhere,  during  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 
selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 
soles  I  Big  profltsi 
Act  today 
while  choice 
territories 
ore  openi 


S.  EASY  INSTALLATIONS  I  Simple  to  a  pply 
os  tile — easy  for  even  novices  I  Goes  over 
brick,  weather-board,  everything! 

6.  TREMENDOUS  APPEAL!  Over 
$5,000,000.00  sales,  first  year  of 
business.  Increasing  ever  since. 
Protects,  insulates,  beautifies. 


saves  money,  irKreoses 
comfort.  Guaranteed. 

V  A  quality 

>.  product! 


Write,  Wii 
or  Phene 
Complete  DetoilsI 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu¬ 
sive  selling  rights  in  territory  of  your  choice — 
no  "next-door”  competition! 

2.  YE  AR  -'ROUND  S ALES— 1 2  months  a  year ! 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  sales!  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 


NATIONAL  HEATHER  STONE,  INC.  .°r. 

2105  East  Gillingham  St.  •  Philo.  24,  Pa. 

Phone:  DEIaware  6-5900 


Air  Conditioners 

(Coutitmcd  from  Paqr  62) 

Prices  vary  with  geographical  lo¬ 
cations.  Installation  in  this  typt'  of 
home  is  relatively  simple.  The  sys¬ 
tem  may  easily  be  hooked  into  ex¬ 
isting  ducts. 

Installation  in  existing  homes 
with  wet  (hot  water)  heating  sys¬ 
tems  cost  considerably  more.  It  is 
impossible  to  pinpoint  the  cost  in¬ 
volved  because  of  varying  labor 
rates  in  different  parts  of  the  coun- 

(Continued  on  Page  110) 


GRILLES - GRILLES! 
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Send  One  Dollar  for 
Sample  5"  Grille  and  Price  List 

YOUNGSTOWN  ALUMINUM  PRODUaS  (0. 

722  W.  MADISON  AVENUE 
YOUNGSTOWN,  OHIO 


$1.00 


&  Home  Improvement  Dealer 
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OUT  OF  NEW  ENGLAND 

ACROSS  THE  BOARD 


COMES  A  COMPLETE 
ALUMINUM  LINE 


WEATHERKING 

TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 

CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE  WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 

SOME  KD  AREAS  STIU  AVAILABLE 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

87  SU/AMER  STREET,  PROVIDENCE  3,  R.  !.  DEXTER  1-4424 


Air  Conditioners 

(Continued  from  Page  109) 

try.  E.stimate.s  ranjre  from  $1,750 
to  $2,250. 

Expen.sive  convectors  with  fans 
and  drains  must  be  u.sed.  This  type 
of  chilled  water  has  been  used  suc¬ 
cessfully  in  apartments  and  office 
buildinjfs  and  manufacturers  are 
working  to  make  it  more  economi¬ 
cal  for  home  owners. 

At  pre.sent,  it  mi^ht  be  less  cost¬ 
ly  for  a  home  owner  with  a  wet 
heating  system  to  install  ductwork 
providinK  the  construction  of  the 
hou.se  permits  this. 

Air-conditioning  manufacturers 
differ  in  their  e.stimates  of  how 
much  is  added  to  the  cost  of  a  new 
home  by  building  in  air  condition¬ 
ing. 

John  A.  (lilbreath,  assistant  vice 
president  in  charge  of  air-condi¬ 
tioning  for  Servel,  Inc.  figures  10 
per  cent  of  the  entire  cost  of  a 
home  is  represented  by  air-condi¬ 
tioning.  His  company  has  pio¬ 
neered,  along  with  Carrier  Corpo¬ 
ration,  in  all-year  packaged  home 
air-conditioning. 

Clive  Hills,  a  development  in 
Metuchen,  N.  J.,  offers  on  an  op¬ 
tional  basis  General  B^lectric  air 
conditioning  for  an  additional  $925. 
The  houses  .sell  at  $20,000.  General 
Electric  also  is  installing  what  it 
calls  a  heat-pump  system  in  more 
expensive  houses.  Installation  costs 
run  from  $3,500  to  $4,500  but  it 
must  be  borne  in  mind  that  the 
device  heats  as  well  as  cools  the 
home. 

“TlO 

Salesmen 

(Continued  from  Page  70) 

what  you  are  doing  wrong  can 
prove  fruitless.  Instead,  think  of 
previous  results.  How  were  they 
accomplished,  what  was  the  meth¬ 
od  of  approach?  Set  your  pattern 
accordingly  but  remember,  every¬ 
one  is  not  alike.  Mr.  Jones,  for  ex¬ 
ample,  doesn’t  smoke.  He  may  ob¬ 
ject  to  your  smoking.  Mr.  Smith 
might  easily  be  over-conscious  of 
good  grooming.  The  haircut  you 


no 
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were  Ki>in>r  to  tomorntw  may 
have  lost  you  a  sale  today.  He- 
evaluate  yourself  as  well  as  your 
ability. 

Question  number  two:  “Why  am 
I  Blanking  out  this  Month  when 
Results  I.^ist  Month  were  Gotten 
with  the  Same  or  Even  Less  Ef¬ 
fort?”  The  answer  lies  within  the 
question.  The  fact  that  he  admits 
to  making  a  more  strenuous  effort 
shows  that  he  is  less  relaxed,  less 
IK)i.sed.  and  more  ten.se,  which  re¬ 
flects  without  his  knowledge  on  the 
customer.  The  customer,  therefore, 
lo.ses  confidence  in  the  salesman’s 
complete  knowledge  of  what  he  is 
doing. 


ELLWOOn 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trode. 


Confidence 

As  to  the  third  question:  “Is  it 
Business  in  General,  is  it  the  ter¬ 
ritory,  or  is  it  Me?”,  the  answer  is, 
IT  IS  YOU — it  is  you  because  you 
have  lacked  the  ability  to  control 
your  delivery  with  the  ea.se  that 
breeds  confidence  and  eliminates 
.su.spicion  of  high  pressure. 

It  is  not  the  territory  unless 
there  is  a  lack  of  desire  and  need 
for  the  item  you  are  .selling.  As  the 
old  saying  goes,  “It  is  easier  to 
•sell  a  ham  .sandwich  to  a  hungry 
man  than  to  sell  an  electric  fan 
to  an  eskimo.” 

Finally,  “Is  it  Business  in  Gen¬ 
eral?”  The  answer  is  no,  a  very 
emphatic  NO!  Business  is  only  as 
good  as  the  effort  and  concentra¬ 
tion  put  forth  in  the  direction  of 
procurement. 

The  writer  admits  that  in  times 
of  depression  or  off  season  it  is  not 
as  ea.sy  to  do  a  volume  of  busine.ss 
that  could  be  done  if  everything 
else  was  conducive  to  prosperity, 
but  then  again  it  becomes  a  mat¬ 
ter  of  applying  more  thought,  ef¬ 
fort  and  confidence. 

To  be  pos.sessed  and  conscious  of 
ability  is  certainly  a  virtue,  but  to 
have  ability  without  making  an 
effort  to  use  it  cannot  but  bring 
about  p(M)r  results.  Therefore,  we 
offer  this  simple  formula: 

If  you  have  worked  today  with¬ 
out  results,  but  can  con.scientiously 
(Coutivued  nri  Page  113) 


•k  Heavy  Corner  Construction 
ir  Top  Quality  Latch 
k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  wont,  dozens  of  sole-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penna. 


Phone  2755 


PREPAINTED 
Baked  Enamel 
Steel  Alloy 


LAP 

SIDING 


IN  WHITE 

and 

PASTEL  COLORS 


»19.7SS... 


SAKER  &  VOLPERT 

Distributors 

3180  Belmont  Avenue  Youngstown,  Ohio 


PHONE  —  WIRE 
YOUNGSTOWN.  O 

Riverside  73250 

for 

Addifional  tnformofion 


&  Home  Improvement  Dealer 
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\if.  for  ttondord 
^  2/6e6/8  door 

t 

Covered  with 

FASHON 

It  t'arrlef  the  flood 
llotiKftteeplne 


fobrie-covered 
folding  door 
on  the  market' 


Suggested 
RETAIL  PRICE 


A  SENSATIONAL  PROGRAM 
OF  ADVERTISING  WILL  SELL 
THIS  DOOR  TO  BUILDERS. 
ARCHITECTS.  HOMEOWNERS 
AND  MODERNIZERS' 

DISTRIBUTORS:  Contact  u«  at  once  (ot 
the  fall  profit  story! 

RETAILERS:  Ask  us  tor  the  name  of  your 
nearest  distributor! 

"...  4.S00S 

WIStONSlil  DOOR 
SALES  (0.  °.T 

10101  Lyndon  Detroit  21 


Whether  it's  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 

CALBAR  PAINT  A  VARNISH  CO. 


COMPOUNDS 

every  building  material! 


5  Colors; 
GREEN 
CRAY 
RED 

MOCHA 

OFF-WHITE 


Available  in 
Many  Sizes. 


Complete  with 
all  hardware. 


lal! 


^pecia 


ROMO  LBS. 


EXTRUDED  SCREEN 

STOCK 


IMMEDIATE  DELIVERY! 


TO  BOX  405 


WRITE 


BUILDING  SPECIALTIES 

425  FOURTH  AVENUE 
NEW  YORK  16.  N.  Y. 
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Salesmen 

(Continued  from  Page  111) 

tell  yourself  that  you  put  forth  an 
intelligent  and  sincere  effort,  for¬ 
get  the  results.  Do  your  best  again 
tomorrow  and  don’t  do  it  harder — 
do  it  longer. 

Remember,  a  sales  contract  con¬ 
stitutes  at  least  two  parties.  It  is 
not  necessary  for  the  .salesman  to 
do  all  the  talking.  Re.solve  to  do  a 
certain  amount  of  listening.  To¬ 
gether,  you  and  the  customer,  will 
eventually  find  a  meeting  ground. 
You  create  a  desire  and  make  the 
cu.stomer  aware  of  his  need  and  he, 
in  turn,  will  express  his  need  and 
any  objections  he  may  have. 

You  then  are  required,  if  at  all 
possible,  to  convert  his  negatives 
into  positives  by  making  him  will¬ 
ing  to  sacrifice  one  thing  to  gain 
another;  in  other  words,  he  must 
be  reminded  that  he  cannot  lose 
sight  of  the  forest  because  of  the 
trees.  Remind  your  customer  of 
this  .sound  philosophy,  “It  is  never 
the  things  we  do  that  we  regret, 
it’s  the  things  we  fail  to  do.” 

,•>.  UfatiH  in  the 
'  *  B  Salfi  Bnilticr 


Old  Age  Group 

(Continued  from  Page  82) 

ranges,  refrigerators  AND  metal 
awnings  are  made  to  people  in  the 
over  36  group.  Wants  may  be  ; 
stronger  in  the  younger  group,  but 
getting-ability  is  usually  highest 
after  35. 

Statistics  show  that  72%  of  dur¬ 
able  goods  purchasers  in  1948  were 
over  36  years  of  age  and  48%  were 
over  45.  It  is  well  to  remember  that 
the  average  age  of  the  whole  popu¬ 
lation  is  increasing.  Moreover,  a 
large  section  of  the  under  36  group 
have  been  set  back  because  of  serv-  i 
ice  in  the  last  war.  Their  earning  ; 
power  and  normal  rise  in  position  I 
have  been  slowed  down.  | 

The  natural  conclusion  is  that  | 
while  salesmen  should  not  forget  ! 
the  younger  group  they  must  real-  I 
ize  that  the  best  opportunities  lie  ; 
with  the  over  35  group  and  should  \ 
plan  their  appeal  accordingly.  i 


THE  RESULT  OF 
2  ’A  YEARS 
OF  WINDOW 
RESEARCH 


seojilyent 


InaDinous  Approval! 

rot  TM  nisT  UAiiY  til  tta  niMi  wmoow 


MMtr:  Lm  FMm 

Ft  iMSwMa,  Ra.: 

“The  first  time  I  saw  the 
new  SEAL-VENTJalousic 
window,  I  couldn't  be* 
lieve  my  eyes.  Here  was  a 
jalousie  window  chat  ac' 
tually  could  be  used  tn 
my  air-conditioned  homes 
instead  of  ordinary  win¬ 
dows.  The  selling  features 
are  so  scremg  that  1  was 
able  to  sell  homes  at 
more  money  simply  by 
including  SEAL-VENT 
Seal-Tettra  Jalousies  in 
the  homes." 


INTtOOUCfD  TO  TM  MIIOINO  MOUSTtY  IN  YIAM.. 


ArcMtoct:  liwii  Ommt 
WMNi  tMcfc,  Ra.: 

“After  closely  examining 
this  new  SEAL-VENT 
window,  1  can  easily  see 
how  a  whole  new  field  of 
window  architecture  pre¬ 
sents  Itself  There  are  no 
unbroken  lines  on  this 
SEAL-VENT  jalousie, 
and  air-infilcration  test 
results  conclusively  indi¬ 
cate  thetr  practicability 
for  northern  uses." 


Yes, 


T)  unanimous  approval . . .  because  Seal- 
Vent  Seal-Tested  Jalousies  offer  your  customers 
a  product  so  completely  different  it  replaces 
ordinary  prime  windows  in  any  type  con¬ 
struction  . . .  provides  greater  sales  and  greater 
profits  for  you! 


PRODUCTS,  INC. 

P.O.  BOX  192 


Builders . .  .dealers  .  .  architects. . .  home- 
owners.  .  will  join  you  in  giving  unanimous 
approval  to  this  amazing  new  Seal-V'ent 
Jalousie  Window  and  Jalousie  Door! 


MIAMI  48.  FLORIDA 


W«ITI  FOR  DfSCRIFTIVt  lITRRATURi  AND 
INFORMATION  ON  AVAIlARli  Of  AlIRSHIFt 


(’  A  L  I  F  0  K  N  I  A  R  Ivl)  W  0  0  1) 


Band  Sawn-Premium  Quality 


You  may  use  the  experience  we  have  gained  over  many 
years  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipmenta  on  regular  ichedules. 
Let  us  help  you  solve  yoor  problems. 

Direct  Mill  Shipments  Only 


Jbon  U- allace,  3nc. 


(iiiaidian  ISIdg. 


WOodwaid  .■I-U.''fi_' 


l)fl  roit 


&  Hone  Improvement  Dealer 


CONNCAUT*/ 

•  Custom 
Engineering 

•  Custom 
Compounding 

•  Custom 
Extruding 


SPLINE 
CHANNEL 
STRIPPING 
FOR 

BETTER 

STORM 

WINDOWS 


Conneaut  specializes 
in  vinyl  extrusions 
for  the  storm  window  industry. 
Conneaut  is  fully  equipped  to  design, 
compound,  and  extrude  any  profile 
in  any  length.  This  triple  custom 
service  assures  you  of  the  exact  extru* 
sion  for  your  window  —  assures  you 
of  a  permanently  dust-tight,  rain¬ 
tight,  wind-tight  w’indow. 


Write,  today,  for  details! 


M?  C 


I  I  NNI  Al  1 

RUBBER  &  PLASTICS  COMPANY 

Dept.  B  Akron  9,  Ohio 

"experts  in  extrusions" 


Excelum  Aluminum 

(Continued  from  Page  56) 

utor.  Three  years  ago,  Jamaica 
Sash  and  Door  began  manufactur¬ 
ing  Kxcelum  Aluminum  Combina¬ 
tion  Windows  and  Excelum  Alumi¬ 
num  Aluminum  Combination  Doors. 
TcKlay,  they  are  one  of  the  largest 
and  most  versatile  producers  of 
aluminum  building  and  home-im¬ 
provement  products  in  the  Ea.st, 
with  distribution  throughout  the 
entire  country. 

Modern  Design 

The  new  plants  is  25,0(K)  square 
feet  of  ultra-modern  design  and 
equipment,  including  a  giant  1250- 
ton  Horizontal  F^xtrusion  Press, 
made  especially  for  Jamaica  Sash 
and  Door  by  Hydropre.ss,  Inc.,  the 
world’s  leading  designer  and  pro¬ 
ducer  of  this  machinery.  In  addi¬ 
tion  to  the  j)re.ss,  there  is  an  elec¬ 
tric  induction  furnace,  which  can 
heat  .'{OOO  pounds  of  aluminum  bil¬ 
let  per  hour  from  room  tempera¬ 
ture  to  an  operating  temperature 
of  800°  K..  and  a  2r)-ton  hydraulic 
stretching  device  that  stretches 
and  elongates  the  aluminum  after 
it  has  been  extruded. 

There  are  also  a  huge  electric 
“aging”  oven  which  hardens  the 
material  to  its  maximum  .strength 
and  resistance  to  wear  or  corro¬ 
sion.  and  various  types  of  large, 
complex  electrical  switching  and 
control  devices. 

Decentralization 

This  new  Long  Island  plant  rep¬ 
resents  an  additional  needed  .source 
of  extruded  aluminum  and  aids  in 
defen.se  planning  by  “decentraliz¬ 
ing”  our  industry  in  the  event  of 
enemy  attack. 

Jamaica  Sash  and  Door  Com¬ 
pany  has  made  this  plant  and  its 
facilities  available  to  the  require¬ 
ments  of  industry,  and  has  the  per¬ 
sonnel  to  assist  in  all  phases  of 
production,  design  and  engineer¬ 
ing  in  the  u.se  of  aluminum  extru¬ 
sion. 


AMAZING 


ALUMINUM 

LUBRICANT 


•  Helps  Prevent 
Corrosion 

•  Mokes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 


See  for  voiir?s-lf  wliat  an  amazinf: 
produel  THACK-KZK  is! 

SliekiiifE  anil  liindin^  aliiiiiinuiii 
wimiown  slide  like  mugif  with  one 
a|i|iliealion. 

Send  SI. CO  today  for 
introductory  tube  of 
TRACKEZE. 

SILVER'S 

Standard  Equipment  Co 
National  Distributors 

*  1308  Western  Ave. 

South  Bend  19.  Ind. 


Precision  roll-formed  from  3-SH16 
oluminum.  Design  based  upon  the 
most  popular  profile  sections  now 
being  used  by  leading  fabricators 
and  KD  plants.  Easier  fabricotion 
and  low  cost  puls  you  in  line  with 
any  competition. 


Send  for  Hitt  SAMMf  and  price 
information  slating  quantity 
and  lengths  desired.  Available 
for  prompt  delivery  F.O.8.  our 
own  mill. 


Mils— Bisic  Aluminum  Eitiusmns  and  Roll  formed  Products 
Wk  FIFTH  AVE .  It  Y  16.  N  Y  » fACTORIfS  GRttNVIllE.  PA 


114 


JUNE  1953  BUILDING  SPECIALTIES 


B.  S.  Reporter 

{Continued  from  Page  104) 

J.  L.  Simpson,  former  head  of 
Beatty  Bros.’  kitchen  .sales,  will 
be  as.sociated  with  Campbell  as 
Younjrstown  Kitchens  specialist. 

They  will  work  with  Canadian 
whole.sale  distributors  handling  the 
line,  and  establish  wider  distribu¬ 
tion  for  the  firm’s  steel  cabinet 
sinks,  wall,  ba.se  and  utility  cab¬ 
inets,  automatic  electric  dish¬ 
washer,  and  electric  food  waste 
dispo.ser. 

*  *  * 

Enerson  Joins  Stoii 
At  Shield  Chemical 

Frank  J.  Enerson,  formerly  of 
Sprayed  Insulation,  Newark,  N.  J., 
has  joined  the  staff  of  Shield 
Chemical  Corp.,  Verona,  N.  J.,  as 
sales  engineer.  Enerson,  who  will 
handle  company  sales  on  Drycrete 
and  Masticote  wateri)r()ofinfr,  held 
similar  posts  with  Federal  Ship¬ 
building.  Todd  Shipyards  and  the 
Celotex  Corp.  He  is  a  resident  of 
Uutherford,  New  Jersey. 


«  «  « 

Oley  Appoints 
N.  Y.  Distributor 

Meichants  Hardware  (’o.  Inc., 
157  Chrystie  Street,  New  York  2, 
New  Y’ork,  has  been  appointed  dis- 
tributoi’s  for  the  Oley  Products 
Company.  They  are  carryinp:  in 
stock  foi-  immediate  delivery  the 
#2010  Universal  Combination 
Door  Closer,  4:f:215  Tubular  Latch, 
it202  Safety  Chain,  as  well  as  the 
Stainle.ss  Steel  hinjres  in  either  full 
surface,  half  surface  and  offset.* 

These  items  are  available  boxed 
as  “A  COMI’LETE  SET”. . .  which 
helps  installers  fini.sh  a  dooi-  in 
less  time,  eliminates  inventory 
problems. 

These  kits  include  all  fittinjfs  and 
screws.  The  screws,  hinges,  door 
closers  and  door  chain  may  also  be 
purcha.sed  individually. 

Merchants  Hardware  Co.  Inc., 
also  carries  a  complete  stock  of 
Steel,  Bra.ss,  Aluminum,  and  Stain- 
{Continued  on  Page  116) 


ALUMINUM  WINDUW.  DOOR,  JALOUSIE  MANUFACTURERS  AND  DEALERS  . . . 


no 

steel  wool 
necessary 


with 


WONDER 
GLEAM 


AlUNMUHPOlBH«daUlfP 


CONTAINS  THE  REVOLUTIONARY  FORMULA  SI-301  THAT 

CLEANS,  POLISHES  and  PROTECTS 
ALUMINUM 

See  for  yourself  how  this  Amozing  compound  removes  ozidotion,  corrosion, 
discoloration  and  pitting.  One  Quick,  Easy  application  leaves  the  Aluminum 
Shining  Bright  and  Protectively  Coated  for  months  and  months. 

WONDER  GLEAM  it  the  perfect  answer  for  Seaboard  ond  Manufacturing  Areas 
where  heavy  pitting  is  prevalent.  No  steel  wool  is  needed  unless  the  surface  is  very  badly 
pitted.  Just  a  Cloth  ond  WONDER  GLEAM  to  bring  back  its  original  Sparkle  No  chonce 
for  rust  caused  by  steel  wool  fibres.  WONDER  GLEAM  it  Perfect  for  Anodiied  and 
Alumilited  surfaces. 

WONDER  GLEAM  has  proven  itself  in  the  upkeep  of  skyscrapers  and  other  lorge 
industrial  buildings  where  it  does  wonders  with  Aluminum,  Chromium,  Nirkel,  Bronze, 
Copper,  Monel,  Stainless  Steel  ond  Zinc. 

Build  Good  Will  2nd  Earn  Extra  Profits  with  WONDER  GLEAM 

•  Givs  it  owoy — WONDER  GLEAM  mokes  o  Wonderful  door  opener,  olso  opply  otter  on  instoMo 

tion  to  prevent  service  coll-bocks. 

•  Sell  WONDER  GLEAM — Its  Mirocie  Clconing  ond  Polishing  Powers  will  moke  it  o  Repcot  Seller 

tor  AIjmirum  and  other  mctols 

•  More  Soles  Leods — Advertise  o  Free  window  or  door  Polishing 

•  Advertise  Yourself — By  showing  the  homeowner  "How  to  Keep  it  Cleon  " 

An  8  os.  jor  retoils  tor  $1.00 — 24  Jars  to  o 
cose.  Alto  ovoiloble  in  16  oi.  tor  Commercial 
Use.  12  tors  to  o  cose.  Cosh  with  Order. 


SEE  FOR  YOURSELF  ~ 
ORDERS  TODAY!  — 


WRITE,  WIRE  YOUR 
PROMPT  DELIVERY! 


WILLIAM  HOWARD  MFC.,  INC. 

''Manufacturers  of  Cleanirrg  Compountis 
tor  Jnrfusfrv" 


1472  Broadway 

PROTECTS  AS  IT  CLEANS" 


New  York  36,  N.  Y. 


1953  (8th)  Edition  of 
ROOFING  SIDING 
G  BUILDING 
SPECIALTIES 
MANUAL- 

ISO  pages  crammed  lull  oi  valuable  infor¬ 
mation  on  EVERY  phase  ol  your  business. 
Every  contractor  and  deater  wilt  want 
copies  to  help  him  make  more  money. 


$ 


PER  COPY 


BUILDING  SPECIALTIES  S 
HOME  IMPROVEMENT  DEALER 
425 — 4lh  Ave.,  N.  Y.  IS,  N.  Y. 

Please  send  me  copies  oi  the  MANUAL 


NAME 

COMPANY 

ADDRESS 


TITLE 


(‘v  Home  Improvement  Dealer 
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The  Patented* 

Self-Adjusting  Ex[)ander  Section 


for  the  6rillom  of  all  aluminum 
and  all  uood  romhinalion 
doors. 

•  NotKing  mecbonicol  fo  go  out  of 
order  The  hordef  it  blows  Hie 
tighter  it  fits. 

•  Type  A  is  odoptoble  to  oil  oliMni- 
nwm  doors  of  dimension,  using 
on  internol  or  telescoping  type  ei- 
ponder. 

•  Type  B  is  odoptoble  to  oil  other 
doon  of  oluminum,  regordless  of 
dimensions,  Hiet  hove  no  exponder 
ond  use  o  roin  cop  on  the  bottom 
It  is  olso  opplicobic  to  oil  wood 
combinotion  doors. 


Type  B 


U.  S.  Pal.  N>  2.tl2.««4. 


Type  A 


Tlie  self-adJutlinK  seal  Is  Internal  and  cannot  be  seen.  It  In  no  way  hampers  the 
free  operation  of  the  door 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  Insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  Itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  Is  possible  to  give  as  much  as  U"  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 

Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  SU  Richmond  Hill  19,  Queens,  N.  Y. 


B.  S.  Reporter 

(Continued  from  Page  115) 

less  Steel  Machine  Screws,  Wood 
Screws,  and  Sheet  Metal  Screws  in 
both  Slotted  as  well  as  Phillips 
recessed  Head. 

They  are  specialists  to  the  .storm 
door  and  window  industry. 

All  inquiries  receive  prompt 
attention. 

*  *  a 

Ray  Thomas  Co.  To  Be 
Youngstown  Distributor 

Ray  Thomas  Company,  1601 
South  Hope  St.,  Los  Angeles,  has 
been  named  Youngstown  Kitchens 
di.stributor  for  eight  counties  in 
the  Los  Angeles  area,  C.  D.  Aider- 
man,  vice  president  in  charge  of 
merchandising,  announces. 

Robert  Sutton  will  head  the 
kitchen  division  of  the  firm,  of 
which  C.  VV’.  Crawford  is  president 
and  Louis  Swenson,  vice  president. 

g  *  * 

Everlum  Appoints 
R.  Leudemon  N.  Y.  Sales  Rep. 

Seymour  S.  Ro.senhouse,  general 
manager  of  U.  S.  Aluminum  Siding 
Corp.,  2725  Fullerton  Ave.,  Chi¬ 
cago  47,  111.,  announces  the  appoint¬ 
ment  of  Ralph  l.«udeman  as  the 
company’s  .sales  representative  in 
the  New  Y'ork  area.  Mr.  Leudeman 
lives  at  186-33  Hilburn  Ave.,  St. 
Albans,  N.  Y.  The  company’s 
aluminum  siding  is  sold  under  the 
trade  name,  “Everlum.” 

*  *  * 

R.  D.  Jones  Appointed  By 
LOF  as  Corrulux  Mgr. 

Robert  I).  Jones,  active  in  the 
glass  business  for  nearly  30  years 
and  for  the  last  17  years  a  field 
representative  in  the  IjOS  Angeles 
area  for  Libbey-Owens-Ford  Glass 
Company  has  been  named  Pacific 
regional  sales  manager  of  the  Cor¬ 
rulux  Division  of  1X)F  Gla.ss. 

Announcement  of  the  appoint¬ 
ment  was  made  by  George  D.  Jef¬ 
ferson,  .sales  manager  of  Corrulux. 

(Continued  on  Page  118) 
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PLASTIC  GLASS  AWNINGS 


Sell  this  bcflutitul  Lock  Vent  honionlal  design  in 
plostic  gloss  mode  by  Alsynitc  of  Amtrico,  covpie  it 
with  the  some  design  in  otuminum  with  interchonging 
fcotures.  for  the  eosiest  soles  ond  the  greotest  profits. 


This  is  just  whot  you  have  been  waiting  for  ■—  A  smart 
looking  translucent  plastic  gloss  owning;  on  eye*cotcher 
in  commercial  soles  because  of  the  unlimited  decorating 
potentialities,  and  also  the  answer  for  discriminating 
home  owners  who  dislike  the  darkening  effects  of  per¬ 
manent  ownings.  Sell  beauty,  permanence,  and  com¬ 
fort —  And  moke  money  doing  it! 


Wire,  write  or  phone  todoy  for  complete  detoils  on  avoiloblc 
dealerships  Address  your  correspondetsce  to  Lock  Vent,  Incorpo¬ 
rated.  P.O.  Box  8732,  Richmond  26,  Virginio  Phone.  Chester  2561. 


Focus  your  thoughts  on  this  coming  storm  window  season. 
What  lio  you  see?  If  you’re  part  of  the  WINSULITE 
picture,  YOUK  picture  will  be  brighter,  clearer,  sharper 
.  .  .  for  WINSULITE  dealers  everywhere  enjoy  higher 
profits  and  greater  VOLUME,  season  in  and  .season  out, 
with  the  fast-selling,  high-ipiality,  service  free,  WINSU¬ 
LITE  Three  Track  Storm  Window!  Investigate  the  details 
of  a  WINSULITE  dealership  .  .  .  you’ll  be  backed  100% 
by  hard-hitting  advertising  and  sales  literature.  Thirty 
years  of  window  insulation  know-how! 


Special  DiscounMneentive  Plan  for  New  Dealers 


I  Winsulita  Mfg.  Co.  A  9 
I  721  N.  Control  Avo.  Dept  B  S 
I  Bolte.  2,  Morylond 
I  Gentlemen: 

I  I'll  listen  to  your  proposition  Send 


WINSULITI  MFG.  CO. 

Bolto.  2.  Md.  •  Eostorn  7-6867 


to  assemble  KD  units! 


6t  Home  Improvement  Dealer 


Unusual 


WINDOW  AND  DOOR  OFFER! 


Triple-Aclion  SCLF-STOKING  CUSTOM  MADF  WINDOW 


-278  NEW  STREET,  PHILADELPHIA  6,  PENNA.  -  WAi:KlUT  3-3660 


representative  for  the  entire  LOF 
line  in  the  Los  Angeles  area. 

John  L  Haynes  Appointed 
By  Producers'  Council 

John  L.  Haynes,  Director  of  the 
Building  Materials  Division  of  the 
National  Production  Authority,  has 
been  appointed  Managing  Director 
of  the  Producers’  Council,  national 
organization  of  building  products 
manufacturers,  Elliott  C.  Spratt, 
Council  president,  announced  re¬ 
cently. 

Mr.  Haynes,  who  will  a.ssume  his 
new  duties  at  an  early  date,  suc¬ 
ceeds  Charles  M.  Morten.sen  who 
resigned  effective  May  1  to  become 
Asscx'iate  Manager  of  the  Trade 
A.s.swiation  Department  of  the 
Chamber  of  Commerce  of  the 
United  States. 

Widely  known  in  the  building  in¬ 
dustry,  Mr.  Haynes  has  been  con¬ 
nected  with  construction  for  27 
years.  Prior  to  his  assignment  in 
NPA,  he  was  Chief  of  the  Construc¬ 
tion  Division  of  the  U.  S.  Depart¬ 
ment  for  several  years. 


B.  S.  Reporter 

{Continued  from  Page  116) 


The  Corrulux  regional  office  will  be 
at  1101  Tishman  building,  3440 
Wilshire  boulevard. 

Corrulux  Division  was  formed 
by  Libbey-Owen.s-Ford  late  in  1952 
when  it  acquired  the  former  Cor¬ 
rulux  Corp.  in  Houston,  Texas.  Cor¬ 
rulux  is  a  translucent  plastic  sheet 
material  reinforced  with  fiber  glass 
rapidly  becoming  popular  for  patio 
.screens,  awnings,  .skylights,  shower 
walls,  and  many  similar  u.ses. 

Mr.  Tones,  a  former  mayor  of 
San  Gabriel,  was  educated  at  the 
U.  S.  Military  Academy  at  West 
Point  and  Illinois  State  Normal 
school.  He  began  his  glass  career 
with  Sharp-Partridge  Gla.ss  Co. 
Chicago,  in  1924  and  three  years 
later  came  to  California  as  a  sale.s- 
man  for  a  large  glass  jobber.  In 
1936  he  joined  Libbey-Owens-Ford 
in  charge  of  Vitrolite  .sales  and  for 
the  last  17  years  has  been  a  field 


for  greater  profits 


_ for  simple 

low  cost  fabrication 


It’s  the  new 
Precision  Built 
Atlas  Rolled 
*Aluminum  Screen 
Frame, 
Interchangeable 
Spline,  and  Solid 
One-piece  Inserts! 


PICTURE  WINDOW  STYLE 
COMBINATION  STORM 
and  SCREEN  WINDOW 


183  VilS/ir 


•  FREE  SAMPLES 
AND  PRICE 
INFORMATION  UPON 
REQUEST.  PLEASE 
STATE  QUANTITIES 
AND  LENGTHS 
DESIRED.  NO  ORDER 
TOO  LARGE- 
NONE  TOO  SMALL. 
IMMEDIATE  DELIVERY 
F.O.B.OUR  MILl. 

ENGINEERING  COMPANY 

5100  NORTHWEST  37th  AVENUE 
MIAMI  •  FLORIDA 


TRI-SEAL  Oalvjr*  Combination  Aluminum  Storm  Door  is  of  heavy 
hollow  (onstructien  (63  ST  5  Aluminum  Alloy) . .  .  Heavy  Kick  Plate 
(embosted  design) . . .  Z-Bar  ar  Expansion  installation  frame  . . .  Three 
stainless  steel  hinges  for  right  ar  left  hand  installatian  . . .  Adjustable 
sill  strip  . . .  Rivnut  insert  Lacking  Device  . . .  Heavy  duty  gussets  provide 
corner-construction  reinforced  with  4  screws  and  2  rivets  for  permanent 
rigidity  . . .  Finest  hardware.  PRICED  RIGHT. 

A  few  choice  franchise  territories  still 
available  to  qualified  dealers*  Join 
our  satisfied  TRI-SEAL  Distributors. 


iro  - - 

•so  MM  ALUMINUM 
USED  fXClUSfVSir 
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Born  in  Washinjfton,  D.  C.  in 
1902.  he  is  a  jrraduate  of  George 
Washington  University  in  both  en¬ 
gineering  and  law  and  served  with 
the  Charles  H.  Tomkins  Co.  and 
the  U.  S.  Engineers  in  VV’ashington 
and  with  the  N.  P.  Severn  Co.  of 
Chicago. 

P'rom  1941  to  1944.  Mr.  Haynes 
was  Director  of  the  Building  Mate¬ 
rials  Division  of  the  War  Produc¬ 
tion  Board  and  in  1945  was  Direc¬ 
tor  of  WPB’s  Construction  Bureau 
until  September  when  he  joined 
the  Dei)artment  of  Commerce. 

As  the  Council’s  Managing  Di¬ 
rector.  Mr.  Haynes  will  direct  its 
comprehensive  promotional  and 
educational  activities  and  its  joint 
programs  with  the  American  Insti¬ 
tute  of  Architects.  National  Asso¬ 
ciation  of  Home  Builders.  National 
Retail  Lumber  Dealers  Associa¬ 
tion,  As.sociated  General  Contrac¬ 
tors  and  other  construction  indu.s- 
try  groups.  He  ahso  will  assist  the 
Council’s  .*13  Chapters  in  their  local 
programming. 


New  Products 

(Continued  from  Pape  54) 

ings”  label  which  signifies  that  the 
fan  has  been  tested  and  rated  in 
accordance  with  United  States  De¬ 
partment  of  Commerce  Commercial 
Standard  CS  178-51. 

The  inside  copy  on  the  new 
three-color  tag  is  an  explanation 
of  air  delivery  ratings  and  fan  per¬ 
formance  standards  plus  some  sug'- 
gestions  for  proper  care  of  the  fan 

Designed  for  the  purpose  of  giv¬ 
ing  the  con.sumer  an  evaluation  of 
the  quality  and  reliability  of  the 
products  bearing  it,  the  tag  will 
be  appearing  throughout  the  nation 
this  summer  on  fans  manufactured 
b.v  the  companies  who  are 
P.  F.  M.  A.  members. 

*  «  * 

Aluminum  Storm  Door 
Key  Lock 

Announcement  has  been  made 
by  Courtesy  Storm  Window  Co.,  of 
the  addition  to  their  line  of  an 
(Continued  on  Pane  120) 


WANTED 

by 

T)rip~J^ 


/ 


exi 

LINEAL  LENGTH 
AND  K.D.  BUYERS! 


WE  WILL  SET  YOU  UP  AS  A 
MANUFACTURER  OF  ALUMINUM 
STORM  WINDOWS! 

We  have  IN-STOCK  all  the  extruded  shapes  for  this  window 
that  you  will  need. 

^  jr  n  tt 

mmmmJ 

EXTRUDED  SHAPES 
Att.:  Dealers  and  Distributors 

Our  all-extruded  aluminum  combination  storm 
windows  ore  custom  mode. 

\'  Completely  Interlocked! 

\  Hove  No  Complicated  Gadgets! 
Check  these  features:  \  Hove  Positive  Com  Catch! 

\'  Welded  or  Staked  Frame  Mitres! 

Write  or  Call  .  .  .  Zjrip-J^ex 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


DEALERS  Here's  How 
TUUoh  folding  aluminum 

AWNINGS  Help  You  SELL! 


Remarkably  low  in  cost. 

Adaptobic  to  either  casement  or  double-hung 
windows. 

Eosily  and  quickly  instollcd. 

Finqer-tip  control. 

No  hondling  enpenses  tor  putting  up,  taking 
down  or  storing. 

Complete  ventilotion 
Your  choice  of  colors. 

Modern,  complete  soles  progrom  ovoiloble  to 
all  deolers 


Six  degrees  of  light 
control  ovoiloble  by 
eosy  odiustment  of 
awning 


Holt  closed  Closed  position 


Choke  deolerships  now  ovoiloble 
For  complete  detoils  write  or  win 


TfcUoH  ^Kdudtncc^  Pit 


5  E.  Carson  St. 
Pittsburgh  19,  Pa. 
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Available  with  or  without  key 
locking.  Simple  three  hole 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
Available  as  a  unit  aluminum  handies. 

or  In  complete  kits  including  closer,  chain  and  hinges 


oflFers  you  the  best  Storm  and 
CXCCepUC  Screen  Door  Hardware! 


ade<i£oK  and 

^jdUaia£cf(j&L 


No.  90  SCREEN  DOOR  CLOSER 

Self'Lwbficoted  with  enclesed  shock  absorber  spring. 


'J* 


RNrted  or  Sfeinless.  Engineered 
te  your  regulrements. 


No.  90  STORM  DOOR  CLOSER  &  fROTECTOR 
wMi  chein  hold-up  spring.  SoH-Lubrlceted. 

10  year  Guerentee. 


IDEAL  BRASS  WORKS,  Inc.  •  2soE.sihST..sT.rAuii,MiNN. 


GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


$  -  ECONOMICALLY  PRICED  -  $ 


HEAT  TREATED 

ALUMINUM  EXTRUSIONS 
with 

EXTRA  HEAVY  BARS 
Reflectorized  Aluminum 

INITIALS 

Ask  for  Speciol  Prices 


Immediote  Delivery 

I - - 

,  JASON  ALUMINUM  SPECIALTIES 
<  COMPANY — 115  Market  Street 
'  Youngstown,  Ohio 

I  Please  send  us  inlormalion  and 

'  price  list. 

0  Dealer  0  Distributor  0  Mfq.  Rep. 
.  Firm 
I  Address 

I  City  _  State 


Fully  Guaranteed 


New  Products 

(Covtinued  from  Page  119) 

Aluminum  Storm  Door  Key  Lock. 

This  key  lock  features  easy  in¬ 
stallation  and  secure  mounting  of 
dependable  construction.  Anc/dized 
aluminum  finish. 


This  lock  No.  9111  is  of  5-di.sc 
tumbler  construction.  It  is  avail¬ 
able  for  d(X)r  thicknesses  7/8"  to 
1  1/8".  A  complete  .stock  is  carried. 
Orders  for  .small  or  large  lots  can 
be  filled  promptly. 

For  full  details  write  to  Cour- 
te.sy  Storm  Window  Co.,  Dept.  BS, 
3921  Archer  Avenue,  Chicago  32, 
Illinois. 

*  *  « 

Low  Cost  Steel  Kitchen 
Cabinets  by  Walters 

A  new  line  of  low'  co.st  steel  kit¬ 
chen  cabinets  has  been  announced 
by  Walters  Manufacturing  Com¬ 
pany  of  Oakmont  (Pittsburgh  Dis¬ 
trict)  Pa.  Sales  of  the  new  line 
will  be  made  direct  from  factory 
to  dealer  in  carload,  pool  carload, 
truck  load  or  pool  truck  load  ship¬ 
ments  arranged  by  the  company’s 
field  sales  rejjresentatives. 


The  Walters  cabinets  are  priced 
to  sell  around  40%  less  than  most 
custom  kitchen  cabinets  with  ba.se 
units  ranging  from  $13.50  to 
$24.50  and  wall  units  ranging  from 
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$6.25  to  $9.45  FOB  Pitte^burRh 
dealer  prices.  The  quality  of  the 
cabinets  compares  with  those  cost¬ 
ing  twice  as  much.  Ba.se  cabinets 
come  with  Formica  tops  in  grey, 
red  or  yellow;  with  white  porce¬ 
lain  tops;  or  without  tops. 

All  cabinets  are  made  or  heavy 
duty  steel,  with  turned  safety 
edges,  equipped  with  easy  sliding 
drawers  and  rubber  bumpers,  black 
rece.s.sed  toe  board,  full  radius  con¬ 
cealed  hinges,  and  finished  with 
durable  white  baked  enamel. 

The  Walters  Manufacturing 
Company,  who  has  been  the  na¬ 
tion’s  leader  in  portable  cabinets 
for  20  years,  now  feels  that  it 
should  turn  its  ma.ss  production 
techniques  to  making  the  lowest 
priced  custom  kitchen  cabinets 
ever  to  be  offered.  The  company 
believes  that  many  dealers  will  find 
this  low  priced  line  will  fill  a  great 
need  l)oth  in  the  modernization  of 
old  homes  and  in  new  homes  for 
the  lower  income  groups. 

Walters  Mfg.  Co.,  Dept.  BS, 
Oakmont.  Penna. 

★  ♦  ♦ 

New  Westinghouse 
Wall  Ventilating  Fan 

A  250  cfm  Poweraire”*  home 
ventilating  fan  for  permanent  in¬ 
stallation  in  an  outside  wall  is 
available  from  Westinghouse  Elec¬ 
tric  Corporation.  The  new  model 
— 8PHV' — is  ideally  suited  for  the 
smaller  kitchens  found  in  today’s 
modern  homes  or  for  the  laundry. 

This  fan  comes  injuipped  with 
specially  designed,  unusually  quiet 
Hemcolite  S-R  pla.stic  blades.  These 
blades  are  bendproof  and  warp- 
proof,  as  a  result,  will  maintain 
their  shape  and  balance. 

The  one-piece  .steel  grille  is  fin¬ 
ished  with  a  baked-on  white  and 
gray  enamel.  It  is  easily  removed 
for  cleaning.  The  outside  shutter 
is  of  heavy  sheet  steel  finished  with 
gray  enamel.  A  strong  spring  and 
an  over-center  hinge  combine  to 
keep  the  shutter  tightly  closed 
when  the  fan  is  not  in  operation. 
The  wall  sleeve  is  of  heavy  sheet 
(Continued  on  Page  122) 


SCREENS 

BY 


DENISOIV 


Here's  Where  It  Counts! 

Every  Screen  Guaranteed 

•  Every  Strand  in  Line 

•  Perfect  Mitres 

- ► 

•  No  Bows 

•  No  Waves 

•  Wire  Drum  Tight 

- ► 

Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 


U/i - > 


< - 


Screens  and  Sosh  for 

•  Jalsusits 

•  Metal  Casement  Windows 

•  Double  Hung  Windows 

(Metal  or  wood) 

•  Porches 


Some  Distributorships  Still  Available 

Write  Today  For  Price  UkI 

Denison  Fabricating  Co. 

78  Main  St.  ORonge  6-0333  East  Orange,  N.  J. 


Dealerships,  Distributorships 
Available  in  Protected  Territories 


*  Triple-Tilt  3-Glide  Storm  Windows:  Ex¬ 
truded  picture  window  frame;  all  punched;  tervice- 
free!  Na  tpringt!  No  dipt;  No  screwil 

*  One-Inch  Thick  Storm  Doors;  Two  lite, 
Z-Bor  type  63>t3  Aluminum. 

*  Semi  K-D  or  Fully  Asscmbledf  *  Prompt 
Delivery! 

Write,  wire  or  phone  for  detailt! 


THE  LiTTLE-BEAVER  MFG.  CO. 


ISIJ-fS  Ashland  Av.,  Balto.  $,  Md. 


iotiarn  7>4200 
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PROFILE 
HERE?  ^ 


Na  mottar  hew  gooe  your  clertn  window, 
your  cutlomer  won't  bo  •otitflod  uniott  it 
Molt  pormonontly  ogainrt  du«l,  drafts, 
end  moitturo.  Detroit  Mocoid  con  give  you 
incrootod  cuttomor  strtisfoction  through 
o  BETTER  PROFILE  that  make*  a  BETTER 
SEAL.  Mocoid  wo*  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  oxpo- 
rionco,  combined  with  the  most  modern 
facilities  availoblo,  Mocoid  con  design, 
compound,  and  extrude  your  profllo  in 
any  length— rin  any  degree  of  hardness, 
flexibility,  or  color.  Mocoid  will  send  you 
on  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  EITIA  COST-FINKI  FNOnCTION 

Because  we  compound  the  materials  in 
our  own  plant,  we  wit  incorporate  a  fimgi~ 
eUm  of  no  extra  cost. 


IT 


iNMIlb 

CORPORATION 

13S40  CLOVUDALI 
OITROIT  4,  MICHIOAN 


New  Products 

(Continued  from  Page  121) 

.steel,  jrniy  enamel  fini.sh — and  i.s 
designed  to  fit  all  standard  wall 
thick  ne.s.ses. 

The  motor  is  a  We.stinghou.se, 
bru.shle».s,  2  pole,  induction  type, 
with  die-cast,  .squirrel-cage  rotor. 
Bearings  are  individually  self¬ 
aligning,  porous-sleeve  type.  The 
switch  is  a  single  .speed — “On”  and 
“Off”  type  actuated  by  a  pull  chain 
that  operates  both  motor  and  out¬ 
side  shutter  in  a  single  operation. 

For  further  information,  write 
We.stinghou.se  Electric  Appliance 
Division,  Dept.  BS,  653  Page  Blvd., 
Springfield  2,  Mass. 

*  *  * 

Oil  Bose  Paint  For 
Masonry  Surfaces 

A  new  oil  base  paint  for  water- 
pr(K)fing  masonry  surfaces  is  an¬ 
nounced  by  The  Monroe  Company, 
Inc.,  Cleveland. 

Known  as  Damp-Seal,  the  paint 
is  said  to  resist  moisture  on  in¬ 
terior  and  exterior  masonry  sur¬ 
faces  for  years,  with  ju.st  one  ap¬ 


plication.  It  contains  a  grit-like 
volcanic  ash  filler  which  fills  up 
small  pores  and  .stops  capillary  ac¬ 
tion.  According  to  the  company, 
Damp-Seal  waterproofs  without 
peeling,  chipping,  bli.stering  or 
cracking. 

Available  in  .seven  attractive 
colors,  Damp-Seal  rinjuires  no  siz¬ 
ing  and  can  be  applied  over  un¬ 
painted  or  previously  painted  sur¬ 
faces,  wet  or  dry.  It  is  said  to  be 
equally  effective  on  interior  or  ex¬ 
terior  surfaces,  above  or  below 
grade,  and  can  be  u.sed  as  a  sealer 


3  channel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 
SCREEN  &  STORM 
WINDOWS 

Wrif«  for  littrofure  and  details 
on  distributorship  franchise  for 
JASCO  WINDOWS  and  DOORS 

•Potent  Pending 


li(0 ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Flelditone  7-6703 


DISTRIBUTORS 

DEALERS 

Don't  pa.s.ij  up  profitable  cu.stom 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Extruded  .‘\luminum 
Screens,  makiny:  it  possible  for  you 
to  furnish  screens  regardless  of 
unusual  conditions. 


Example:  Extruded  .-Mum.  Wicket 
Screens  for  I're-war  Simplex  Case¬ 
ments,  I’rojected  Sash,  etc. 

STEEL  WINDOW  PRODUHS  CO. 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  Y. 
FReeport  9-3401 
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and  filler  for  hij?h  jfloss  enamels. 
According  to  the  company,  Damp- 
Seal  colors  will  not  chalk  off,  stain 
or  fade. 

Damp-Seal  is  ready  mixed  and 
can  be  applied  by  brush  or  spray 
over  cinder  blocks,  cement  blt>cks, 
concrete,  brick,  .stone,  .stucco,  tile 
and  asbe.stos.  It  resists  lime,  alkali, 
salt,  mold  and  fungus  and  is  .said 
to  be  ideal  for  use  in  damp-proof¬ 
ing  ba.sements. 

Write  for  information  to  The 
Monroe  Company,  Inc.,  Dept.  BS, 
10703  Quebec  Avenue,  Cleveland 
6,  Ohio. 

4t  4c  * 

Invisible  Woterrepellent 
Sealer  for  Masonry 

An  “invisible”  water  repellent 
sealer  that  will  not  di.scolor  or 
change  the  finish  of  ma.sonry  sur¬ 
faces  to  which  it  is  applied  has 
been  perfectt^i  and  is  being  mar¬ 
keted  by  Raygee  Paint  and  Varnish 
Company,  Philadelphia. 

Labeled  Rayseal,  the  new  pro¬ 
duct  can  be  brush  or  spray  applied 
on  any  exterior  or  interior  ma.sonry 
surface.  Ray.seal  is  neither  a  water- 
ba.se  nor  an  oil-ba.se  solution.  It  is 
a  high  .solid  silicone  product 
thinned  with  a  solvent  that  evapor¬ 
ates  and  leaves  an  invisible,  water- 
repellent  protective  coating.  A  gal¬ 
lon  covers  up  to  250  sq.  ft.,  depend¬ 
ing  on  the  j)orosity  of  the  masonry 
surface. 

The  manufacturer’s  tests  show 
that  when  Ray.seal  is  applied  to 
exterior  brick,  cinder  or  cement 
block,  stucco,  ca.st  stone  and  other 
walls,  it  not  only  keep.s  water  out, 
but  al.so  prevents  unsightly  effluor- 
e.scen.se,  repels  water-.soluble  dirt, 
I)revent.s  ab.sorption  and  fro.st,  and 
retards  “weathering”  from  sun  and 
snow.  On  interior  and  ba.sement 
walls,  Ray.seal  effectively  prevents 
dampne.ss,  mildew,  and  staining  or 
disc'oloration  of  interior  finishes. 

Only  one  application  is  required 
to  any  surface.  Rayseal  can  be 
applied  to  previously  painted  sur¬ 
faces  without  affecting  the  color 
or  finish  in  any  way,  and  is  a  .sati.s- 
factory  base  for  any  ordinary  paint. 

(Cotitimud  on  Page  124) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  .shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

.5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods ! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone:  52615 


INDUSTRIAL 

SCREW  COMPANY 

711  WEST  LAKE  STREET,  CHICAGO  6,  ILL. 

DEorborn  2-7380 

1.  We  specialize  in  standard  and  special  fasteners  for  the  COMBINATION 
.STORM  D(X)R  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum 
and  stainless  steel  .  .  .  with  slotted  and  Phillips  heads. 

2.  We  kn«>w  your  problems,  and  therefore  can  serve  you  better. 

3.  We  stress  quality,  and  therefore  can  offer  you  better  pnxlucts. 

/liJs  OM4  GaieUtu^  a*ttl  oma  B>ta»toU 
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SPUNE 


GLAZmO  STRIP 


^GLAZING  CHANNEU 

COMPOUNMD  AND  iXTKUDID  TO 

YOUR  MRTICUIAR  RfOUIMMINTS 


Jor«na  "S''  Vinyl  Plostk  th«  ideal  in»ulotor 

—  moke  your  windows  REALLY  woath«r*tit«. 

SooU  out  drofu,  dirt  and  roin. 

For  oil  windowt-^wood, 
stool  or  oluminum. 


Spociolists  in  custom  extrusions  lor  over  25 
yoors.  Send  prints  lor  quotation.  Samples  sent 
on  request. 


CotH  M  IfttiA  •  •  A4dt  io  MVCHI 


Iarrow  product>" 

I  ■  — > 

M  *10  NO  lA  SAllI  ST.  CHICAGO  \0 


New  Products 

(Continued  from  Page  123) 

Complete  information  about 
Rayseal  can  be  obtained  from  Ray- 
Ifee  Paint  and  Varnish  Company, 
Dept.  BS.  Philadelphia,  24,  Pa. 

*  *  • 

Dosco  Introduces  New 
Silicone  and  Plastic  Emulsion 
Waterproof  Coating 

After  many  years  of  intensive 
field  and  laboratory  testing.  The 
Dasco  Chemical  Company,  Balti¬ 
more,  has  pronounced  “ready  for 
the  market”  a  new  and  different, 
clear,  transparent  silicone  -  base 
waterproofing  material.  The  new 
product,  Dascone,  contains  no  sol¬ 
vents,  chlorinated  rubber  phos¬ 
phates  nor  butyl  menthacralate. 

Since  it  is  .solvent-free,  Dascone 
ab.solutely  eliminates  the  usual 
;  high  flash  point  which  has,  in  the 
i  past,  created  a  fire  hazard  to  men 
I  .smoking  during  the  application 
'  period. 

It  may  be  applied  while  walls 


are  damp  .  .  .  and  it  doesn’t  leave 
them  with  a  gloss  or  sheen  appear¬ 
ance  of  any  kind.  Up  to  now,  such 
a  covering  has  always  contained 
solvents,  which  prevent  its  use  on 
any  wall  that  is  not  completely 
dry.  Dascone  easily  penetrates  and 
seals  all  masonry  surfaces  again.st 
further  water  pentration. 

The  manufacturer  has  prepared 
literature  which  gives  complete  de¬ 
tails  and  specifications.  Copies  may 
be  secured  by  writing  directly  to 
The  Dasco  Chemical  Company, 
Inc.,  Dept.  BS,  1602-04  Thames 
Street,  Baltimore  31,  Md. 

*  *  » 

New  Self-Splining  Roto 
Casement  Screens 

B  &  G  Manufacturing  Company, 
maker  of  nationally  known  “Storm 
Wizard”  products,  has  developed 
an  unusual  self-splining  feature 
for  roto  casement  screens. 

By  this  method,  the  screen  mesh 
is  held  in  a  patented  grip,  instead 
of  the  usual  splining  attachment. 
Not  only  does  this  provide  a  tighter 
stretch  of  the  screen  surface,  but 


PARALASTIC 


BEST  FOR 
CAULKING! 


Th«  easittf  working,  best  sealing  caulking 
compound  you've  ever  used  .  .  .  GUARANTEED! 

All  COLORS  .  .  .  AND  PASTCLS  TO  MATCH 
IVIKY  ASUSTOS  AND  INSULATING  SIDING  I 


*t«9.  (i.S.  Fot.  OA. 


SOLD  BY 

LEADING  JOBBERS 


IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  ore 
furnished  except  gloss  and  screen  wire. 

II  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  35,  III. 

Tuxtdi  8-3252  —  Phones  —  Gladstone  3-8060 


( 
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it  also  is  a  more  permanent  method 
of  affixing. 

Once  the  screen  edge  is  placed  in 
the  frame,  it  is  locked  into  place 
securely.  In  this  self  -  splining 
method,  there  is  no  adhesive  to 
weaken  and  allow  the  screen  to 
work  loose  from  the  frame. 

The  result  is  a  firmly-held,  taut 
surface,  that  preserves  its  shape 
and  appearance,  without  sagging 
or  gaps.  Being  made  entirely  of 
aluminum,  the  “Storm  Wizard” 
wears  through  storm  and  sun, 
without  rust,  rot,  stain,  or  warp¬ 
ing. 

Additional  strength  is  provided 
by  the  quality  of  the  aluminum, 
which  is  completely  extruded.  The 
swivel  hardware,  too,  is  con¬ 
structed  of  the  fine.st  material  ob¬ 
tainable. 

Other  “Storm  Wizard”  products 
manufactured  by  B  &  G  are  all¬ 
aluminum  two  or  three  lite  storm 
doors,  self  storing  storm  windows, 
“triple  track”  storm  windows,  and 
“magic  hinge”  casements. 

B  &  G  Mfg.  Co.,  Dept.  BS,  6905 
Susquehanna  St.,  Pittsburgh,  Pa. 
«  «  * 

Andrea  Makes  Additions  To  Its 
K-D  Prefabrication  Plan 

To  increa.se  profits  for  KI)  oper¬ 
ators  and  to  give  them  a  more 
versatile  set  up  Andrea  is  now 
making  its  famous  Tri-Way — the 
all  extruded  triple-action  window 
in  an  optional  frame.  Formerly 
produced  in  an  overlap  design,  this 
self-storing  fully  interlocked  win¬ 
dow  now  comes  with  an  eastern 
opening.  This  new  Andrea  Tri- 
Way  is  ea.sy  to  install  on  blind 
stop,  overlap  or  eastern  overlap. 

Included  in  this  K-1)  profit  plan 
is  the  Andrea  Tri-Track  window 
who.se  features  are  designed  for 
selling.  Non-removable  tracks;  in¬ 
stalled  effortlessly  on  overlap  west¬ 
ern,  blind  stop  and  overlap  ea.stern 
type  openings.  Has  automatic  Iwk- 
stop  on  in.serts  and  all-Aluminum 
screen. 

All  sub-as.sembly  and  prefabri¬ 
cation,  such  as  installation  of  hard¬ 
ware  and  track  are  done  at  the 
(Cotitiiiued  on-Page  126) 
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A  Sure-Sell  Sensation 


Aluminum  Grilles  in  7 
Beautiful  Gem  Tone*  Colors! 

Now  .  .  .  diitinctivoly  dotignod  Ooc-O- 
Grilloi  givo  you  unmotchod  craHtmoniKip 
.  .  .  »or«  profits!  IndoKribobly  boauliful 
.  .  .  diitinctivoty  difforont  .  .  .  Gom  Tono* 
Colort  ar«  on  ontiroly  now  Kiontific  di»- 
covoryl  Wo  boliovo  thii  fton$ationol  now 
finish  i*  tho  hnott  ovor  dovolopod  .  •  . 
unmatchod  for  boauty  and  durobitityl 
Availoblo  in  ovory  griMo  stylo  picturod  in 
your  1953  Doc-O-Grillos  catalog.  In  ruby,  corol.  omorold,  jado,  turquoiso,  sopphiro,  ony*. 
*Manufacturod  by  Doc-O-Grillo.  Inc. 

A  Family  Group  .  .  . 

With  Sales  Appeal 

Fomily  Group  picturod  with  ono  to  four 
childron  of  oithor  sox.  All  figuros  aro 
modo  of  hoovy  cast  aluminum  with  namo 
or  addross  cost  right  into  tho  panol  itsolf 
.  .  .  footuring  a  raisod  satin  finish. 

Ono  of  Doc-0*Grillos  80  NEW  dosigns 
.  .  .  ovory  ono  a  suro  sollorl  And  ovory 
hand  •  wrought  Doc  •  O  •  Grillo  is  plastic 

\  /  coatod  for  yoars  of  oxtra  protoctionl  Immodioto  dolivory  on  stock  dosigns  .  .  . 
spocial  sorvico  on  custom  dosignst 

Sond  for  Doc*0>GriMos*  NEW  illMStrotod  cotologuo  ond  samples  .  .  .  WRITE 
TODAY! 

DEC-O-GRILLES,  INC. 

470  Pork  Ploca,  Long  Beach,  N.  Y. 

Phone:  Long  Beach  4-1644 

DISTRIBUTIO  EXCLUSIVtLV  IN  CANADA  BY 
R.  $.  PITCHELL  SALES  CO.,  LTD 
1S71  EGLINTON  AVE.,  WEST 
TORONTO  10,  ONTARIO,  CANADA 


^  ttouble-fre© 


CLOSER 


Poors'. 


The  Corbin  No.  21  Air  Controlled  Storm  and  Screen  Door 
Closer  offers  outstanding  advantages  to  manufacturers  of  Alu¬ 
minum  Storm  and  Screen  Doors.  Eliminates  expensive  servicing 
.  .  .  it’s  so  trouble-free  that  you  just  install  it  and  forget  it! 
Reversible  for  right  or  left  hand  doors.  Can  be  installed  on 
outside,  inside,  or  between  doors.  Closing  speed  easily  adjust¬ 
able  by  hand.  Aluminum  finish.  One  of  the  finest,  most  durable 
Air  Controlled  Door  Closers  in  its  field. 


Good  Door*  Dobotyo 
Good  CloBera 


P.&F.  CORBIN  Dinsion 

TIms  Amorican  Hudwan  CofporattBMi 
Now  Britain,  Connocticul,  U.  8.  A. 
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Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 
•  QUALITY  MATERIAL 
•  EFFICIENT  SERVICE 


Dealers 

New  Aluma  Seal  K.  D.  Shower 
enclosure  offers  more  profits  for  you! 

•  FINEST  WORKMANSHIP 
•  EASY  INSTALLATION 
•  FAST  ASSEMBLY 

Write  Today  to: 

Aluma  Seal  Industries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


Dustite 

GASKET 


For  MAetol 
Casoment 
Windows 


The  Dwkine  9«ikei  t«  de»*e»*^  •'»»*  on  eaiiwdctf  p*«»fK  »e«i 
••P.  »o  keep  metal  ca>ement  wmdewt  OUST  TIGHT,  STORM 
TIGHT,  DRAFT  TIGHT.  RAIN  TIGHT,  and  WIND  TIGHT  Eosy 
la  mUoN 

In  Summer  DUSTITE  scoU  oetsidc  hcot  from  oir 
conditioned  homes 


Eaccllent  for  use  in  control  of  condensotion 
where  stoim  windows  arc  used.  A  tmoll  ed  in 
your  locol  poper  will  outomoticelly  brinQ  pros* 
pects  for  storm  windows  into  your  soles  room 
without  cenvasstnp  Dustite  Gesket  it  o  reel 
trotfic  builder  ond  prospect  tinder  tor  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  icn-do*  money  bock  puorontee 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTUMMT  M.  •  MTTON  f.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


New  Products 

(Contimud  from  Pn^e  125) 

plant  bofore  shipment  to  the  K-D 
operator.  The  only  necessary 
assembly  work  left  on  either  unit 
for  the  K-I)  operator  consists  of 
assemblinfi:  the  .3  inserts  and  weld¬ 
ing  the  master  frame. 

This  weldinjf  of  the  master  frame 
was  advanced  by  Andrea  and  has 
resulted  in  a  frame  4  times 
stronger  than  other  types  and 
warp-proof.  This  simple  brazing 
system  eliminates  costly  setups 
and  multi-operations  of  frame 
assembly  and  results  in  cutting 
costs  50 compared  to  other  K-D 
oiH'rations.  A  plus  service  of  the 
Andrea  prefabrication  K-D  plan 
is  the  cutting  and  sub-assembly  of 
units  to  exact  tip-to-tip  specifica¬ 
tions. 

h\)r  further  particulars,  write  to 
Herbt'rt  Ixn’y,  Andrea  Manufac¬ 
turing  Corp.,  Dept.  BS,  18.3  Horton 
Ave.,  Lynbrook,  L.  1.,  N.  Y. 


Reynolds  Booklet  on 
Welding  Aluminum 

Any  engineer  familiar  with  the 
welding  of  the  older  metals  will 
find  all  he  needs  to  know  about 
welding,  brazing,  and  .soldering 
aluminum  in  the  new  186-page 
process  manual,  “WELDING 
ALUMINUM,”  ju.st  published  by 
Reynolds  Metals  Company,  Louis¬ 
ville,  Ky. 

This  is  a  new  and  greatly  en¬ 
larged  edition  of  the  manual  by 
the  same  title  originally  published 
by  Reynolds  in  1946.  The  new 
edition  contains  material  on  34 
proces.ses  suitable  for  welding, 
brazing,  and  soldering  aluminum 
and  its  alloys.  The.se  pnxre.sse.s  are 
showui  in  a  large  chart  revealing 
their  relation  to  one  another  and 
indicating  tho.se  processes  most 
widely  used. 

A  second  chart  breaks  dowm  the 
wrought  aluminum  alloys  and 
shows  the  various  joining  methods 
suitable  for  the  various  alloys.  A 
third  chart  covers  the  aluminum 
casting  alloys  in  a  similar  manner. 


TUxjoElE 


*  No  Alighting' 

MAN  MADE  PORCUPINE 


ENDS  BIRD  SPATTER 

As  o  porcupine  keeps  human  be¬ 
ings  away  so  NIXALITE  installed 
on  building  ledges,  signs,  cables 
and  other  places  pigeons  or  star¬ 
lings  land  or  roost  keeps  the  birds 
away. 

Write  for  illustrated  "Know  How'' 

Manitiactufd  by 

NIXALITE  COMPANY 
OF  AMERICA 

115-119  WEST  THIRD  STREET 
DAVENPORT,  IOWA,  U.S.A. 


""  The 

N  ALCO 

Aluminum  Combination 
DOOR 

The  Nolco  Combination  Door  is  the  Aristo¬ 
crat  of  the  aluminum  storm  door  industry. 
We  offer  the  finest  quality  moteriols  and 
the  best  workmanship. 

1.  Doors  are  constructed  of  63STS  heavy 
extruded  aluminum. 

2.  Has  internal  adjustable  bottom  ex¬ 
pander. 

3.  Watertight  construction  on  heavy  kick 
plate. 

4.  Neat,  well  fitting,  “Z"  bar  frame. 

5.  Easy,  quick  change  from  glass  to  screen. 

6.  Top  grade  hardware. 

Many  dealerships  still  open. 

Send  for  literature  and  prices. 

- K.  D. - 

or  Fully  Assembled 
*  Immediate  Delivery  * 

THE  NAPLES  ALUMINUM  CO. 

Box  161  Leetonio,  Ohio 
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Cadillac  and  Storm  Craft 
Storm  Sash  Improved 

New  improvements  in  the  con¬ 
struction  and  method  of  installa¬ 
tion  of  both  the  Cadillac  and  Storm 
Craft  all-aluminum  storm  windows 
have  just  been  announced  to  the 
trade  by  Irvinyr  Schwartz,  presi¬ 
dent  of  Jerith  Manufacturing  Co., 
Inc.,  Philadelphia,  Pa.,  where  the.se 
two  quality  products  are  made. 

Constantly  in  search  of  w’ays  of 
bettering  these  two  popular  .storm 
.sash  windows,  Jerith  has  ju.stcome 
up  with  a  change  on  their  Storm 
Craft  window  that  is  a  great  aid 
to  the  in.staller  w'hen  he  gets  to  his 
job,  and  has  also  made  an  equally 
im|M)rtant  construction  improve¬ 
ment  on  their  Cadillac  triple-track 
window. 

These  changes  were  made  in  line 
with  Mr.  Schwartz’s  policy  of  al¬ 
ways  aiding  Jerith  dealers.  Jerith 
Mfg.  Co.,  Dept.  BS,  2025  E.  Bo.ston 
St.,  Philadelphia,  Pa. 

«  *  * 

Harloc  Offers  New 
Key-in-Knob  Lock  Set 

Arthur  K.  Haury,  president  of 
Harloc  Products  Cor|)oration  of 
New  Haven,  Connecticut,  manufac¬ 
turers  of  Harloc  precision  -  built 
builders  hardware,  has  announced 
the  addition  to  their  line  of  the 
Pacemaker  Shelton  Key-in-Knob 
1  ock  Set. 


The  Shelton  provides  key  -  in  - 
knob  convenience  with  the  security 
of  a  tive-pin-tumbler  lock  and  a 
superior  locking  mechanism.  All 
working  parts  are  made  from 
stamped  or  .solid  machined  steel  — 
(Continued  on  Ptitfe  128) 


Helps  your  installers  finish  a  door  in 
less  time,  eliminates  inventory  prob¬ 
lems.  Here’s  everything  you  need  in 
a  matched  set  —  to  work  perfectly 
and  satisfy  every  customer.  Includes 
all  fittings  and  screws. 


#J0J  -  SAFETY  CHAIN  STOP 
No  fintr  limit  chain  on  Iho  market.  Heavy  duty 
welded  chain  that  won’t  tongle,  double  tpringt 
for  added  safety.  Weather  and  rust  resistant. 


j»21S-r'  BACKSET  TUBULAR  LATCH 
All  aluminum  trim  for  Screen  or  Combination 
Doors.  Natural  turn  action  knob  and  lever 
handle  with  a  fingertip  action  lock.  Extra  long 
7/16"  bolt  throw.  Only  1  round  holes  needed 
for  fast,  easy  installation.  Also  in  brass. 


#2010  -  UNIVERSAL 
COMBINATION  DOOR  CLOSER 
A  fin*,  low  cost  cloftor  thot  givot  tmoolH,  troubio- 
fro*  performpneo.  Poiifivt,  beostor  totching 
octien.  Easily  insfollod,  no  springs  to  wind. 


#1755Vi  -  HINGES 

Sot  of  thro*  quolfty  bingos,  siio  3"x  7  Vo  Eroo- 
swinging,  will  not  bind.  Stainloss  stool.  Fwll 
surfocoy  boll  surfoco  or  with  ofisot.  Avoiloblo 
with  or  without  wood  and  sboot  motol  tcrows. 


‘.^1 


Send  for  PREi  price  list  catalog 


Exclusive  New  York  Distributors  for  OLEY  PRODUCTS  CO. 

MERCHANTS  HARDWARE  CO.,  Inc. 

157  CHRYSTIE  STREET,  NEW  YORK  2,  N.  Y. 

OREGON  7-8017 


••‘Makes  Selling  Easy!** 

CERTIFIED 

ALIJMIIVIJM 

Combination  Screen  &  Storm  Windows 

Everything  You  Want  for 
Competitive  Selling 

DELUXE 

Interlocking,  Extruded 

3-TRA(K  and  2-TRA(K 

SELFSTORING  •  TAMPERPROOF 

Mere  is  the  ideal  window  for  the  aggressive  dealer.  From 
one  source  you  can  obtain  3-track  A\D  2-track  windows  as 
well  as  combination  storm  doors.  Priced  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  association  you  want.  Write  or 
phone  today  for  complete  information  on  how  you  can 
increase  your  profits. 


oQu-Aie^k  Co‘ 


10)5  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemonI  7  2500 


&  Home  Improvement  Dealer 
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STAINLESS  STEEL 

HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 

Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  OH 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  Without  Prieritiet 

tnpretily  Adapted  to  KD  Inttallatiom  at  Well 
as  Fabricating  All  Windows  and  Doors 


M*d«  ol  Typ<  410  Stainltti  StttI  specially 
boat  treaStd  and  polithtd  for  ostrtm*  thraad 
cattinp  strtnpHi  and  maximum  corresioa  rt- 
iittanct. 

Iliminaltt  Hw  rusting  txperitnetd  with 
cadmium  or  chromt  platud  sertws. 

Special  beat  treatment  insures  toughness 
and  hardness  excestary  ta  resist  stripping  of 


threads,  head  breahoge,  damage  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Head,  and 
Oval  Cts'k  Head  stylet.  In  diameters  4-g-t-IO 
and  12  and  in  lengtiis  %'•  Vi'>  W  and 
H*.  Made  to  your  order  in  other  sixes  and 
head  styles.  Alto  available  to  order  in  rbillipt 
recetteo  head,  quantity  permitting. 

Lot  ui  quote  you  oa  your  roquiromoett. 


=  Industrial  Steeds,  Inc. 


A  M  H  H  I  ( )  >  \  \ 


EXCLUSIVE  DEALERSHIPS  AVAILABLE 
LABOR  FREE!  TROUBLE  FREE!  PROFIT  HEAVY! 

-DOIBLE  YOUR  YEARLY  $  VOLUME- 

"FACTORY  MADE'' 

PRECISION  CUT  ~  PRE-ASSEMBLED  ~  PRIME  COATED 


GARAGES 


2  MEN 
ERECT  IN 
8  HOURS 


•  NU 
HOUSES 

•  COHAGES 

•  ummr 

BUIDMGS 


WR/TE  FOR  DETAILS 


Manufactured  by 

BAY-WEL,  INC 

2301  WILLOW  ST. 


MADE  UP  IN  7' 
SECTIONS 
4-SECTION  OVER 
HEAD  DOORS 
DOORS  I  WIN¬ 
DOWS  CASED  IN 
NO  EHRAS 
TO  BUY 


PHONE: 

ADAMS  2010 
GREEN  BAY,  WIS. 


New  Product's 

(Continued  from  Page  127) 

plated  for  smoothness  of  operation 
and  lifetime  guarantee  from  rust¬ 
ing.  There  are  no  die-cast  parts. 
Pre  -  as.sembled  Pacemaker  con¬ 
struction  permits  greatly  simpli¬ 
fied  installation. 

Some  of  the  outstanding  fea¬ 
tures  of  the  Pacemaker  Shelton  in¬ 
clude:  1)  five-pin-tumbler  cylinder 
lock.  2)  Dual  Action  Opening — by 
either  knob  or  key  —  a  65-degree 
turn  of  the  key  unlocks  the  door 
with  positive  stop.  Door  can  then 
be  opened  by  continuing  to  turn 
key  or  by  turning  knob,  especially 
convenient  when  arms  are  filled 
with  packages. 

The  Shelton  is  adaptable  to  a 
wide  range  of  door  thicknesses  — 
from  1%"  to  2".  There  are  no  ad¬ 
justments  to  make,  nothing  to  add, 
nothing  to  cut  off.  Double  knob 
bearing  assures  smooth  operation 
and  freedom  from  binding  or  knob 
w'obble. 

The  Shelton  is  supplied  with 
choice  of  either  the  Harloc  double¬ 
spring  precision-built  latch  or,  for 
extra  security,  the  latch  can  be 
supplied  with  Auxiliary  Safety 
Dead  Lock  at  .slight  additional  cost. 
Al.so  available  is  a  round  decorative 
e.scutcheon  for  additional  beauty. 
This  e.scutcheon  is  .'p-’jt''  in  diam¬ 
eter. 

An  attractive,  completely  de¬ 
scriptive  folder  on  the  Shelton  is 
available  to  the  trade.  Copies  may 
be  secured  from  any  Harloc  di.s- 
tributor  or  by  writing  direct  to  the 
factory,  Harloc  Products  Corp., 
Dept.  B.S,  New  Haven,  Conn. 

«  «  « 

New  Anchor  Bolts 

Give  50%  Greater  Anchorage 

Super-Grip  Anchor  Bolt  Co.,  Inc., 
has  recently  developed  new  single 
and  double  anchor  bolt  a.ssemblies. 
These  assemblies  are  guaranteed 
to  give  50%  greater  anchorage, 
and  they  have  wide  usage  since 
they  can  be  u.sed  wherever  anchor 
bolts  or  expansion  bolts  are  used. 


t 
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The  new  anchor  bolt  assemblies 
can  be  easily  installed.  After  inser¬ 
tion  of  the  anchor  bolt,  lead  sleeve 
and  patented,  cup-shaped  steel  an¬ 
chor,  a  tamping  tool  mushrooms 
the  lead  first.  Repeated  blows  flat¬ 
ten  out  the  steel  anchor  driving  its 
ribbed  steel  edges  into  the  walls 
of  the  hole.  Steel  reinforces  lead 
an  dprovides  a  permanent,  solid 
anchorage  that  prevents  bolts 
from  loosening. 

Another  feature  of  the  assembly 
is  that  the  anchor  can  be  put  in 
masonry,  brick,  wood,  etc.  at  any 
angle  and  the  bolt  can  then  be  bent 
or  ofT-.set  without  disturbing  the 
anchorage. 


OVERCOME 

PRICE 

RESISTANCE 


CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


SPECIAllY  TREATED  STAIN.  EXCIUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 
5  QUARTER  FRAME. 

PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 

IT'S  PRICED  FOR  VOLUME. 

EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS. 


UNiversity  4-7134 


Super-Grip  anchor  bolts  are  de¬ 
signed  for  general  anchorages, 
double  anchor  bolt  a.s.semblies  for 
places  where  greater  anchorage  is 
required.  Single  or  double  anchor 
bolt  assemblies  can  be  obtained  in 
bolt  sizes  from  3  16"  to  >  and  up 
to  5"  long.  A  tamping  tool  is  pro¬ 
vided  free  with  every  100  as- 
.semblies. 

For  information  write  Super- 
Grip  Anchor  Bolt  Co.,  Dept.  BS, 
3333  North  22nd  Street,  Philadel¬ 
phia  40,  I’a. 


•  Here's  truly  a  "natural"  com- 
panion  in  selling  Storm  Win- 
dows.  Doors,  Awnings,  Siding, 
etc.  The  new,  all  new  Lombard 
5  Room  Air  Conditioner,  engi- 

^  *  neered  completely  to  meet  all 

.  ^  public  demands  —  including  the 

xj  i  price. 

Cash  in  on  this  ready-to-buy  item  —  the  public  is  waiting  for 
you  to  call.  Write  immediately  for  complete  information  on  a 
"hot  item"  that  offers  "red  hot  profits". 

Immediate  F 
Delivery  I 

I 

YOU  CAN  BE  I 
A  DEALER  OR  [ 

DISTRIBUTOR-  • 


Ruberoid  To  Distribute 
Flberglos  Insulation 

The  Ruberoid  Co.,  manufacturer 
of  a  wide  variety  of  building  ma¬ 
terials,  has  been  named  a  national 
distributor  of  Fiberglas  residen¬ 
tial  building  insulations,  it  was  an¬ 
nounced  by  Owens-Corning  Fiber¬ 
glas  Corporation. 

(Continued  on  Page  130) 


Name 


Address 


Phone 


State 


&  Home  Improvement  Dealer 


M'^DERMOTT 


ALUMINUM 

EXTRUSIONS 


SPECIALTY 


TOds 


angles 
•  tubingl 
channels  •  trim 
moulding  •  bars 
hollow  and 
solid  shapos 


You  con  depend 
on  McDermott 
for  fast  delivery 
of  procition, 
^volity  eetru- 
■ioni  mode  to 
your  epecifico- 
tioni 

We  solicit  your 
inquiry  for 
tocknical  design 
doto  ond  rec- 
omesendotions  on 
the  procticol 
ond  profitohle 
use  of  aluminum 
extrusions. 

Send  for  tree  mfomia- 
tien  file  folder,  price 
end  dote  sheets,  on 
aluminum  extrusions 
In  erchitecturel, 
structural  and  deco¬ 
rative  shapes 

Write  Dept  B-h 


MCDERMOTT 

METALS  CO. 


EDGEMONT  &  TIOGA  STS 
PHILADELPHIA  34,  PA.  HE  4-1210 


New  Products 

(Continued  from  Page  129) 

The  Ruueroid  Co.  joins  five  other 
firms  in  the  distribution  of  P^iber- 
Klas  residential  building  insula¬ 
tions.  They  are:  Armstrong  Cork 
Co.,  Lancaster,  Pa. ;  (..'ertain-teed 
Products  Corp.,  Ardmore,  Pa.;  The 
!  Flintkote  Co.,  New  York;  Minne- 
.sota  and  Ontario  Paper  Co.,  Min- 
neapoli.s,  and  Kelley-Island  Lime 
&  Transport  Co.,  Cleveland. 

Fiberglas  residential  building  in¬ 
sulations  .sold  through  these  na-  , 
tional  distributors  include:  roll  ' 
blankets,  batt  blankets,  perimeter 
insulations,  pouring  wool  and  util¬ 
ity  batt.s.  They  have  found  wide 
acceptance  in  the  insulation  of  new 
and  exi.sting  homes. 

The  Ruberoid  Co.,  founded  in 
1886,  has  district  .sales  offices  in 
major  cities  in  the  United  States 
and  operates  fifteen  manufacturing 
plants.  This  firm  manufactures  a.s- 
phalt  and  asbestos  cement  shingles, 
roofings  and  sidings,  asbestos  ce¬ 
ment  wall  boards,  roof  and  floor 
felts,  building  papers,  roof  coatings 
and  plastic  cement. 

*  ♦  « 

Cuts  Plastic  Tile 
Any  Shape 

Curves,  holes,  straight  lines  or 
diagonals,  angles  -  whatever  the 
need  -  it  is  .said  you  can  cut  them 
easily  and  rapidly  with  a  multi¬ 
useful  hand  tool  known  as  the 
Wen  “Quick-Hot”  Klectronic  Sol¬ 
dering  Ctin.  Equipped  with  spe¬ 
cially  designed  Pastic  Tile  Cutting 
Tip  this  Cun  becomes  a  remark¬ 
ably  effective  tile  cutting  tool. 

Nor  does  it  matter  whether  the 
plastic  tile  to  be  cut,  perforated, 
trimmed,  is  a  standard  tile  or  an 
odd  shaped  mitre,  cap  outcorner  or 
curved  base  piece. 

Besides  its  greater  utility,  con¬ 
venience  and  economy  the  Wen 
“Quick -Hot”  Gun  is  claimed  to 
have  these  further  advantages:  It 
makes  smooth  finished  cuts  every 
timetime,  exactly  to  pattern  which 
can  be  penciled  on  back  of  the  tile 


•  NO 
TRACK 
REMOVAL 


•  FULLLEN6TH 
INSERT 
MOVEMENT 


9  TOP  and 
BOTTOM 
VENTILATION 


•  "CLICK  STOP  " 
SIDELOCK 
SECURITY 


•  With  more 


PLUS  FEA¬ 
TURES  you 

see  . . .  that  your  customers  oppreciote. 
You  don't  hove  to  exaggerate  a  thing 
about  STEPHEN-LAURIE  products  .  .  . 
it's  all  there! 


WE  CAN  ACCOMMODATE  A  FEW  MORE 
OPERATORS  IN  CHOICE  TERRITORIES 
ON  ''K-D''  or  FULLY  ASSEMBLED  BASIS. 
WRITE  AT  ONCE  TO: 


STEPHEN-LAURIE  MF6.  CO. 
5913-23  RIDGE  AVE. 
PHILADELPHIA  28,  PA. 
IVYRIDGE  2-6660 


STOP!  .  .  .  worrying  about 
deliveries.  No  matter  what 
your  volume,  STEPHEN-LAURIE's  produc¬ 
tion  and  network  delivery  system  mean 
72-hour  regular  service  you  con  count  on! 


i 

; 
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WOOD  SCREWS 
•  MACHINE  SCREWS 
•  SHEET  METAL  SCREWS 


Available  in  stainless 
steel,  aluminum,  brass, 
steel  —  in  slotted  and 
Phillips  recessed  heads. 

W/U  NOT  DUST, 

NO  THfEAD  STKIPPING, 
HEADS  WON  T  SNAP  Off, 
LOW  IN  COST 


MERCHANTS  HARDWARE  CO.  inc 

157  CHHYSTIE  STREET 
NEW  YORK  2,  N  Y 


ORegon  7-801 7 


Satin  finish  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  wilt 
assure  more  PROFITS. 

Inquiries  Invited 


uumsTRom 

MANUFACTURING  CORP. 

15-32  127th  St., College  Pf  .N  Y. 


[  placed  face  down  on  tlat  metal  or 
I  Klass  surface.  There’s  no  chippinK 
j  or  cracking  of  tile.  No  cleaning  or 
!  shaniening  of  blades.  Manufac¬ 
turer  states  it  will  also  cut  asphalt 
tile,  rubber  tile,  linoleum,  plastic 
floor  tile,  etc. 


The  Wen  "Quick-Hot”  Gun  is  a 
small  hand  tool  you  can  carry  from 
job  to  job.  Just  plug  it  into  the 
nearest  120  V’olt  AC  outlet,  press 
the  trigger  and  in  .‘5  .seconds  you’re 
ready  to  work,  t^ools  quickly  too 
when  trigger  is  relea.sed.  Kuilt-in 
sjMitlight  automatically  illuminates 
the  work.  It  is  Underwriters’  Lab¬ 
oratories  approved.  Fully  guaran¬ 
teed. 

The  Wen  “Quick-Hot”  Electronic 
Soldering  and  Plastic  Cutting  Gun 
fitted  with  standard  .soldering  tip 
retails  for  $12.95.  Replacement  tips 
are  15c  each.  Special  tips  including 
the  “Feraloy”  Extra  Long  Life  Tip 
(said  to  last  20  times  as  long  as 
conventional  types)  -  and  the  Plas¬ 
tic  Tile  Cutting  Tip  previously  de¬ 
scribed,  are  5()c  each. 

Wen  Products  Co.,  Dept.  KS, 
5808  Northwe.st  H’way,  (,'hicago 
:h.  Ill. 

•yw 

Real  Saleamaxuhip 

A  specialty  .salesman  does  not  and 
cannot  have  regular  hours  and  you 
should  never  take  for  granted  that 
you  have  an  order  until  you  actually 
have  the  order  signed  and  in  your 
possession.  The  old  saying  that 
“there’s  many  a  .slip  betwixt  the 
cup  and  the  lip”  is  true  in  every 
sense  of  the  word  when  it  comes 
to  making  a  .sale.  One  of  the  things 
a  good  salesman  does  is  to  stay  on 
the  job  until  he  has  the  order 
signed. 


CLASSIFIED  ADVERTISING 

Undvr  this  hvadlnq  clataUlvd  advvrtUvmvBto 
or#  occvptvd  oi  Uiv  unilom  rolv  ol  2$  cvntt 
a  word,  bul  no  advortUvmont  tokon  ior  Ivst 
than  20  words  with  a  minimum  chargo  ot 
S5.00;  3  months  at  20c  por  word  por  Insortlon. 
Chock  or  Monoy  Ordor  must  accompany  copy 
ol  ClassUiod  Ad.  Advorttsomonts  soUcItInq  dool 
ors  or  distributors,  or  now  products  lor  solo,  not 
accoptod  In  classtliod  soctlon.  Addross  oU  com¬ 
munications  to  ClassUiod  Dopartmont.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avonuo.  Now 
York  IB.  N.  Y. 


HKLI*  WANTED 


NATIONAI.  SAI.KS  MANACiFR  waiitH  Ur^e 
luanufacturfr  of  Mll-a1umiiiuni  c«»Tnhtna- 

tioti  <«torm  window  A  tirriN  alrrt  and  aKKrrioiivf  man 
as  .«>ale8  managrr.  ilis  jiA>  is  to  M‘t  up  Kl)  oprrators 
and  dealrr*>  throii|{!it>ut  thr  country,  am!  Irnd  them 
aii  poAsihle  asMstance.  Write  full  particulars).  Inter¬ 
view  will  lie  arraiiKed.  Hox  407,  Itril.DINli  SI*K- 
t'lAl.IlKS  if  Hume  Imprtwenient  Dealer,  4i5 
Fourth  Avenue.  New  York  lt>,  N  V. 


SAI.KS  KKI'RKSK.\TATI\ K  WAMKD  Uuabty 
diMir  Knlie  manufacturer  ^erkiUK  men  to  call  on 
storm  d«H»r  Hade.  Kxclii’*ive  terriioiie^.  Write 
Mating  territ)'rv  you  iu»w  cover  and  other  linea  car¬ 
ried  Box  408,  lU  lLDl.Nt.  SI»Kl  lAKTIFS  0 
Home  Improvement  Dealer.  4i3  Fourth  Avenue, 
.\ew  N'ork  lf»,  N.  V. 


.MANTFAt  TI  KKK>  RKKS  WANTKD  Us  leading 
prtKlucer  of  vin>l  plastic  spline  material.  I'rotected 
terntiinrs.  Kxcrilent  eariitnK'  t  ompany  is  well  es- 
tahlish(‘d  in  hehl,  aKKres<«ivr  ami  proniotion-miiidrd. 
Sales  |»ersoniirl  must  lie  capable  of  carrying  out 
Airong  elTort  s|uirked  hy  Company.  Wide  stating 
1.  tni..i’r.t>  w;t})  .  t<»Ttn  -ash  and  jaliuiHie  hehl.  lines 
carried,  area  serciced.  ihtx  4nV,  liril.DI,\(i  SI*K 
ClAI/riFS  A  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  Voik  16,  N.  Y. 


SAI.KS  .MANADKR  WAMKD  fur  rapidly  expand¬ 
ing  national  stotm  sash  maimtacturer.  A  s«dtd,  long- 
range  future  fot  tht  right  man  with  background  in 
the  home  impior  ement  Held.  AM  replies  in  stnetett 
coiiHdencr.  Wrnr  or  telephone  Marks  Aikeu  I  o.. 
Advertising.  .T.l  West  4hth  Street.  .N’.  Y.  ('.,  ('O)um- 
bus  5-4990. 


SAKKSMKN  (  ()NTA(  TINt;  lA  MHKR YARDS, 
department  stores,  or  distriluilors,  for  California 
redwood  conihinatnui  d<M>rs  and  wirKlows  ('ommis 
sum.  .Many  territories  oi»en.  Box  395,  Bl’ll.DlNti 
SKKCIAKTIKS  ik  Home  Improvement  Dealer, 
425  Fourth  .Avenue,  New  S'ork  16.  N.  Y. 


VOH  SALK 


INSCKATION  TRI  CK  1950  Dmlge,  cab  over 
engine,  JU  fmit  enclosed  luidy,  complete  with  heavy 
duty  blowing  e<iuipment  and  hoses.  $2,500.00. 
Virginia  Improvement  ('ompany.  Slop  26.  1‘eterii- 
burg  Pike,  Richmond.  V  irginia,  Phone  82-4533.  6-53 


M1S(  KLLANEOl’S 


M  AM  FA(  TCRKKS  R  K  P  R  K  S  K  N  TAT  I  V  K 
WANTS  additional  hues.  We  have  l^cen  >rtting  up 
distributors  and  dealers  for  Aluminum  ('omlunatiim 
Storm  Wind)»ws  and  dtMjrs  throughout  the  New  Kng 
land  States  for  approximately  8  years  and  have  leen 
rtfvering  this  territory  with  other  lines  for  anproxi 
matelv  18  >ear«*.  We  will  consuler  another  line  of 
windows  and  d(»«>rs  as  well  as  other  lines.  VN’e  are 
in  a  kikmI  position  to  rover  this  terntorv  for  you. 
Box  406,  Bl’II.DINt.  SPKt  lAKTIKS  Ik  Home  Im 
provement  Dealer,  42.®  Fourth  Avenue,  New  York 
16.  N.  Y. 


DFKKRINC.  MIDWFST  R KI'R KsKNTATION -- 
K«tahlishe«l  m  inufacturers  representative  organi/a 
tion  with  ‘^tatTed  Chicago  i»rtice  s«-eks  products  allieil 
to  grille  line  now  solil  all  dtMo  and  window  ac 
counts  in  Ilhriois,  Wisconsin,  and  Indiana.  Interested 
only  in  mass  pr<Nluced  quality  proilucts.  A’our  cor 
re-potidencr  wdl  lie  held  in  confidence.  Kxrellent 
traile  and  bank  references  Write  Box  4H2,  BCIKD- 
,  lN(i  SPKC 1  AI.TI  KS  A  Home  Improvement  Dealer, 
i  425  Fourth  A\emir,  .New  York  16,  N.  Y.  6-53 
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JUNE  1953  BUILDING  SPECIALTIES 


1300  BATAVIA 
EASTERN  DIVISTCM^ 

3638  1  3th 

Pattrrton  N  J 


ROYAL  OAK,  MICHIGAN 
WESTERN  DIVISION 

1  1  34  South  6.h  S* 

Si  loui*  •*  Mo 


a  winning  combination! 


V-SEAL  STEELMASTER 

Modem!  Streamlined!  No  old  fashioned 
clips — no  protrudinx  screws — the  com* 

Klete  answer  to  steel  coverage  at  a  /or 
tM-er  price  for  frame  and  insert  type. 


V-SEAL  DELUXE 
Beanty  .  .  .  Quality  .  .  .  Simpli¬ 
city  . . .  Durability.  Designed  for 
dealers  —  easr  to  assemblo  — 
easy  to  install  —  ends  costly 
serrlce  calls.  Yon  keep  all  of 
yoar  profit. 


All  V-SEAL  produett  are  svoilable 
"K.D."  lock  window  individually  pecked 
lor  easy  tterote  and  osMmbly— onoHier 
•V-SEAL  PIPST." 


"Amerkn't  moit  propraaive  alwninuin  window  awnidecfuror" 

V-SEAL  VENETIAN 

Another  V-SEAL  “FIRST.”  The 
sensational  new  window  that 
makes  all  others  obsolete.  Use 
for  combinatloa  storm  sanh — 
porch  encloonreo  —  prime  win¬ 
dows  for  new  bnilding  or  re- 
1  are  available  placement  of  prime  wMows  on 
idividuolly  pocked  ®W  honses.  Versatile  and  beau- 
nomhlv— anatkar  tifnl  St  SH  nnhesrd  of  low  COSt! 


SAT.  AmiiD  roe 
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19300  BISCAVNE  BLVD  MIAMI.  FLA  #  HUYIFR  ST  S.  HACKENSACK  N  J 


ABC  JALOUSIE  WINDOWS 
&  DOORS 

Writ(  tod. IV  ior  descriptive  litir.iturr  to 


ABC  JALOUSIES... 

PLANNED 


Only  ABC  J.ilousic  windows  provide  you 
wiFh  m.Tximum  bc.iuty,  durability,  and  ease 
of  operation.  Check  the  tacts  .  .  .  discover 
why  ABC  is  the  perfect  all  weather  jalousie 
precision  engineered  to  last  a  lifetime 
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